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Getting the Money This Fall 


this Fall? Certainly, the situation is far more 

hopeful this week than it has been for three 
months past. The Government reports on harvests 
indicate plenty of money in the hands of the farmer. 
The wheat and cotton prices trend upward because of 
European possibilities. The railroad man and his 
family will have more money to spend and even the 
expressman comes in for a little more. There is 
hardly a manufacturing industry in the United 
States but what faces increased wage scales. Wher- 
ever you look you can see money in process of earning. 
This means money for apparel after the wants of the 
food department are taken care of, and even a goodly 
amount of money left over for the movies and luxuries, 
for the spending time approaches. 

The logical and seasonable time for spending of 
money for necessities as well as luxuries has always 
been with the opening of seasons. Indications are 
that the Fall season will open favorably from an 
apparel viewpoint. There is not the per capita owner- 
ship of good clothing and good footwear that there 
should be because of the last nine months’ restriction 
and contraction of buying at retail. With much 
money in sight, it is time to look to the merchandise 
which you have to offer of a seasonable character for 
Fall use. Where does the public get the money 
whereby it keeps the wheels of industry awhizzing? 

One of the pertinent facts brought out by estimates 
of the bounteous harvest in many of the sections of 
the country is that the farmer has plenty of money 
with which to buy shoes. Even in the sections less 
fortunate in bumper harvests, the range in prices 


N RE there indications for good business at retail 


for commodities has counterbalanced the shorter 
crops. 

It is from the farm that we get the commodities 
that make it possible to live in the city. Then, too, 
we reverse this statement when it comes to the sub- 
ject of raiment, particularly shoes. A farm is in a 
sense a factory, where the raw products of earth and 
air and water are changed into food and raiment. 
There are more than six million such factories in this 
country and they are valued at over fifty thousand 
millions of dollars. The fact that the farms have 
been in the main prosperous makes the outlook for 
Fall, Winter and next Spring the more promising, 
notwithstanding the possibilities of fool legislation in 
nation, state and city, and even in town and village. 

The talk of panic is bottled up by the report of har- 
vest plenty and the wheels of industry are kept mov- 
ing because of the natural laws of supply and de- 
mand, whichforce the farmer to buy commodities in 
exchange for the commodities that he sells. You will 
see this Fall a lot of regular honest-to-values merchan- 
dise bought by the people who get their money in 
big bunches from harvests—it is logical and as regular 
as time itself to replenish apparels in early Fall, in 
seasonable regularity—so be prepared. 





The Money You Need 


ANKING comes into conversation these days 
with tremendous significance. The high rate of 
interest, everything from frenzied “‘Ponzi”’ rates to 
eight per cent on mercantile loans, causes widespread 
interest. Suddenly over the entire country came the 
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feeling ‘‘It is about time I took the profit out of the 
surplus stock on my shelves.’’ Every line of industry 
commenced to realize that “stock on hand” was not 
money in the pocket until sold. “Getting the money” 
all at once became the aim and object of all business 
men. Perhaps it had been carried too far—the spirit 
to venture into trade may need awakening. The truth 
of the maxim, “nothing ventured, nothing gained,” 
may have a significant bearing on the progress of the 
industry this Fall. Think it over! 

Using other people’s money for your business is 
one of the important subjects of the day. This in- 
cludes mercantile loans particularly applied to the 
retail merchants of the country. Banking concerns 
are commencing to offer local retail merchants short 
time loans at a high but fair interest so that the mer- 
chants might be in a position to take advantage of 
discounts. It should be generally known that a dis- 
count of from two to five per cent in thirty days makes 
an additional profit item to the merchant if he is in 
position to take advantage of it, and that money could 
be obtained for a term of sixty days additional at a 
percentage that will net the merchant a part of the 
discount saved. 

The bankers feel that the prosperity of the home 
merchant is of greater importance from a loan stand- 
point than investment in mining stock, etc., a thou- 
sand miles away from home. They feel their money 
is safer when put in the hands of a local and respon- 
sible business man. As an index to the value of 
borrowed money, the following is taken from an 
actual case in hand: A big retail house having ample 
capital and surplus holds to a much restricted field 
because the proprietors are wary about using their own 
money for a business venture that is contingent upon 
changing styles, etc. The store across the street has 
captured the bigger part of the worth-while trade in 
the community, because it makes every effort to be 
first in style showings of the season, and draws heavily 
upon its silent partner, the bank, so that it can dis- 
count its bills, pocket the saving therefrom, and see to 
it that efficient merchandising brings the cash to the 
store before the date of payment to the bank draws 
nigh. Of the two, the merchant who leans upon the 
bank has proved to be the most successful. A fair 
study of how the bank can be a silent service part- 
ner is well worth your consideration. 





Business News Is More 
Welcome Now 


EPUTABLE daily newspapers steer a pretty 
straight course, as a general proposition. Stories 

of their being susceptible editorially to counting room 
influence (which is merely a roundabout way of saying 
susceptible to bribery) should be taken with a very 
large percentage of discount. And we are not here 
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suggesting that any improper attempt at influence 
should be made. We have long believed, however, 
that there are many points of shoe information which 
the daily newspapers would be glad to publish if 
furnished for them by the shoe dealers; not only by 
way of legitimately obliging customers but of spread- 
ing accurate information about a commodity of 
general use. 

In the great majority of towns, all over the country 
the shoe dealers are neglecting opportunities, in the 
way of co-operating with the daily press in the spread 
of popular information about shoes. 


An Obsolete Method of 
Business 


ILL some one please explain where the idea 
originated that shoes are obtainable to be sold 
on consignment? To begin at the beginning of the 
matter, does anyone know of a concern that does so 
offer shoes? The reason these questions come to 
the front is that we have received a number of letters 
within the past year inquiring for such goods. We 
do not think that shoes are ever put out in this way, 
and have been at a loss to understand where the idea 
originated that they were so handled. 

There are other lines of goods which are sometimes 
sold on consignment, but these are nearly always goods 
in which each unit is uniform with all the others, like a 
package of rolled oats, or a bottle of medicine—the 
first package in a carload is exactly like all the other 
packages and would be instantly transferable to any 
other consignment upon return. It is not so with 
shoes. Shoes are made-up garments, so to speak. 
They are made to sizes and widths, and made in a 
thousand variations of style and pattern. 

It is difficult enough for the retail merchant to keep 
track of his own stock, which is under his eye every day 
and all the time. It would seem to be impossible for a 
manufacturer or a wholesaler to put goods out over 
which he could havé no supervision and which would 
be subject to return at the end of a season. 








In Buying Advertising 


AVE you noticed it? That the daily newspapers 
of this country have switched their tune. 
They have finished tearing down the good will of the 
merchant by the constant presentation of news items 
not outwardly libelous but irritatingly destructive of 
confidence. They have found it no longer good busi- 
ness for them so to do. The great scarehead on a 
small inoffensive rumor and the retraction a few days 
later in an inch space on the next to the last page is 
diminishing. 
We don’t really believe that it was maliciously 
intended by newspapers of this country sweepingly 
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to ‘destroy confidence, but somehow or other that is 
what has happened and the retail trade suffers. It 
is not only so in shoes but in every line of industry. 

The time is now here to insist upon standards of 
practice that are fair and honorable, not only in 
merchandising but in advertising—to ask of the news- 
papers a helpful co-operation in the upbuilding of 
business. 

Incidentally, now that the turn has come in volume 
of advertising, know what you are buying when you 
pay for newspaper space. Here are some ethics that 
can be taken as a code of business morals, applicable 
both to the merchant and to the medium which he 
uses. 

Permit no misrepresentation. 

Discountenance careless, slurring or offensive 
statements. 

Avoid misrepresentation or careless indifference in 
advertising. 

See that comparison values in printed announce- 
ments are with prices previously prevailing in his 
store, unless otherwise distinctly stated. 

Avoid the use of such expressions as “‘were $10,” 
“value $10,” “‘elsewhere $10,” “‘made to sell at $10,” 
“‘the $10 kind,” etc., where their use would give a mis- 
leading impression to the reader. 

Resent strenuously—to the point of withdrawal, if 
mecessary—the “‘make-up” of your advertising in 
a newspaper next to or near announcements offensive 
to good taste or of a debasing nature. 

Demand of each newspaper evidence of the ap- 
proximate number of its readers (based on copies 
actually sold), their general location and character 
and a statement as to how they were secured—by 
voluntary subscription, by solicitation, by premium 
or gifts. 

Urge on newspapers that the same care should 
be shown in admitting advertising to their columns 
that would be shown in expressing editorial opinion 
there; urge that the newspaper should feel itself as 
responsible for the verity and propriety of advertis- 
ing and news in its columns as for its editorials, always 
giving assurance that you will welcome just criticism 
of your own advertising. 





Shoes for Multitude Economi- 
cally Made 


‘TXHE American manufacturers and distributors of 
shoes, wholesale and retail, paying American 
wages, American freights and American rentals, are 
giving the American people, in exchange for 
the proceeds of their day’s work, a better shoe 
than can be had on similar terms anywhere else 
in the world, by more than 30 per cent. 
Service to the consumer is the great standard by 
which labor and business ought to be judged; and 
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footwear stands first in all apparel for physical utility. 

The administration of the American shoe factory 
is one of the most remarkable examples of minute 
economies and the conservation of material to be 
found anywhere within the range of manufacturing. 
The American shoe, considering the inventive genius, 
administrative ability and merchandising skill which 
enter into its production and sale, is one of the cheap- 
est manufactured commodities in the world. 

In the distributing of shoes to the consumer, the 
expert service of the American retail dealer has 
had the effect of reducing the output of “custom- 
made shoes’”’ to a lower point in this country than any 
other nation. The reason is that by expert service 
in fitting, in conjunction with the orthopedic per- 
fection of lasts of manufacturers, together with 
a system of supplying single-pair orders for special 
fittings, the public has been served so well in the 
matter of fit that the “hand-made”’ shoe has dimin- 
ished year by year. 


Health Extension Work 
in Stores 


T is a wise merchant who looks to the health of 
his employes. He is also a selfish merchant in the 
sense that his clerk is the better salesman because of 
his health. With the coming of Winter every shoe 
merchant should post a set of Health Rules, and 
should see to it that his place of business is kept in a 
livable condition during the season that brings with 
it the overheated and badly ventilated store. 

Ventilation is all important, especially in a shoe 
store. An overheated fitting room, a damp reserve 
stock basement and chilly draughts from the door 
will do much to reduce the efficiency of your employe. 
Irregular eating hours around the holidays and the 
neglect of coughs or colds claim daily victims. A 
dirty common towel and unclean sanitary arrange- 
ments have done much to make the retail shoe sales- 
man disgruntled in some of the otherwise finely- 
appointed stores. 

The thing to do is to keep at least one window open 
with a normal circulation of air; to have the store 
carefully cleaned and dusted; to supply each clerk 
with a clean towel, plenty of soap and hand cleanser; 
to keep the drinking water clean; to maintain regular 
lunch periods and to ask each clerk through the Health 
Rules posted to take plenty of outdoor exercise after 
hours, to observe the simple rules as to cleanliness and 
health, and to avoid tight clothing and insufficient 
attention to the condition of the body. Where the 
suggestions are made through a set of Health Rules, 
they are the more effective, because the clerk does not 
feel that the merchant is prying directly into personal 
matters. It is only too true that health breeds happi- 
ness in one’s work, and this in turn makes for success. 
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Third Annual Convention of Wisconsin Merchants 


Three Days of Real Shoe Education at the Badger State Capitol---New 
Officers Elected---Colors and Style Strongly Recommended 


met in executive session August 10, 11 and 12. 

The $10,000,000 State Capitol building at 
Madison, the Four-Lake City, has been the scene of 
much activity this week in the presentation of a pro- 
gram replete with constructive merchandising helps. 
For weeks before the opening date, the Madison 
Shoe Retailers’ Association had acted as boosters and 
sent out a series of letters to some 2,000 merchants 
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throughout the Badger State. Careful preparations 
were made so that when the opening gun of the three 
big days of shoe education was fired the deck was well 
cleared for action. 


A Big Attendance 


The convention took place on the first floor of the 
building; in the rotunda on the second floor, were 
grouped in a circle under the dome, eight-four lines 
of shoes, rubbers and shoe store accessories. This 
method of arrangement proved of great convenience 
to merchant and manufacturer; the displays were 
most attractive. 

Before the first session was called to order over 200 
merchants had registered, and approximately 125 


manufacturers and shoe travelers had placed their 
names on the roll of attendance. At two o’clock 
William G. Schumacher, president of the Madison 
Shoe Retailers’ Association, called the convention to 
order, with the following remarks: 


President Schumacher Opens Convention 


“On behalf of the Madison Shoe Retailers we bid 
you fellow members of the Wisconsin Shoe Retailers’ 
Association, non-members, your ladies and visitors, a 
cordial welcome. 

“I assure you we are more than pleased with this 
splendid attendance and your spirit of co-operation 
and good fellowship. Each and every member of our 
local association has taken an active interest to make 
this meeting a success, to make this convention your 
convention, and we hope your short stay will be a real 
pleasure. 

“Madison is not our city, it belongs to the people 
of Wisconsin. It’s your capitol city, and your State 
University. We spend your money and want to show 
you how we do it. 

“The use of this capitol was willingly granted for 
this convention by the State Officials. Mr. Blumen- 
field, the most capable and efficient superintendent of 
public property the State of Wisconsin ever had, gave 
us every assistance for the proper setting of the stage 
for this meeting. 

“Our friends, the traveling salesmen, have been 
boosting our State Convention and came here dis- 
playing their samples and by so doing are helping 
materially this convention and also the work of the 
State Association for the coming year. 

“‘We want to thank the trade papers, the ‘Boot 
and Shoe Recorder;’ and the Shoe Retailer of Boston, 
and the Northwestern Bulletin of Minneapolis, and 
also the Madison Association of Commerce, its secre- 
tary, Don Mowry, and his staff, for the assistance and 
co-operation given us in arranging for this convention. 
And now, gentlemen, | have the honor of turning over 
the convention to the President, W. C. Schlaefer of 
Wausau for your further consideration.” 


Governor Says “‘Back to Fundamentals”’ 


Ex-President Fitzsimmons of Fond du Lac offered 
an invocation. Following the invocation, Governor 
E. L. Phillip made a short address of welcome. His 
address dealt largely with business conditions and the 
present unrest which pervades the country. “The 
chief causes of the trouble existing at the present time 
in my opinion,” said Governor Phillip, “‘are the infla- 
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tion of currency, which begets speculation. Specu- 
lation begets high prices and high prices mean high 
cost of living. Speculation brings extravagance and 
extravagance begets seeking of pleasure with a pocket 
full of money. People spend lavishly and recklessly. 
They want more time to enjoy what they have pur- 
chased, which means less hours of work and less 
production. 

“The government has assumed large obligations, 
which necessarily mean high taxes, and high taxes add 
to profits and consequently to the cost of commodities. 

“The government, in common with the people, has 
been spending money prodigiously, and apparently 
with little sense of the value of money. The remedy 
lies in getting back to fundamentals, employing labor 
in the production of necessaries rather than luxuries.”’ 


Schlaefer Recommends Retail Co-operation 


President Schlaefer thanked the merchants of the 
state and especially those of Madison for their co- 
operation during the year and for their good efforts in 
making this the greatest convention ever held in the 
state. 

He spoke of the obnoxious newspaper propaganda 
which has destroyed the confidence of the public in 
the merchants of the country. He reviewed the 
activities of the good work of the N.S. R. A. in com- 
bating unjust legislation and especially the McNary 
bill. He commended the National Association for the 
good will advertising being put out and recommended 
that all merchants use it. 

“While business has not been up to expectations,” 
he said, “the conditions of the country are funda- 
mentally sound and so long as babies are born without 
shoes there will always be business for shoe merchants, 
crops are good and manufacturing generally is good, 
and while the next six months may take careful engi- 
neering, there is nothing wrong in a general way with 
business conditions.” 

He recommended that shoe merchants’ associa- 
tions co-operate with other associations of merchants 
dispensing wearing apparel in order to harmonize 
style, colors and general business methods. 


Logan Gives Price Comparisons 


E. C. Logan, western editor of the ‘““Boot and Shoe 
Recorder,” centered his talk upon the present prices 
of shoes as compared with prices six months ago and 
a year ago. By a graphic chart he showed the 
fluctuations in raw calfskins which provide the upper 
leather for the better grades of men’s and women’s 
calf shoes and also the fluctuation of prices in heavy 
packer hides which form the basis of the better grade 
sole leather used in this class of footwear. By charts 
he showed that the prices of raw calfskins and packer 
hides are not far different from prices which prevailed 
in October, 1916, again in January, 1918, and at the 
present time. Mr. Logan showed that a certain shoe 
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which cost $5.07 in 1918 cost $8.22 a year ago and 
$7.49 today. The difference in the leather cost, 
between a year ago and the present time, is about 
$1.35. 


Labor and Manufacturing Increases 


“During the year, labor costs and manufacturing 
costs have both materially advanced and there has 
been no recession in the cost of any item entering into 
the construction of the shoe excepting in upper leather 
and a very slight recession in sole leather, so that the 
price between a year ago and the present time amounts 
to a decline of approximately 10 per cent. During 
the past few years any man with ordinary intelligence 
and an inclination to work could make money in the 
retail shoe business. From ‘this time out, the mer- 
chant is in an era which is a testing time of merchan- 
dising ability. The merchant who has his business 
well in hand, who has a system of stock accounting 
and cash accounting that enables him to properly buy 
and properly price his stock, backed up by alert 
salesmanship and advertising methods, has little to 
fear. It is time for a merchant to check up and take 
stock of himself and know whether he is running his 


business or whether his business is running him,” 


said Mr. Logan. 


Importance of Advertising Stressed 


J. H. DeWild, associate editor of the Northwest 
Bulletin of Minneapolis, talked on advertising, recom- 
mending the use of newspapers as well as direct by 
mail advertising campaigns. He put special stress 
on the value of up-to-date mailing lists so segregated 
that advertising matter pertinent to women should 
be mailed out on one list, that pertaining only to men’s 
shoes on another list, etc. 

“It is important for a merchant to know what pro- 
portion of his gross sales he can profitably spend for 
advertising and then plan his campaign a year in 
advance, purchase cuts that will illustrate the shoes 
he wants to advertise and not wait until the last 
minute to prepare his copy. Anybody who can 
write English, can write advertising copy,”’ said Mr. 
DeWild. “The trouble with most merchants in pre- 
paring their copy is that they try to use big words and 
sensational sentences rather than talking plain com- 
mon language as they would to customers, if they met 
them face to face.” 


Accounting Systems in Stores 


Professor K. F. McMurry of the University of Wis- 
consin explained the necessity of proper accounting 
systems in stores, saying, “‘four particular points are 
necessary in an accounting system, first, the ledger— 
ledger accounts should be kept with every kind of a 
value with which the merchant has to deal and a 
multiplicity of ledger accounts means a little more 
work in the beginning but less in the end; second, 
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Timely Show Window Trims 


OE IS SES Ebon Na Mob oO 





These two windows of 
Franklin, Simons & Co., 
New York, were used 
during the recent races 
between the American 
Cup Defender ‘‘Reso- 
lute”? and the ‘“‘Sham- 
rock.’’ They were very 
beautiful and elaborate 
in arrangement, with 
scenic backgrounds, 
realistic in effect. The 
sale of sport shoes espe- 
cially for yachting pur- 


poses was stimulated. 

















departmentize the store and keep an accurate account 
with each department; third, a cost accounting 
system, and fourth, a perpetual inventory.” 


Wednesday Morning Session 


The entire forenoon of the second day of the conven- 
tion, Wednesday, August 11, was given over to inspec- 
tion of displays. During the early hours many more 
merchants arrived. It is estimated that at least 500 
merchants spent the morning hours getting acquainted 
with shoe conditions, styles and prices as delineated by 
the various lines on display. 

Many merchants on inquiring prices of various 
shoes were surprised that price reductions were not 
greater. Several of the manufacturers had prepared 
figures showing the cost of production and in this way 
satisfied the merchants that prices were on a par with 
prices of leather and other items entering into the 
makeup of shoes. 


Merchants Buying Cautiously 


While orders are not being placed in large volume, 
buying in a conservative way is being done and most 
manufacturers and wholesalers are apparently satis- 
fied with the amount of business which they are ob- 
taining—in fact, manufacturers are advising mer- 
chants to buy cautiously; to buy shoes which will fit 


in with what they already have on hand, but to buy 
their anticipated needs. 

There has been considerable interest shown in the 
new colors and patterns displayed, yet the bulk of 
the buying has been on the more staple lines. 


Wednesday Afternoon Session 


The Wednesday afternoon session was called to 
order at 2 o'clock by President Schlaefer, who intro- 
duced Mayor Y. M. Kittelson of Madison. The 
Mayor made an address of welcome. E. C. Logan, 
Western Editor of the “Recorder,” at the request of 
President Schlaefer made a short talk on the ac- 
complishments of the National Shoe Retailers’ Asso- 
ciation and the state and city associations which 
make up the national body. 


Hagemann Talks Insurance 


Henry F. Hagemann, secretary of the Ohio Valley 
Retail Shoe Dealers’ Association and also secretary 
of the Shoe Dealers’ National Underwriters, explained 
the insurance plan for merchants and proved to the 
members of the Wisconsin Association that they 
could save money enough on their insurance if placed 
through the National to pay their dues in their State 
association, their firm membership dues in the Na- 
tional and all expenses of attending the big National 
Convention at Milwaukee. 
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Many retail mer- 
chants may find that 
the cost to produce 
similar windows would 
be too expensive, never- 
theless a big principle is 
here involved, namely 
—that of timeliness of 


trim. 


An expert’ display 
man recently said—‘‘I 
never overlook the sea- 
son nor current events 
in arranging my win- 
dows, which are _ the 
first and foremost ap- 
peal to the prospective 


customer.”’ 
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Caspari Boosts Milwaukee Convention 


A. B. Caspari, general chairman of the Committee 
of Arrangements of the 1921 National Convention, ex- 
plained in a brief, yet comprehensive way some of the 
big features of the forthcoming convention. As an 
indication of the bigness of the Milwaukee Conven- 
tion, Mr. Caspari stated that at the Boston, 1920, 
Convention there were 308 displays; already 478 
display spaces have been contracted for at Milwaukee 
and applications are still coming in. The number of 
displays will be limited only by the capacity of the 
auditorium. Several applications for display space 
have been made by European concerns who were so 
anxious to obtain space that they asked the committee 
to cable a reply. In speaking of the program, Mr. 
Caspari said that the feature of the convention would 
be different from its predecessors; that more stress 
would be put upon the inside problems of the store, 
including buying, sales methods, advertising, clerk 
management and other features of retail merchandis- 
ing. 

Barney Coens Electrifies Convention 


Barney Coens, who will have charge of all the en- 
tertainment and decorative features of the conven- 
tion, was the next speaker. Mr. Coens electrified the 
audience by his description of what was going to hap- 
pen at the big convention. A special feature will be 








the model store fitted up with merchandise, sales- 
people and every record necessary for the proper 
conduct of business; another feature will be a com- 
petitive window display program which will be dem- 
onstrated in a window, four by fifteen feet. There will 
be a new display each hour and as one window trim- 
mer explains the reason for each act performed a 
stenographer will make notes. Photographs will be 
taken so that the merchant can duplicate the trim 
in his own store. Four silver cups will be given as 
prizes to the window trimmer making the best display. 
This contest is open to every shoe store in the country 
and the window trimmer of each store is requested to 
write to Mr. Coens for entry blanks for the contest. 


For Shoe Travelers and Clerks 


The first day of the convention will be designated as 
shoe travelers’ day. They will be given a place on the 
program and the travelers will have charge of some of 
the main features of entertainment. The second day 
will be retail clerks’ day. Special excursions are being 
arranged to bring in retail clerks from all of the princi- 
pal towns within a radius of 350 miles of Milwaukee. 
Everything which comes up in a retail store will be 
taken up and discussed on that day. These discus- 
sions will include proper methods of making exchanges 
and refunds, shoe fitting, foot appliances, salesman- 
(Continued on page 63) 
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brown and blue. 





Boots for Fall 
Style Trend No.1 


The novelty leader for Fall is in the 
10-inch boot—in kid, in black, golden 


Fine hosiery demands revealment—so 
the cut-out is used—or inlays in suede. 


Makers’ names on request. 




















What Should Be Done to Stimulate Shoe Buying 


Is the Trade Ready for Revival of Colors and a Return to Boots 


for Women? 


HAT can be done to stimulate shoe buying by 

\ the general public? That is the big question 

that is agitating the minds of the leading 

manufacturers, wholesalers and retail merchants at 
the present time. 

During the past few months a decided tendency to 
withhold buying has been thoroughly manifested on 
the part of shoe consumers. The average store has 
sold no more pairs and in many instances less pairs 
than during the corresponding period of last year. 

All this in the face of the most elaborate campaign 
of advertising publicity and price cutting in which the 
trade has ever indulged. 

That the past six or seven months have not been 
profitable to either manufacturer or retail merchant 


is all too evident. What course to pursue in the im- 
mediate future is the big all-absorbing question. 


Is Price the Dominant Thought? 


There appears to be a decided division of opinion 
among the leaders of the industry on this topic. 

It is a well-known psychological principle that the 
thought trend of the public runs in certain grooves or 
channels. For the past several months the public 
mind has been centered on price. In the opinion of 
some retail merchants it is dangerous to attempt to 
force a style era so long as price continues to be the 
dominant thought in the minds ofthe public. That it 
is better not to attempt any radical changes of colors 
or styles until the price trend has run its course, when 
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Know What Is Coming in Footwear Fashions 








patterns. 





Ties and Oxfords 
Style Trend No. 2 


All types of ties are in process of 
style development—even in oxfords 
—we find changes, viz. the cut-out 
We note a return of 
blucher oxfords for women and 
many brogues continue. 
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the public will be in a mental attitude where color 
and style can be made to be the dominating thought. 


The ‘“‘Return of Style’? Advocates 


Opposing this thought is another group of live-wire 
style exponents who believe that the answer to the 
revival of good business is colored kid boots. 

Some of these men have backed their judgment by 
fairly large purchases of colored kid boots in 9 and 
10-inch heights, with high, covered Louis heels. In 
most instances new patterns have been designed so 
that the women will know that they are getting some- 
thing entirely new and that old styles that have been 
hidden away for two or three seasons are not being un- 
loaded on them. 


Low Effects Decline—Boots Appear 


George Harrison, one of Chicago’s leading whole- 
salers of women’s footwear, says, “In my opinion we 
are on the verge of an era of colored kid boots, pear! 
gray, medium gray, camel medium blue, in solid 
colors and two tones in which these shades will be 
used. Among these combinations of colors will be 
patent vamps with camel top, brown kid vamps with 
buck top, brown kids with camel top, blue kid vamps 
with blue buck or blue satin tops. 

“These of course will be made with medium length 
vamps and they will carry fairly high wood-covered 
Louis heels. 


“‘Women’s clothing for Fall will be various shades of 
brown and also dark blue. 

“Oxfords and other low-cut effects have been killed 
by price-cutting. They have been made cheap and it 
will be difficult to get a large volume of business on 
low-cut shoes. 

‘Blacks and browns have been used until people are 
becoming tired of them. The good dressers among 
women, the women who want something exclusive 
and different, are ready for colored high-cut boots. 


“The war tied us down to black and brown, but 
the war is over. It is time to forget it and give the 
people what they want in style. 

“The oldtime method of buying twice a year, a 
Spring and Summer season and a Fall and Winter 
season is also passe. No man can successfully guess 
a woman’s mind six or nine months in advance. 


“Buy small quantities, buy often and buy something 
different each time, keep them coming and keep them 
going. A new one every week or eVery month means 
rapid turn-over, more pairs sold, less accumulation of 
odds and ends, bills paid oftener, more profit in the 
bank and less on the shelf. 


“A new one every week puts pep into the sales 
force. Sales people get tired of showing the same old 
somber colors and the same old stock over and over. 
Watch them grab for the new ones. Watch the sales- 
man’s face light up as he takes from the carton a new 
blue or pearl gray boot and puts it on a well-dressed 
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One Strap Slippers 
Style Trend No. 3 


Smart simplicity in one-strap 
slippers is to be noted. The but- 
ton fastening gives perfect adjust- 
ment. What a smart pattern in 
blue suede vamp, blue kid quarter 
and straps with collar and fixing 
overlaid with beading! 
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woman customer. There is something about the trans- 
action that puts pep and alacrity in to his movements 
and adds zeal to his selling talk. Then watch the 
expression on the customer’s face as she views her- 
self in the mirror. 

“There has been too much talk about price and not 
enough about style and beauty, too much harping on 
‘cheap,’ ‘half-price,’ ‘less than it cost to make it,’ etc. 


“True it is that there has been an overload of mer- 
chandise in retail stores as well as in wholesale houses 
and factories and a lot of effort has been necessary to 
clear the shelves of this surplus stock. Now we are 
facing a new season and we should all face it in a new 
way. So far as possible eradicate from the minds of the 
people the thought of price and implant in its stead 
the thought of style.” 


Where Do New Styles Originate? 


By R. L. PRATHER, Blaine-Thompson Co., Cincinnati 


the year, especially when some new freak 
bobs up in mid-season. 

Merchants with considerable stocks of what they 
consider to be “‘good styles” are suddenly confronted 
with a consumer demand for a new shoe style that, 
apparently, comes out of the blue sky. 

Do you remember the patent leather oxford craze 
that swept the country a few years ago? Does anyone 
know how and where it started? 


Mie shoe dealers ask that question during 


Style in the Making 


Perhaps the following interesting narrative of a 
traveler will throw some light on the mystery: 


“T left Boston on a Southern trip in the latter part 
of March, accompanied by my wife. Stopping over a 
day in New York, I heard a few remarks about patent 
oxfords. Only one store, an exclusive shop on Fifth 
Avenue, was showing them. 

“En route to Washington I observed a woman in 
the parlor car wearing a pair. As she walked down the 
aisle her patent oxfords got the attention of every 
woman in the car. Many of the ladies followed those 
new oxfords with their eyes the full length of the Pull- 
man. My wife, quick to notice new shoe styles, asked 
me what I thought of this latest development. I 
replied that it was only a fad that would pass quickly. 
She responded that there were about twenty women in 


_ that car who would consider patent oxfords good 
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Twin-Button Bands 
Style Trend No. 4 


The bands followed the waist line 
straps in logical development of the 
Theo tie into 
newer. In these two shoes you get 
two tones and two materials of 
brown leather 
brocade in the collared slipper. 
Diversity prevails. 


something _ still 


and 


Makers’ names on request. 


satin and 

















styles because the lady had evidently purchased them 
in New York. 

‘Arrived at Richmond, I found several shoe buyers 
quite curious about patent leather oxfords. They 
wanted to know how strong they were in New York. 
My reply was that only one shop was showing them. 
One or two buyers told of having a few inquiries. One 
man in particular expressed the opinion that trouble 
was brewing. 

“Next day on the train to Atlanta another lady 
walked through the Pullman wearing patent oxfords. 
Every feminine eye, and some of the other sex, took 
in those shiny shoes. My wife, on my request, asked 
the lady where she had purchased them. She was 
informed that they came from So and So’s shop in 
New York and that they were the very latest. By this 
time I was beginning to wonder a little. My observ- 
ant better-half predicted that every woman on that 
Pullman would demand a pair of patent oxfords from 
her shoe dealer immediately on her arrival home. 

“In Atlanta more buyers wanted to know something 
about the new style, and next day in Birmingham, a 
dealer told me he had been wiring jobbers to ship him 
whatever they had in patent oxfords. 


Endless Chain of Style 


“Think of it. In less than six days the patent 
leather oxford demand had swept across seven states 
and affected dealers in four large cities. No telling 
how many smaller cities and towns felt the shock. 


Looking back to that train ride, I am persuaded that 
many cities were represented by the ladies en route. 
It may be that half a hundred women saw those ox- 
fords and told all their friends about them. You know 
the result—endless chain. 

“‘We journeyed over to Memphis, and while riding 
uptown in a taxi cab, I beheld a show window filled 
with patent leather pumps, embellished with big silver 
buckles and ornaments. A sign in the window stated 
that this was the very latest fad in footwear. Investi- 
gation developed the fact that the pumps were of 
rather previous origin, but the dealer was wise to see 
his opportunity. The women-folk were buying them 
quite cheerfully. 

“In St. Louis the craze was at its highest tide. Mer- 
chants were making inquiries in all directions. Tele- 
graphed orders were being rushed to factories and job- 
bers. It was a real epidemic of patent oxforditis. 

“Returning via Louisville, Indianapolis, Cincinnati, 
Cleveland and Pittsburgh, the outbreak became more 
and more virulent. Back home to Boston to find that 
the whole country was apparently nutty on patent 
oxfords. 

“Now, where did it all begin? I believe that one 
small manufacturer, and one small shop, started the 
avalanche. Some smart fellow with a little spare time 
and a few patent skins on his hands made up a few 
hundred pairs. He offered them to the small shop as a 
fad that meant a quick clean up. Every woman visit- 
ing New York went home with the news. Many of 
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veloped. 


Buckles and Beading 


Style Trend No. 5 


Colonials continue in successful 
sequence of seasonable popularity 
—they have become a permanent 
part of the stylish stock of the shoe 
stores of the world. Beading today 
is in greater demand, for ornamen- 
tation is in greater demand with 
each new type of footwear de- 
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them wore a pair homeward. You know how the dear 
ladies spread style propaganda. 
“It looks perfectly simple now, but it was a puzzle 


at the time.” 
**Tell the Public”’ 


The above is a true tale. It tells us of something 
we should consider quite carefully. How shall we 
meet these over-night style changes and consequent 
epidemics? 

What was it that stopped the French toe in its 
incipiency? And where did the French toe get its 
start in this country? 

As the old corner grocery oracle might say: ““There 
ought to be a law against it.” But that’s an impossi- 
bility. There’s one fairly good method to prevent 
these outbreaks. The remedy has been offered many 
times. Once more, dear friends: 

‘Let the truth be known. Tell the people the facts 
about the shoe situation. If it’s prices, tell the story. 
If it’s foolish fads, tell the people and set them right 
as to real styles.” 





An Error Corrected 


In our issue of August 7, we made the statement 
that the retail store of the Smith-Kasson Company was 
in St. Louis. This is an error, as it is well known that 
the Smith-Kasson store is in Cincinnati. Retail mer- 
chants might do well to watch the advertising of this 
firm, as it is uniformly excellent. 


Merchandising Remnants 


Points Made by Speaker Before Business 
Builders’ Conference 


Chicago, Aug. 9—Remnants or short ends are the 
bane of the retail business. Every branch of retailing 
has remnants of some sort to contend with and the 
way in which the remnants are disposed of often 
represents either a profit or a loss on the whole 
original lot. 

William McAllister of Sycamore, Illinois, in a 
recent talk before the Business Builders’ Conference 
in Chicago, made some points that are worthy of note. 
While he was speaking particularly to drygoods 
merchants, many of his remarks are applicable to shoe 
merchants as well. Here are some of the high spots 
of his talk. 

“The more lines a merchant buys for any depart- 
ment, the more remnants he is sure to have. This 
applies to hosiery, corsets, shoes and ready-to-wear 
as well as to piece goods. By standardizing lines, 
stocks can be lessened 20 per cent to 25 per cent with- 
out decreasing volume of sales. 

“If merchandise does not sell readily one or more 
of the following causes are usually responsible: (1) 
Lack of Salesmanship; (2) Poorly displayed; (3) 
Poorly bought; (4) Wrongly priced. 

“Remnants represent the best selling mer- 
chandise in the house, otherwise you would have 
whole pieces or whole lots and not remnants, The 
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Whites in Variety 
Style Trend No. 6 


The cross-strap is possible in 
many materials—white buck, ooze, 
In a novelty era 
whites come into more general use. 


canvas and kid. 
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time to sell a remnant is when the demand is at its 
height for that particular pattern, style or article. 
Sell it when people want it and it will bring a profit; 
hold it until the demand ceases and you will take a 
loss. 

“Tt is a mistake to make a flat reduction of a certain 
percentage on remnants. Price should be dependent 
upon length of the piece, number of articles in the 
group, or the size.” 

A good sermon could be preached on each of these 
texts. The successful shoe merchant is the man 
who sells remnants, the short lots, when the demand 
is at its height, who slaps on a p.m. and cuts the 
price just enough to make them attractive to both 
the salesman and the customer. 

The merchant who realizes that a 5-B is worth more 
than a 3-A and marks the “remnants” according to the 
demand for sizes, rather than marking a flat price 
on the whole lot, will realize considerably more for 
odds and ends. 





A Boston Managerial Change 


Fred L. Blaisdell as Division Manager of Filene 
Shoe Shops 


Boston—Fred L. Blaisdell is the new division man- 
ager for the five shoe shops of William Filene’s Sons 
Company, succeeding Hollis B. Scates. Mr. Blais- 
dell is a young man of thirty years. He was born on 
a farm at Carlisle, Mass., and received his early 














education there, later finishing at the Leavitt Institute, 
Turner, Me. 

About eleven years ago, he left the farm for the 
city, started in as stock boy in the infants’ shoe de- 
partment of the old Filene store, corner of Washing- 
ton and Winter Streets, and pegged his way up to the 
top by hard work and attention to details. 

He remained in the infants’ department for about 
eight years; for the past three or four years, he has 
trained in the other shoe departments in various 
capacities, so that he has become conversant with 
the sale of apparel in each. 

Prior to coming into the shoe department again, 
he managed the second floor devoted to men’s and 
boys’ clothing and furnishings. From this depart- 
ment he joined the Navy almost at the entrance of 
the United States into the Great War, entering the 
service as a common seaman and coming out as a 
lieutenant. After the Armistice was signed, he went. 
back to his old position as manager of Filene’s second 
floor. 

Mr. Blaisdell has a splendid reputation throughout 
the house for square dealing, to which policy it is his 
intention to strictly adhere. 
























Chart the Sales Plan 


Keep a Constant Record of Your Business 


The manager of a growing store charts the sales 
plan for the entire season. He doesn’t just chart it on 
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fastened. 


Sabot Pumps 
Style Trend No.7 


The band around the instep per- 
mits of infinite variety in ornamen- 
tation as well as fastening. The 
patent pump with white underlay 
is gripped to the foot with elastic— 
the beaded instep band is button 
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a scrap of paper, and put it in the pigeon hole, to be 
consulted when memory fails. He charts it in pen and 
ink, and frames it, and hangs it on the wall, where he 
can see it any minute. Also, he keeps a record of each 
feature sale, like the Labor Day sale, or the school 
shoe sale and the Fall opening. He has his window 
displays photographed, too, and he files the photo- 
graphs. 

These records are valuable in more ways than one. 
For instance, the display manager got enthusiastic 
the other day over a scheme for a window display for 
the Fall opening. ‘We had it last year,” exclaimed the 
store manager. “We didn’t,” replied the display 
manager. “I got the idea from the Big City store.” 
‘The store manager just reached for his records, showed 
the picture of last year’s window display, and settled 
the case. 





Monthly Census of Hides 
and Leather 

Schedules in Final Preparation This Week 

Washington, D. C., August 13—It is probable that 
the hide and leather questionnaire which has been 
contemplated jointly: by officials of the Bureau of 
the Census and the shoe and leather manufacturers 
of the country will be finally approved the latter part 
of this week. 


As is well known, this questionnaire is prepared in 
accordance with the so-called Kreider bill which pro- 
vides for a monthly census of hides and leather. It 
is said that the new questionnaire will be very similar 
to the one which was used by the Bureau of Census 
during the war and with which all members of the 
trade are more or less familiar. While as yet the mat- 
ter has not been definitely decided, it is probable that 
the first census under this new bill will be taken for 
the month of August. 





Few “Offers’’ Army “Bargain’’ 
Shoes 


Anticipation of Big Demand Fails to Materialize 


Washington, D. C., August 13—Returns from the 
offer of a large quantity of surplus Army shoes made 
by the War Department two weeks ago are slow in 
coming into the department. The offer was sent to 
the various sections of the country for proportionate 
distribution and the price was fixed. It seems to be 
the impression of the officers of the department that 
there has been no great rush on the part of the trade 
to obtain these surplus shoes, although the data at 
hand in Washington is not yet sufficient to justify a 
final judgment in the success or non-success of the 
sale, and it will be some time, perhaps a week longer, 
before the Army officers can tell just how eagerly the 
trade has seized upon the bargain offer. 





Aug. 14, 1920 


BOOT AND SHOE RECORDER 








Know What Is Coming in Footwear Fashions 








dark blue kid. 





Extreme Novelties 
Style Trend No. 8 
Strap sandal with dark tan calf 
vamp and_ golden 


straps and collar buckle fastened. 
Jockey height Roman sandal in 
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brown calf 

















THIRD ANNUAL CONVENTION OF WIS- 
CONSIN MERCHANTS 


(Continued from page 55) 


ship, personality, window and newspaper advertis- 
ing. 
Athletic Night 

One evening will be designated as athletic night. 
Boxing bouts, wrestling matches and athletic feats of 
various sorts will make up the program. “There will 
be so much going on in the way of entertainment and 
program that the visitors will not have time to go 
out of the building even to eat,”’ said Mr. Coens, “and 
so one large hall will be fitted up as a restaurant and 
will be called the Palm Beach room.” From what 
Coens says, ‘Palm Beach” is right. Two hundred 
girls dressed in bathing suits will wait on the guests. 
He advises the women to go with the men as otherwise 
he fears the men will spend so much time eating that 
they won’t take time to attend to business. 


A Style Show on Unique Lines 


Three hundred and forty-two entertainers of na- 
tional reputation have been engaged for the big occa- 
sion. He advised the merchants to bring their wives, 
mothers and sweethearts and assures the world that 
there will be no part of these entertainments that will 
offend any one of them. The style show will be en- 


tirely new and different. The whole show will. be 
dramatized. One feature will be a wedding followed 
by a reception and dance. Other features will be 
picnics, golfing and other outing occasions and in each 
act, costumes and shoes correct for the occasion will 
be shown. 

H. L. Kisker of the Shoe Retailer read a paper 
entitled “This, Too, Will Pass Away.’ This was a 
discussion on general business conditions, a review of 
the past and a prediction that the near future was a 
time when advance methods in merchandising would 
be necessary. 


Booth Talks on Manufacturers’ Orders 


W. J. Booth, sales manager of the Weyenberg 
Shoe Manufacturing Company of Milwaukee, talked 
on manufacturers’ orders. ‘“‘Manufacturers’ orders,”’ 
said Mr. Booth, ‘‘are more than scraps of paper. They 
are and should be considered as honor-bound con- 
tracts.”” He dwelt largely on cancellations and what 
they meant both to the manufacturers and to retail 
merchants. 

“Not only have canceliations come from the small 
merchants, but also from some of the directors of the 
N.S. R.A. There are certain conditions,” said the 
speaker, “under which cancellations are legitimate and 
justifiable, but fright on account of supposed decline 
of prices is not a legitimate reason. Merchants aver. 








64 BOOT AND SHOE RECORDER 


aged prices as they went up, why not average them 
as they go down? Manufacturers buy material and 
cut orders 60 to 90 days previous to shipping date. 


Cancellations Make Shoes Cost More 


‘“‘An order cannot be stopped after it has started 
through the works. The wants and needs of retail 
merchants vary and cancellations result in an accu- 
mulation of merchandise that must be disposed of in 
some manner. Cancellations make shoes cost more 
and change the method of distribution. If merchants 
do not accept the shoes manufacturers must find some 
outlet and if that outlet is with a commissary depart- 
ment of some factory, it is not the fault of the manu- 
facturer. Manufacturers prefer that their product 
should be consumed by legitimate merchants, but 
when a lot of shoes have accumulated they must be 
turned into money in order to satisfy the bills that 
manufacturers owe. Real success in the shoe industry 
must come through a closer co-operation of manu- 
facturers, wholesalers and retail merchants.”’ 


Langenburg Talks on Golden Rule 


Mr. Langenburg of Appleton spoke on the retail 
merchants’ side of cancellations. He said, ““The 
present time is the most trying era in the history of 
shoe retailing. Transportation problems, unsettled 
price conditions, overloaded stocks and late deliveries 
are trying and perplexing situations faced by every 
merchant. During the past few seasons manufactur- 
ers have taken an overplus of orders without thought 
of making deliveries on the date specified in the order. 
Merchants were left out in the cold with no shoes to 
sell. They could only hand out promises to their 
customers. The average merchant will stand it about 
so long and then he will hop into the market and buy 
something as near as possible to replace that which 
the manufacturer had failed to deliver. A few weeks 


later along would come the shoes he had bought from _ 


the manufacturer. His season was over and he had 
little alternative excepting to return the shoes. Any- 
thing that is justifiable on the part of one division of 
the industry should be looked upon as justifiable 
by the other part. There is just one safe, fair and 
honest method of doing business and that is to do 
unto others as you would that they should do unto you.” 


Morris on Value of Association 

Oscar Morris of Milwaukee, secretary of the Wis- 
consin Dry Goods Association, made a talk on Mem- 
bership. He said: ““The value of an association de- 
pends upon a trinity, first organization, second mem- 
bership and third legislation. The value of an organ- 
ization is attendant upon what the members put into 
it and what the organization sells to the membership. 
Legislation means the legislative enactments within 
the organization as well as legislative enactments in 
State and national Government. 
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“The object of amerchant’s association should be to 
raise the individual stores and the craft as a whole to 
higher levels and more ethical business procedure. 
Merchants, both individually and as an organization, 
should get into politics, not necessarily party politics, 
but they should see to it that more merchants and 
business men sit in legislative halls. It is useless to 
try to effect a big, strong influential organization on a 
cheap plan and low dues. Dues should be based on 
the size of the business because benefits are usually 
obtained in that proportion.” 


Caspari Leads Style Discussion 


Following this was a style discussion led by A. B. 
Caspari of Milwaukee. 





Mr. Caspari recommended the buying of fancy 
shoes in delicate shades of gray, camel, chippen- 
dale and blues, 10-inch patterns, with Louis X V 
heels. He said that he has such shoes bought 
which will retail at $16 to $18. 

Mr. Cody said, “People are clamoring for 
footwear at lower prices. Is it advisable in the 
face of this to introduce extreme novelties in 
10-inch boots, which mean extra expense to the 
consumer?” 

Mr. Caspari said that all the people were not 
clamoring for cheaper shoes and those who de- 
manded style would pay the price. 











Barney Coens said he had recently visited the style 
shows and markets of the East and found very few 
manufacturers showing anything new. He quoted one 
of the largest retailers in Milwaukee as saying he did 
not think it was time to spring high colors and novelty 
boots; that retail merchants should first get out from 
under their present stocks; that the trend of thought. 
of the public would have to be changed. Their minds 
were now obsessed with the thought of price and until 
that was gotten out of their minds they would not be 
interested in new styles. 





Nettleton Gets Puttee Award 
Washington—The A. E. Nettleton Company has 
been awarded the contract by the Leather-Rubber 
Goods branch of the Army Quartermaster’s Depart- 
ment for furnishing 4,000 pairs of officers’ puttees at 
$13.05 per pair. Bids for these puttees were opened 
on July 29. 





Stolen in Transit 
Information is desired by H. C. Lards, Captain of 
Police, Toledo, Ohio, for the ownership of footwear 
stamped “‘Gladstone”’ on sole. 
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When We Turn the Wheels 
We Turn the Tide 


An Opinion on the Most-Needed Influence 
in the Shoe Industry Today 


By EVERIT B. TERHUNE 
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OTWITHSTANDING any croakings to the contrary, the 
footwear business of this country is safely on its‘way to sound 
rehabilitation. 

The indications are unmistakable; they stand the tests of reliability 
and security. The far-seeing minds of the Trade know this. 

So far as I can judge, from the standpoint of a critical shoe 
journalist, what our industry painfully needs today, however, is just 
this: 

The infectious enthusiasm and inspiration that would be bound to 
radiate from a composite of the departed Steve Brodie and the late 
Marshall Field! Strange as it may seem, I say this in seriousness. 

Brodyism for shooing away a lot of stagnant commercial hesitancy 
and timidity, and substituting some real collective courage to take at 
least something on faith as to the business future. 

Fieldism for systematically charting that business future into its 
definite certainties of manufacturing, wholesaling and retailing success 
and setting forth at once — NOW — to produce this success. 


e 


What, in heaven’s name, has the shoe industry of the country 
been thinking of? 
Has it believed for a moment that the enormous and profitable job 



































of providing coverings for two hundred million human feet was going 
to falter indefinitely? 


Did it possibly conceive that the admitted temporary difficulty in 
extracting a stable price basis from the recent various cross-currents of 
feverish trading was to be allowed to gum the activities of shoe com- 
merce all this fall and winter? 


Did it fancy that the American public, unjust though they have 
been in crying “‘profiteering!”’ and in arbitrarily demanding reduced 
retail prices, are going to be happy if they walk into indifferently- 
stocked shoe stores the next two or three months, turn around and 


walk right out again? 
Or, has the industry believed that without the stimulus of actual 
orders placed desirable shoes are somehow or other going to spring into 


being over-night and be available at a moment’s notice to leap into the 
vacant places in dealers’ store-shelves when the customers fill the 


settees? 


I vote no. I don’t believe the men behind the shoe business have 
consciously indulged in any such pipe-dreams. 


But let’s look a few square-cornered facts right in the eye, and see 
where the Trade stands and what’s to be done about it. 


e 


If shoe people get any benefit or satisfaction from deliberating in 
whispers about the awful uncertainties of “the market,” and the 
ethics involved in cancellations and returns, all well and good. 


But I know enough about the business to know that what is MOST 
needed right now to boost it over the top is ORDERS FOR SHOES! 


If an analysis of the public’s remarkable resistance of recent re- 
tail shoe prices teaches a helpful lesson for the future — which, by the 
way, it does — by all means let us analyze. 





















































But my hunch 1s that starting the silent or partly silent machinery in 
several hundred shoe factories of the country into the whir of full activity 
is by far the most important and necessary requirement of the hour! 


I am delighted to have solid pages of THz RecorpDeER occupied 
with the results of carefully prepared investigations of shoe-making 
costs, selling expense, investment limits, profit percentages, and other 
like valuable data. 


But all the time I am reviewing such informative and constructive 
matter I am realizing that the one big, sure-fire guarantee of renewed 


success in the Industry 1s VOLUME OF SALES! 


e 


Almost everybody in the universe, it appears, would be glad and 
relieved in their souls if shoe prices were down. I mean, of course, 
down a lot, and without involving losses to holders. 


The manufacturers would like it; the wholesalers would like it; the 
dealers would be tickled; and the consuming public would hail it with 
joy unconfined. 


All right: We see indications here and there — a few of them — 
that prices are breaking a little. Not tremendously; not in any con- 
certed way, I think, that could possibly be construed as showing a big 
shift in the economics of shoemaking and distributing. 


Because there is NOT, as yet, any marked lowering of essential costs 
in producing shoes and getting them onto the feet of the wearers. 


True, certain kinds of upper leathers have recently receded a little. 
I am justified in stating, here and now, that those changes are reflected 
in the prices of shoes cut since the changes occurred. But they are 
not big. 


And other materials haven’t appreciably receded. Labor hasn’t 
receded. Transportation is just now going aloft again. Store rental 
rates haven’t displayed any philanthropic tendencies on the part of 





























landlords. Salaries and wages still continue to struggle to keep pace 
with the half-paralyzed American dollar. 


These are the square-cornered facts which I am sure we of the 
shoe industry ought to face manfully, and then realize that overshad- 
owing them all is the certainty that this enormous industry is going 
forward — today, tomorrow and next year — to a renewed basis of 
soundness and of normal profit to all representatives of it who courage- 
ously demonstrate their commercial ability. 


e 


What is the answer? Iam sure it is this: 


Keep the wheels turning? 
Debate shoe economics all you want to — but get shoes to meet 
your requirements! (This applies equally to manufacturers and 


retailers.) 
Buy as economically as safe conditions permit — but BUY and 


SELL! 


Roast the unthinking, illogical, sometimes-suspicious American 
Public to your heart’s content — but fill and increase their inevitable, 
perennial shoe requirements promptly and at prices justified by the honest 
costs! 


In other words, DO BUSINESS! 


Spun KE Set hunt 
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Milwaukee Convention Will Be the 
Greatest Trade Convention Ever Held 


So Says A. B. Caspari, Convention Chairman, in Address Before Wisconsin 
Merchants at Madison 


plans which the 1921 Convention Committee 

have for making the National Convention in 
Milwaukee the greatest convention in the history of 
the association. In fact, I believe it will be the great- 
st trade convention ever held in the world, and I 
wish to take this opportunity to extend a very cordial 
nvitation to the shoe dealers of Wisconsin to be 
present and participate in the program. 

“In magnitude this will be a convention that has 
ever been equalled. The largest group of manu- 
acturers that has ever displayed at a National Con- 
vention of the Shoe Retailers’ Asso- 


| HAVE come here today to tell you some of the 


such a fashion that they will be of interest to every 
retailer. In another section of the building, windows 
will be trimmed continuously, by the best window 
trimmers in the country, in competition.for prizes. 
As the trim is being made, reasons will be given for 
the various steps which are taken, and at its comple- 
tion a photograph will be taken. The remarks having 
been taken down will later be published together with 
photograph of the window. Complaints and many 
other problems of the shoe retailer will be actually 
demonstrated by competent actors and actresses, as 
one of the features of Retail Shoe Salesmen’s Day, at 

which time excursions will be run from 





ciation exhibited in Boston, in Janu- 
ary, 1920, where there were 308 
lisplay spaces. In Milwaukee we 
have 476 display spaces. I simply 
mention this in the way of compari- 
son, for you all know the enormous 
success of the Boston Convention, 
and it gives us a point of comparison. 
We have even had requests for dis- 
play spaces from concerns in Europe, 
and so eager have they been to secure 
same, that they have requested us to 
cable our reply. Therefore, from the 
standpoint of shoe displays, the con- 
vention will unquestionably be a 
great success, having on display the 
finest exhibition of footwear ever 
assembled. This will be one of the 
points of interest to the visiting shoe 
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all parts of the Middle West for the shoe 
retail clerks, and the pro- gram will be 
full of features of educational interest to 
them, such as a talk by Arthur Evans, 
president of the Shoe Retail Sales- 
men’s Institute, explanation of differ- 
ent types of leather, and lessons in 
the various types of shoes. To the 
shoe salesman who utilizes this pro- 
gram to the fullest extent will be 
given a wider knowledge of shoe facts 
than could be had by working in a 
store for 10 years. 


Style Show to Be Drama 


“The Style Show has been an im- 
portant feature at all previous con- 
ventions, but we believe that those 
who have attended them have become 








retailer, and will put him in touch 

with the development of style tendencies, and give 
him a knowledge of the product of the country’s 
factories which could be attained in no other way. 


Educational Features Are Varied 


“Beyond this, we desire to have the convention 
replete with other features of educational value to the 
retailer; for example, there will be installed at the 
Auditorium a model shoe store, having an absolutely 
up-to-the-minute men’s and women’s department, 
and children’s shop, also a repair department in con- 
nection with the store of the most modern type. In 
this store will be demonstrated systems of merchan- 
dising, stock keeping, etc., which are accepted by 
authorities as being the most successful in vogue. 
The shoe store will have five windows, trimmed in 


tired of the usual type of style show, 
where the model simply walks along the runway and 
returns to the dressing room. At the 1921 
Convention, the style show will be dramatized and 
a suitable scene will be staged to demonstrate the uses 
of various types of footwear. This will be a startling 
feature, and those who attend have a great surprise in 
store for them.. 

“While from an educational standpoint this conven- 
tion will be without an equal, this program will not 
be carried out at the expense of the entertainment 
program, although it will be educational and enter- 
taining in itself. Bernard J. Coens of Chicago is 
in charge of the entertainment program which will 
feature the great convention. Mr. Coens has estab- 
lished for himself a reputation as a past master and 
(Continued on page 68) 
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The Value of System in the Retail Store 


From Address Delivered by Chester Herold, Secretary of the Phil. Herold Co., 
San Jose, Cal., at the Convention of the California Shoe Retailers’ Association 


after a careful study of facts. We can no 
longer be guided by the force of custom or 
tradition in directing our pursuits. 

Our relative successes or failures can only be 
definitely determined and analyzed by an intelligent 
study or observation of the reaction of forces under 
given conditions, by studying the frequencies with 
which each occurs and by comparison of the elements 
of cause and effect. In other words, we are trying to 
conduct business upon more precise findings. 


Ot ons: policies of today are only decided 


Big Business Built on Facts 


Without a doubt, the foundation upon which big 
business has been built 


one-man business is rapidly passing out and the 
successful merchant is the one who systematizes and 
lays out his daily routine of affairs so that they can 
easily be carried on in his absence. 


Definition of Visualizing 


Suppose it were necessary for a new man to take 
your place in your establishment tomorrow—what 
could you show him of the history and present stand- 
ing of your business that would permit him to take 
up your duties right there and pursue the same 
general policies, or that would furnish him with a 
basis upon which he could start building in other 
directions toward improvement? 

Now you will ask what 
I mean by visualizing 





is the accumulation and 
arrangement of facts and 
statistical data gleaned 
from the fields of that in- 
dustry’s activities. Upon 
this foundation business 
men have been encour- 
aged to build lofty struc- 
tures. The complete 
analysis of past opera- 
tions in the way of tabu- 
lated forms, diagrams or 
graphic representation of 
relative units established 


sales. 


Salesmen’s records. 





Business Elements Which Serve 
as Guides offer is 
Sales by weeks, months and years for compari- 


son with similar periods of previous seasons. 
Sales by departments in proportion to total 


Relation of sales to operating expenses. 
Relation of sales to advertising campaigns. 


Merchandising fluctuations and operations. 
Profit and loss analysis. 


business. About the 
simplest definition I can 
“Statistics 
Brought to View’’—or, 
*‘A Representation of the 
Changing of Business 
Conditions, Tendencies, 
Frequencies or Com- 
parisons Arranged in 
Picture Form”—the prin- 
cipal ones being explained 
a little later. 

It is not necessary to 








under like conditions. has 
provided the materials 
for constructing extensions and enlargements. 

My paper deals with the rules for collecting these 
materials and the arrangement of them to be 
applied to our individual needs. 

Purposes of Visualizing . 

It is said that probably 90 per cent of the answers 
“Yes” and “No” given by business men are based 
upon opinions rather than facts. The reason for 
this is that the average head of a business cannot 
obtain and analyze facts quickly enough to base his 
decision on them. He may know that he pays so 
much for this and that, and that he sells it for so 
much, but he has too many details to carry with him 
constantly to hold a mass of figures in his head and 
depend upon them when called upon to make up his 
mind “for or against.”” Therefore, he is forced to 
decide quickly and his one hope is that he will guess 


right. 
We must also bear in mind that the day of the 





impress upon you how 
much easier it is to memo- 
rize those facts which have been pictured to us in 
one form and another, rather than to simply rely on 
a set of meaningless numerals. 


Pictures Better Than Words 


In building a house or planning a store arrange- 
ment you do not decide to proceed when the architect 
says, “This room will be 12 x 14, while the other will 
be 10x 16 feet. You want to know how it is going 
to look, so you ask him to draw it for you ona 
scale. 

That is visualizing your plans—placing them be- 
fore you to show their relative value. 

The point is, from a psychological standpoint, 
that the mind uses fewer nerve cells in the interpreta- 
tion of the circumstances of your business when 
presented in a picture than when it has to make 
comparisons of a set or series of figures. As for 
example, witness the following tabulation of total! 
and departmental sales for four months: 
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Jan. Feb. Mar. Apr. 
Women’s Dep’t.... 12,800 8,000 8,300 10,000 





Men’s “1... 8,000 6,000 6,500 7,400 
Children’s “ .... 4,200 4,500 7,000 7,500 
BOM. 66513 .24 25,000 18,500 21,800 24,900 


Elements to Be Considered 

There must be a clear and definite formation of 
the problem in mind and a strict adherence to the 
units of measurement. 

Before a comparison can be made out of statistics 
gathered from different sources, each element of 
comparison must be of the same characteristic or co- 
ordination. In other words, two units of opposite 
nature, you will recognize, are not comparable with 
each other. For example, suppose you are a mer- 
chant in a city of 100,000 and you are doing a business 
of $300,000 a year. Another merchant in an adjoining 
city of the same size is doing a business of $500,000. 
His statement of profit and loss is not comparable to 
yours unless he is hand- 
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These are only a few suggestions of the many 
elements of business routine that a retailer may vis- 
ualize as a means of guidance and safety, and when 
properly represented will bring to view facts and 
tendencies that are not attainable by simply depend- 
ing upon records from books of account or a great 
mass of figures that loses its strength and relative 
power the more it is studied. 


Methods of Representation 


The methods of representation best adapted to 
the shoe business may be classed as follows: Tabu- 


lation, graphic representation through the use of 


tendency charts, block methods and diagrams. 
Taking up the elements that we have selected for 
inspection we turn first to the question of sales. As 
to how far you would care to carry this study in 
applying it to your business, depends upon every 
consideration of how your business is conducted and 
by what means or extent comparisons are necessary. 
(Here, Mr. Herold went into a detailed discussion 
of the various methods in 
use, illustrating them with 





ling the same grade of 
shoes He may have a 
turnover of four against 
your 2. 3, and may be op- 
reating at a lower expense 
and narrower margin of 
profit. Therefore, we can- 
not use the size of the 
city as a basis of com- 
parison. The Graduate 
School of Business Admin- 


fied him! 





Camel---A New Color 


Camel brown is a new color down in Lynn and 
thereby is a story. A dry fellow didn’t like the 
name champagne, attached to a familiar color. 
He wanted to call it grape juice. They proved 
to him that the name didn’t fit. They suggested 
camel as a better name, and that satis- 


color charts and  dia- 
grams.) 


Past Performance a 
Guide 


Tabulation is perhaps 
the oldest and most com- 
mon form for the record- 
ing of business statistics 
and frequently is the 
most obscure. We have 








istration, Harvard Uni- 
versity, found in com- 
piling its statistics of the shoe business that 
neither the size of the city nor the location made 
any difference as far as methods and operating ex- 
penses were concerned. For the purpose of compari- 
son, therefore, they divided the shoe business into 
three groups—low, medium and high price. 


Elements of Business 


‘The elements of business that furnish us interest- 
ing facts for comparison and guidance are: 

(1) Sales by weeks, months or years for compari- 
son with similar periods of previous seasons. 

(2) Sales by departments in proportion to total 
sales, 

(3) Relation of sales to operating expenses. 

(4) Relation of sales to advertising campaigns. 

(5) Salesmen’s records (a) Covering any period 
of time, (b) by departments, (c) results in proportion 
to salary, (d) results in respect to profits, (e) pointr 
in relation to others’ efforts, (f) monthly barometes 
of salesmen’s standing or value to the employer. 

(6) Merchandise fluctuations and operations. 
(7) Profit and loss analysis. 





all kept such records in 
one form or another. Here lies the importance of 
keeping at all times an accurate set of books as 
the source of information desired for tabulation 
and the consequent valuable use in the conduct 
of business. No matter how small a business may 
be, even though you may think it unnecessary 
now, the day is sure to come in the growth of any 
enterprise when the past history of your accomplish- 
ments will be (or may be it has been) of inestimable 
value as an aid to future operations. 

A systematic arrangement of this matter in tables 
permits immediate comprehension and, of course, is 
more readily attained by the use of modern mechani- 
cal bookkeeping appliances such as adding machines, 
etc. 

The purpose of tabulation is to reduce masses 
of facts, as I have endeavored to show, to logical 
order according to the units of measurement in 
which they are expressed and for the purposes 
desired. The functions of diagrams are to illustrate 
these facts according to the order worked out by 
tabulations. Diagrams illustrating data in tabular 
form add to the meaning of such business statistics 
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by throwing them into relief or picture form. The 
degrees of more or less are more readily grasped by 
the mind when in diagrammatic form than in tabular 
form because relations of frequency and magnitude 
are more easily realized. 


Diagrams Are Indispensable 


The form best adapted for diagrams of tabulated 
facts in the retail shoe business is the one commonly 
known as the pie diagram. (Here were presented 
diagrams to demonstrate its application.) 

After treating upon this subject thus far, we 
should perhaps consider some objections. The first 
might be that it is too theoretical and of little practical 
value. But for the modern business man, experience 
is teaching him to recognize that this material is not 
only practical, but indispensable. 

The next objection might be the difficulty of obtain- 
ing material for statistical use—as for instance, sales 
records by salesmen or departments, for such peri- 
ods of time as days, months, seasons and years. I 
believe, however, that the forms shown you will 
put you at ease as to the simplicity of obtaining the 
data necessary. 

As to securing percentages, totals, fractions, etc., 
requiring complex and exact calculations, this work 
has all been reduced to a series of mechanical short 
cuts that can be grasped easily by consulting repre- 
sentatives of the several rapid calculating machines. 





MILWAUKEE CONVENTION 
(Concluded from page 65) 
promoter par excellence of entertainment programs 
which have featured the many conventions in the 
history of the trade. He was largely responsible for 
the wonderful success of the entertainment program 
at the Dallas Convention which was held last Febru- 
ary. He was also instrumental in putting across with 
a considerable punch the entertainment program of 
the National Convention when it was held in Chicago. 
He has other numerous scalps of success on his belt 
and there is no doubt that with his experience in the 
entertainment line the program of the Milwaukee 

Convention will be the best ever. 


Planning Surprise Features 


“Barney believes that 90 per cent of the success of 
an entertainment program is the surprise, therefore, 
he does not want to tell you what is in store for you, 
but I feel that I can say that he has already made 
arrangements for over 260 entertainers of the very 
highest grade, including, for example, the Peerless 
Entertainers, the Six Brown Brothers. He has also 
booked for the Athletic Night such famous wrestlers 
as Joe Stetcher and “Strangler” Lewis. Also 10 of 
the most famous diving girls in the country, but I 
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must not say too much about this. However, know- 
ing as I do what the plans are, I can only say, ‘Don’t 
miss this convention.’ 

“All that taste and experience, aided by original 
minds and a lavish expenditure of time and energy, 
can accomplish has been done to make this great 
event a record breaker. Over 150,000 square feet will 
be devoted to exhibition purposes alone. This mam- 
moth spectacle, which will include the quintessence of 
everything of interest to retail men, will be constantly 
and continuously punctuated with pleasurable sur- 
prises too numerous to mention. 


Hotel Facilities Adequate 


“Some of you may have heard that Milwaukee hotel 
facilities are inadequate. Don’t worry about that. 
Milwaukee does not do things by halves and we do not 
allow our guests to go hungry or lie out of doors if they 
be worthy guests. However, the early bird gets the 
worm. The sooner your reservations are in the better, 
no doubt, will be your accommodations. Bear in mind 
that this is not going to be a Milwaukee Convention. 
It is a National Convention, your convention, of you, 
for you, and if it is a success it must be by you. You 
cannot afford not to be there nor can you afford to 
have your competitor stay away, because the better 
he is educated in merchandising conditions the less 
trouble he will make for you. So call a meeting with 
the merchants in your home town and use every effort 
to get every merchant to attend the biggest meeting 
of retail merchants that has ever yet been held.” 








New Association After Members 


Columbia Merchant Working to Build Up Big 
Body 


Columbia, S. C., Aug. 9—W. D. Lever, Jr., is 
making a strenuous effort to have every shoe merchant 
in South Carolina a member of the Southeastern Shoe 
Retailers’ Association. Mr. Lever is chairman of a 
committee on membership. The next convention 
meets in Atlanta and it is hoped that by that time 
practically every shoe dealer in South Carolina will 
have sent in his name to Mr. Lever for enrollment 
in this association. 

Mr. Lever, who is vice-president of the association, 
says that this organization will mean a great deal to 
every South Carolina shoe dealer, whether large or 
small. The main object of the association is to obtain 
helpful legislation, and to bring about a better under- 
standing and a better service between the shoe 
dealers and the buying public. A style committee 
will work on reducing the number of styles in shoes 
and will labor to obtain a uniformity on style offering. 
This association will embrace the shoe dealers of 
South Carolina, Georgia and Florida and the member- 
ship is increasing very rapidly. 
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very radical manner in the past three months. 

but they are still your problems in a great 
degree, although you probably seldom think of them 
as such, and they are to have just as marked an 
effect on your future success and prosperity as they 
have in the past. If any one thing stands out promi- 
nently in the great and highly beneficial organization 
which has taken place in the shoe and leather industry 
in the past five years it is a realization that the 
problems of every branch of the 
trade have a most intimate rela- 
tion to those of every other divi- 
sion. 


The shoe manufacturer cannot 
be prosperous unless the shoe re- 
tailer is to prosper, also. The tan- 
ner cannot get the necessaryvolume 
of business unless the manufac- 
turer is prosperous and even in the 
remote, but none the less important, 
division of the industry in which I 
am interested, that of shoe ma- 
chinery, we cannot prosper unless 
the shoe manufacturer has de- 
mand for his product. We are just 
coming to realize the full meaning 
of that important business prin- 
ciple, you can prosper with an 
industry but never permanently 
at its expense. 


. s problems of production have changed in a 


The Advantages of Co-operation 


It is only a few short years ago that an event like 
this would have been possible, for all of us who have 
been in the business any length of time can recall 
the days when every shoe merchant regarded the 
other shoe men as simply competitors in whom there 
could be nothing good, and he didn’t care who knew it. 
The discovery that there was room for all and that 
the other fellow had likeable traits, which had never 
been suspected, has brought together progressive 
shoe merchants in every community; all realizing 
that the great problems of the business could only be 
solved through co-operation. 

This movement has progressed, naturally, through 
State Associations to the National Shoe Retailers’ 
Association and thence to the Allied Council of the 
Shoe and Leather Trade. No other trade movement 
transcends the importance, in my opinion, of the 
formation of this latter body. It brings together the 
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The Problems of Production 


From Address by Major Charles T. Cahill of the United Shoe Machinery 
Company at the Recent Convention of Merchants in Syracuse 





MAJOR CHARLES T. CAHILL 





representatives of every branch of the industry. 
The shoe manufacturers learn from the shoe retailer 
just what styles of shoes will be required by his 
customers and agrees upon a definite program. The 
tanner learns, in conference, what colors he should 
make in leather and so on through every part of the 
industry. 

This council has, in the single year of its existence, 
been the means of saving untold millions of dollars 
by preventing violent changes in shapes, styles and 
colors of footwear and every 
wearer of shoes owes it a debt of 
gratitude. 


Trying Point in Industry 


We have come to a most impor- 
tant, and, I may say, trying point 
in our industry. For a long time 
prices have been maintained at a 
height which many have thought 
inconsistent and which they have 
earnestly endeavored to change, 
but owing to the unusual condi- 
tions which are found in every 
division of industry and for which 
no remedy has been found, have 
continued. 

On the principle that all things 
that go up must come down, we are 
now forced to the realization 
that the peak of shoe prices 
has been reached and that the 
recession has begun. This is evidenced everywhere 
in the sale prices of shoes and lessened demand that 
the manufacturer feels. It is at this time that the 
best judgment and best counsel of the trade should 
be obtained for, if I may use a military axiom, “The 
best generalship is required in organizing and success- 
fully conducting a retreat.’”’ Immediately there is 
danger, the first panicky thought in an effort to save 
the ship is to throw the cargo overboard and in many 
instances, I regret to state, shoe retailers have felt it 
necessary to sacrifice shoes in stock in order that 
they may meet the general lowering in price which 
they believe to be inevitable. 


I take it that the profits of the past four years 


’ with the average merchant are now on his shelves 


and that upon this ability to successfully merchandise 
his present stock depends his financial standing in 
the coming year. 

Nobody should be misled into the belief that shoes 
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are going back to old prices. This is not so and it 
is to be hoped that the recession from the extraordi- 
nary high prices which have been maintained will 
be one of logical and orderly reduction. There 
are many reasons for the belief that shoe prices will 
be on a relatively high scale in the coming Fall. 
While there may be a recession in prices of com- 
modities used in the making of shoes, all labor hav- 
ing to do with their production will continue high. 

I want to call your attention to the most interest- 
ing statement made by Senator Chamberlain some 
years ago just before our entrance into the great 
War at a meeting of the Boston Economic Club in 
which he predicted that we were about to witness a 
most important phenomena, for, in his opinion, the 
price of labor would ascend rapidly and commodity 
prices would follow. In due course commodity prices 
would fall and those of labor would slowly follow, 
reversing the heretofore unbroken rule that labor 
was the last to go up and the first to come down. 


“Cost Plus’? System Attacked 


We have, due to one of the greatest crimes in all 
history, seen the first part of his prediction come true. 
I refer to the cost plus 10 per cent method of doing 
business established by our Government in the early 
days of the war and under which hundreds of millions 
of dollars have been wasted, honest workers haunted 
by the accusation of their own conscience in being 
forced to accept moneys which they knew were not 
justly theirs and all standards of value upset. It 
is the principal cause of our present unrest and it 
will take many years to overcome the evils that this 
pernicious method has worked. 

I do not agree with those who defend the Govern- 
ment in its action, excusing it on the ground of 
expediency. There are those among us who had 
sons or brothers to whom the Government beckoned 
saying that they were necessary for the defence of 
our country and its honor, well knowing that many 
of them would pay the great price in this service. 
Not only did the Government call but held such 
calling honorable, for it was impossible to enter the 
service except by such selection. To maintain these 
men in the trenches it was necessary that those who 
were experienced in the production of the various 
commodities required for their maintenance should 
stay at home and I do not like to be told that the 
Government could not call to this important service 
those who were best fitted for it and see that ample 
arrangement was made for proper compensation. 
Had this been done, our industries would not have 
been violently upset by a bidding for labor in which 
the higher the amdéunt paid the greater the profit 
accruing to the employer. None of us would ever 
think of using such a principle in the transaction of 
our business. 





The Importance of Labor 


All of this has a most important bearing on the 
future price of boots and shoes, for, strange as it 
may seem, in all the desire to co-operate which has 
been shown in our industry, labor has held aloof. 
As it is an important element in the production of 
everything that goes into a shoe, to say nothing of 
making the shoe itself, no worthwhile predictions as 
to the future can be made which are not based on a 
knowledge of what labor will do and regarding that, 
no man knoweth. 

The singling out of the shoe retailer as the point 
of attack in the great hue and cry against profiteers 
which has rung through the country in the past 
year is largely due to the fact that prior to coming 
together in such associations as yours and discussing 
their mutual troubles, few of them knew how to 
figure the cost of doing business, and only came to a 
realization that they had been on the wrong course 
when the keeper was in the store and the bills for the 
assignee’s sale were posted. The spectacle of a shoe 
retailer making a legitimate profit and prospering 
with the rest of the community has, therefore, at- 
tracted attention from both the Government and 
the press. Unfortunately our trade has not been 
so organized that it could combat successfully with 
these unceasing attacks which have been made 
upon it. 

Shoe Making An Art 

A good pair of shoes, like all truly wonderful 
things, is so commonplace that it has little news 
value. However, there is no article which we wear 
upon which so much thought, so much time has 
been expended, or so much skill required. The foot 
is the most difficult part of our anatomy to fit, and 
upon a successful fit depends, not only the comfort, 
but even the disposition of the wearer. In the 
making of no other commodity is there required the 
use of so many or such complicated machines. When 
I say that in making a pair of women’s shoes it is 
perfectly possible that there should be as high as 
210 distinct operations and that 172 of them may 
be machine operations and that 155 may be per- 
formed on different machines the magnitude of the 
equipment required may be understood. 

The public have been accustomed to pay tribute 
for many years to the artist who could take $2.50 
worth of wire, gauze and other fabrics and create 
from them an article of feminine headwear that sold 
for anywhere from $25.00 and up, and have utterly 
ignored the wonderful creation which we have in the 
average shoe in which so many intricate machines 
are employed and for which the highest skill is 
required in designing and producing. 

The shoe industry has not been free by any means 
from the great unrest which has seemed to come to 

(Continued on page 74) 
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The Proper Mark Up to Insure a Fair Profit 


From Address Given by Max Sommer of San Francisco, Before the Recent 
Convention of the California Retail Shoe Dealers’ Association 


a topic at a convention under normal condi- 

tions. The very fact that such a subject has 
been assigned, however, presupposes the existence 
of unusual conditions which bring into prominence 
many factors formerly not to be considered. 

Three or four years ago the dealer generally knew 
quite well how much he could mark up his merchan- 
dise so on the one hand he would earn a satisfactory 
profit and on the other successfully compete with 
other dealers in the race for business. Shoes then had 
some semblance of a staple value 


N DISCUSSION of this question would hardly be 


obvious, such as rent, salaries, advertising, buying 
expense, delivery, light and heat, but also deprecia- 
tion, which is working every day and not only on 
December 31st, when you write it off for the year. 
Failure to provide for normal depreciation and nec- 
essary price reductions toward the ends of the regular 
seasons has brought grief to many merchants. 
Mercantile agencies report that a large percentage 
of failures of retail stores are directly due to the own- 
er’s belief that a business is making a profit when as a 
matter of fact, it is running at a loss. Therefore, it is 
essential that a close watch be 
kept on details. The proper 





upon which foundation the mark 
up could be gauged, the amount 
varying, naturally, with different 
establishments and depending on 
many conditions, but fairly con- 
sistent for each particular store. 


Accurate Analysis Necessary 


A merchant had gotten pretty 
well settled in his habits as to 
mark up; if an article was a 
novelty the mark up would be 
somewhat higher. Otherwise, he 
would take his general rate of, 
let us say, 35 per cent and let it 
go at that. It usually worked 
out all right at the end of the 
year so it was satisfactory. But 
the merchant was really never 








MAX SOMMER 


classification and all elements in 
cost of doing business have been 
tabulated most carefully by the 
Harvard Bureau of Business 
Research and we are most for- 
tunate in having these detailed 
and accurate statistics as a guide 
for comparison. For the year 
1914 Harvard College has calcu- 
lated the average from many re- 
tail stores and dividing them into 
three groups, namely, stores sell- 
ing low, medium and _ high 
priced shoes. 

For these groups the fol- 
lowing percentages based on 
sales have been ascertained. 





Slight Net Profit Increase 





called upon accurately to analyze 
the factors that went into this 
mark up. What then has changed so fundamen- 
tally that the retail shoe dealer must recast his entire 
scheme of doing business under the new order of things? 

I assume all are familiar with the accounting meth- 
ods usually adopted to determine the percentage of 
profit made in the past on the volume of sales, which 
is the determining factor in deciding on the mark up 
for the future. It involves the ascertainment of gross 
amount of profit and amount of expenses—the differ- 
ence being net profit. If net profit shows a satisfac- 
tory percentage on investment, then the gross profit 
on amount of total sales must be satisfactory and this 
ratio or percentage, which is the mark up, must be 


satisfactory. 
Depreciation Is Important 


In taking the expense for this purpose you must 
include all costs of doing business, not only the most 


Low Medium High 

Gross Profit 25.7 26.6 34.8 
Total Expense 20.5 20.25 28.8 
Net Profit 5.2 6.35 6.0 


We thus see that the actual mark up during the 
pre-war year, in order to net the dealers the very 
exorbitant and lucrative return of 514 to 6 1-3 per 
cent was from 25.7 to 34.8 per cent. I have no later 
data at hand, but judging from various reports and dis- 
cussions at the Convention of the National Associa- 
tion in Boston last January, I take it that the average 
net profit has slightly increased and amounted to a 
fraction over 7 per cent in 1918. 

We also find that this percentage of net profit is 
calculated so as to give a fair return on the capital 
invested and when either factor varies, the percentage 
is disturbed. That is, when the gross sales or volume 
of business increase, the same mark up yields a large. 
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return, and, likewise, when the expense of doing busi- 
ness is lowered, the same mark up will show a greater 
profit. In only these two ways can profit be affected 
when the same mark up is maintained. Have these 
two factors changed so radically that a different basis 
is to be adopted? 


Two Reasons For Changed Conditions 


The reasons as they appeal to me may be segre- 
gated into two main clases, the two classes in many 
instances effecting and working upon each other. 
They are, 

1. Artificial reasons, those not set in motion, at 
least immediately, by the working of economic laws, 

2. Economic or Intrinsic causes—those covered by 
the working of general economic and industrial causes. 

Taking for consideration first the last class or group 
of causes, we are at the beginning confronted with the 
fact that the commodity in which we deal has risen 
tremendously in cost. I suppose for argument, we 
may say, has tripled in 
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burden of decline by continuing to pay prices based on 
average costs. 

There are yet other factors of importance that may 
seriously effect our profits, caused by prevailing condi- 
tions, but which will not be entirely taken care of by a 
continuance of the average cost policy even if it prove 
feasible. I refer to depreciation on odds and ends and 
left overs after the end of the season. Such left overs, 
due to their high original cost, mean a much bigger 
loss in dollars and cents than ever before. 


Hazardous Merchandise 


Then novelties and other hazardous merchandise 
used to entitle us to a higher mark up but the press 
for a uniformity of mark up and the fear of showing a 
higher profit rate on any article, no matter how war- 
ranted, has deterred us in this regard and so the loss 
on these lines, always great, will be still larger. Statis- 
tics show that in city stores not more than 70 per cent 
of their merchandise moves at regular prices. The 
balance is sold at price 
concessions ranging from 





the last five years. More- 
over, the rise has come 
in such a manner that 
we do not know how 
long it will stay or to 
what extent be _per- 
manent. In other words, 
we don’t know what 
our merchandise is worth 
or, rather, will be worth 
in six months. All cal- 
culations as to ordinary 
depreciation based upon 


prevail, 


San Francisco. 





LTHOUGH it would be better if the work- 

ings of economic laws were permitted to 
shoe merchants can- 
not risk the loss of their greatest asset—good 
will—by turning a deaf ear to the public insist- 
ence on a reduction in the cost of living. 
in substance, is the conclusion of Max Sommer of 
You should read carefully and 
thoughtfully every word of this address which he 
delivered recently before the convention of the 
California merchants at San Diego. 


nevertheless 


25 per cent off to per- 
haps 20 per cent below 
cost. Neglect to figure 
on price reductions means 
disaster. 

But the most impor- 
tant of all these consid- 
erations is the fact that 
we will soon be doing 
business on a declining 
market and though we 
try to average as above 


This, 








experience are no guide 
if goods are to drop in 
anything like the manner in which they have gone 


up during the past year. 
Averaging Cost of Business 


The only practical method most of us have been 
able to devise for this most perplexing question of 
whether to place mark up on cost or replacement 
value, has been to average the cost and this is not 
really a question of mark up, but a question of a cor- 
rect appraisal or valuation of the merchandise on 
which the mark up is to be placed. For those who 
were guided mainly by the idea that replacement was 
the correct basis I say they should continue in that 
way when prices drop and mark profits on replacement 
value. They have had a profit and now let them take 
the loss graciously. But most of us cannot follow that 
course. 

We have averaged cost and in many cases 
have taken much less than the average as a basis, and 
I do not see that we are not entitled to continue the 
same policy. The public that has obtained the bene- 
fit of our average should now, in fairness, share the 





suggested, it is safe to 
say that we might be 
compelled to foresake this policy because of competi- 
tion, to say nothing of the universal experience that 
business is bad on a declining market while it will be 
very hard to curtail expenses to keep pace with it. 


Facing Keen Competition 


The experience of the past two or three weeks, when 
every effort has been more to move merchandise at 
the sacrifice of all profits and even at a direct loss 
(for there can be no money in a 20 per cent discount 
sale, no matter how large the volume), shows to what 
extent competition is likely to develop and would 
warrant the forecast that competition is likely to be 
greater than we have ever before known. Such rivalry 
in trade might completely upset all principles which 
have governed us heretofore in our commercial 
career and net profits. Mark up and other allied 
questions may well be relegated to the rear; for under 
free and unrestricted competition, which, as we all 
know, is the soul of trade, these questions will auto- 
matically find their solution. 

But to see the other side. It is often suggested that 
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you do so much more business, your goods sell for 
three times as much while it takes almost no more 
time to sell a pair of shoes now than formerly. Turn- 
overs have been, of course, much greater than in 
years gone by, and this is really the only element of 
any weight to back up any argument of lower mark 
up on shoes. But even then, if expenses are carefully 
compiled, they will be found to have kept pace with 
profits and should the book profits for the last year 
or two show up well, as perhaps they do with many of 
us, where are those profits? 


Rapidity of Turnover 


Take stock of your assets and in all likelihood you'll 
find the same number of pairs of shoes, all computed 
at many dollars per pair more, and that is about all 
after Excess Profits and Income taxes have been paid 
in cash—not a very solid foundation upon which to 
build a structure of profits and mark up. 

In recent years we have seen some notable examples 
of how rapidity of turnover has been used as a basis 
of a new principle of profit taking. This principle is 
not only advocated, but 
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of course, less complicated than in establishments 
where the percentage system is in vogue. If a thou- 
sand pairs of shoes are sold in one month and the 
total expense is $2000, any mark up above $2 a pair 
means a net profit to the dealer. In the event of ex- 
penses rising through any cause whatever, the markup 
can be easily and quickly changed. 

We now come to the reasons mentioned first above 
as artificial reasons; reasons not based upon economic 
law. We have become very familiar with them— 
enacted into law and not enacted. The Lever Act, 
the Fair Price Commissions, the Attorney General 
and his loyal assistants, the Housewife’s Leagues, the 
Women’s Clubs, etc., etc. Insofar as these instru- 
mentalities have tried to. point out a conscienceless 
profiteer, I think I speak most emphatically for every 
reputable dealer that we are more anxious than the 
U. S. Attorney General, himself, to see the profiteer 
pointed out and prosecuted. Insofar as these agencies 
will, by Government direction or legislation, endeavor 
to bring economic conditions to normal we are back of 
them, but when they stand like the king of old at the 
seashore and command 
the economic tide of 





has been placed into 
practice in several estab- 
lishments in the East. 
The policy is that of 
adding a stipulated and 
definite amount to the 
cost of each pair of 
shoes, eliminating the 
percentage entirely. A 
certain store in New 
York, handling men’s 





*T DO not think I exaggerate when I say that 

upon the restoration of harmony in busi- 
ness lies the very foundation of freedom of com- 
merce. During and since the war there has 
been developed in our Government a paternal- 
ism that has been paralyzing in its effect on 
progressive commercialism. Such a paternalism, 
if fostered, might go to such extremities as to 
tear asunder our entire system of distribution.” 


rising prices to recede, 
we cannot help them be- 
cause we are as helpless 
as they. And I believe 
that the government is 
realizing that it is an 
economic function and 
must be handled as such. 


Economic Laws Pre- 
clude Lower Mark Up 








shoes exclusively, built 
up a large and lucrative _ 
business on this basis. Their gross profit amounted to 
$2 on a pair of shoes. This was several years ago and 
presumably the increased expenses have made it 
necessary to increase mark up. Another establish- 
ment, also handling men’s shoes on one of the principal 
thoroughfares in New York and in business but a 
short time, is doing an extensive trade and has worked 
up a considerable clientele by following this same 
policy, and, from their selling prices, I feel reasonably 
certain that the mark up did not exceed $3 a pair, 
for they recently had an entire window display of 
men’s cordovan and Russian calfskin shoes, with 
plain or with winged tips, excellent makes of medium 
priced merchandise, at no higher than $12 a pair. 


Advantage of Flat Mark Up 


Whether such a policy would be applicable to a 
general shoe or department store is questionable, 
but it has been fully demonstrated that in specialty 
shoe stores the principle can be carried to success, 
even when the profit is so trivial that we marvel how 
a store can exist. The accounting in such a store is, 





To summarize these 
remarks, let me recall briefly the reasons I have 
enumerated as effecting the question under 
discussion. The factors against any lowering 
of mark up are all economic. 

(1.) The value of our merchandise is not staple 
and the best solution so far has been the average 
cost mark up. 

(2.) Weare precluded from a graduated scale 
of profits that would allow for hazardous mer- 
chandise. Rather, no excessive profit is permit- 
ted on such hazardous goods. 

(3.) Left overs and odds and ends will be a 
much more important factor than formerly. 

(4.) Business is generally smaller on a declin- 
ing market. 


Reasons for Lower Mark Up 


Now consider the argument for a lowering of the 
mark up and I give as my conclusion that they do not 
outweigh the reasons above stated. 

(1.) The economic reasons that turnover issomuch 
greater and consequently a smaller margin is justified. 
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(2.) The reasons I have termed artificial, such as 
the public sentiment expressed and enacted into law 
in the Lever Act, official acts of the Attorney General 
and other officers, unofficial acts of the press and 
numberless organizations throughout the land. And 
gentlemen, this overwhelming sentiment everywhere 
for lower shoe prices must be recognized as a matter of 
business and as a matter of citizenship. We are, I 
hope, good citizens first and shoemen afterward. 


Must Retain Good Will 


The incessant demand from Government officials 
and bodies of all kinds for a decided reduction in the 
cost of living cannot be unheard by us. It is both a 
patriotic duty and an enlightened self-interest that 
should lead us to give ear to any suggestion that the 
necessities be brought to a price level considered 
proper by the public. 

The most important asset of every business is 
good will and it is likewise the best asset of 
every industry as a whole. 

I think no worse thing can happen to a shoe business 
than for the public to form the erroneous idea that 
shoe dealers are endeavoring to hold them up or to 
gauge them, which is the expression I have frequently 
heard of late in conferences with women. Such a 
permanent impression in the public mind might lead to 
most unfortunate results even though our business 
deals with a fundamental necessity and we are in- 
clined to consider it a prime essential and only in a 
moderate degree subject to possible curtailment by 
the public. 

Margin of Profit Must Drop 


But irrespective of even such consideration as 
expediency, there must be bornein mind that the 
demand of the Government for reduced prices is 
a call to duty for every shoe dealer and it entails a 
cutting of margin down to the very cost of doing 
business even if profits must be entirely elimi- 
nated for a season or two. 

It will not do simply to shift the burden to the 
manufacturer and tanner. We must do our share and 
trust to the authorities to make them do theirs. We 
must come into court with clean hands and with more 
than clean hands before we can point the accusing 
finger at other branches of the shoe industry or at 
other lines of merchandise. 

Therefore, I say it is our duty and our privilege to 
assist to the utmost all efforts made by the Govern- 
ment to reduce the cost of shoes, because our Govern- 
ment is entitled to our loyal support and help in its 
efforts, even though it entails personal sacrifices and 
while this patriotic duty is not to be measured by our 
self-interest, or performed because it pays us, I never- 
theless think that such a policy will in the end prove 
by far the most advantageous to us and will give us 
safety and security in the happy pursuit of our affairs. 
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THE PROBLEMS OF PRODUCTION 
(Concluded from page 70) 

all branches of industry. Wages in many plants 
have reached a stage never known before with a 
constant curtailment in the hours devoted to pro- 
duction. - This spirit of unrest is partially due to 
the lack of touch between employer and employee. 
In the great period of reorganization which spread 
over all industries about twenty years ago, during 
which the great business organizations came into 
existence, the contact between employer and em- 
ploye was almost entirely lost. In my opinion it is 
necessary that the mutual respect which existed 
between employer and employe back in the old 
days of the smaller organizations be restored before 
satisfactory progress can be made in settling the 
problems of production. 


Capital and Labor 


There does not seem to be any general panacea for 
this spirit of unrest. The cure seems to be based 
entirely upon a thorough understanding of local 
history, conditions and environment. I am glad to 
say that in many factories this problem has already 
been solved and I have no doubt that in the next 
few years at least the method of restoring this feel- 
ing of mutual respect which should exist, if there is 


.to be thorough co-operation, will have been found. 


In accomplishing this, there must of necessity be 
a higher and better education among employes in 
every branch of industry. You, as shoe retailers, 
undoubtedly feel the necessity of this at the present 
time, for in no single branch of bysiness is so much 
skill and knowledge required if the commodity sold 
is to prove satisfactory in wear. No other article 
that we wear requires such skill and such knowledge 
in fitting as the shoe. : 


Cannot Ignore Nature’s Laws 


It is for this reason that I believe that the move- 
ment now under way and set forth in the wonderful 
course which is offered by the Retail Shoe Salesman’s 
Institute is going to exert an influence of untold 
benefit in our industry. 

I would not want to appear pessimistic regarding 
the future. I believe that every shoe retailer in 
common with the manufacturer desires that wages 
should continue as high as they can be placed with 
reason, believing that on a well-paid and satisfied 
employe our future prosperity depends. We can- 
not, however, continue to utterly ignore the natural 
law of supply and demand. 

These problems or many of them are already being 
solved, and I have no doubt that the rest of them 
will be solved in the near future and that the shoe 
merchant and all those who have to do with the 
production of shoes will continue to prosper. 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


PEDIGO-WEBER SHOE CO. 
Fine Shoes for “Pedige Style” 
PETERS SHOE CO. A hsieag 
Peters “Diamond Brand” S 
Ciemend Special, , Classic, Jewel, Weath- 


BROWN SHOE CoO. 
Maxine, White House and Buster Brown 
: Shoes. 


BRAUER BROS. SHOE Acca 
Little Prince and 
Children’s Shoes. 


DITTMAN SHOE Co. 
Milady and Nine O’Clock School Shoes. 


cemay SHOE CO. 
Men’s, Women’s and Children’s Shoes. 


. L. DOERR SHOE CO. 
Yee Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose Shoes. 


JAMES CLARK LEATHER CO. 
Nevelty Shoes, Hood Rubbers, “‘Kew- 
Twins,”’ Distributors of Mudge Old 
ies” Shoes. 


G. E. LIPPMAN SHOE CO. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 
Fine Footwear for Women. 


JOHANSEN BROS. SHOE Co. 
Makers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE Co. 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 
Babies. 
LUND-MAULDIN COMPANY 
Fine Shoes for Men. 
McELROY-SLOAN SHOE CO. 


Masterbilt, Super-Tred and Billiken 
Shoes. 


ROBERTS, F oe weeps & RAND SHOE CO. 
spree, Ses ty and “Tess and Ted’’ 


my ys SHOE Co. 


poe, Girls’, Boys’ and 


Infants? Specialty 


TOBER-SAIFER SHOE CO. 
Novelty Boots and Orfords. 

WIZARD LIGHTFOOT APPLIANCE CO. 
Adjustable Foot Appliances, 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 
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STAMPED ON THE SOLE OF EVERY 


GENUINE BillikeTe SHOE. 
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Wor1s SHOE MARKET. 
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St Louis te 


WORLD'S SHOE MIARKET 


Billiken 


Americas Most Sue- 


cesstil Childs Shoe 


The Shoes the Kiddies Like the Most 
A Household Word From Coast to Coast 
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Humpty Dumpty First Shoes 


IDEAL FOR THE BABY’S FIRST WALK 


: + = 
~ 


SOLE 
LEATHER 
COUNTER 


Humpty Dumpty First Shoes are made in our own factory—specializing on 
one shoe, in all leathers, one last (broad toe), one process (Flexible hand turn), 
one run of sizes (1 to 5), and with a capacity of 5000 pairs per day. 


IN STOCK for Immediate Delivery 


HUMPTY 
DUMPTY 
SHOES 


FOR EVERY CHILD 
TRACE mMaRK 


No. 955B No. 953B 
Whole Quarter Button Patent Vamp and Foxing 

No. 955B_ Black Kid . Mat To 
No. 948B Brown Cab ° . Brown Top 
No. 949B Red Cab . . White Top 
No. 920B White Cab i : Red Top 

Patent Vamp, Fox and Collar - Grey To 
No. 93m... Mat Top.:............. LO " ee 


No. 924B Brown Top ........... 1.50 SIN S556. 6,59 Gobid) 3 Sas 
Ne. 9838 White Top...............1.50 No. 922B Mat Top 


No. 912B All Black Kid-White poe 
1 


$1. 
No. 923B All Black Kid Button.. 1.35 


Terms: 1% Ten Days, Net Thirty Days. Special Discount: 5% Ten Days on Orders of Ten Dozen or More. 


These shoes are made of the very best materials obtainable---Oak Bend Soles, Sole Leather 
Counters, Chrome Patent Leather, in the patent shoes, Smooth Linings, Felt Sock Linings. 


Manufactured by 


SAMUELS SHOE COMPANY 


1214 WASHINGTON AVE. ST. LOUIS, U.S.A. 
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The Shoes That 
Are Always 
In Style 


The Laws of Nature 
Never Go Out of Style =. sail 


Billikens are built along the lines of nature, but with 
a touch that makes them nifty, stylish and artistic. 
In Billikens we combine the genius of the artistic with the laws 
of common sense, and in this manner produce a perpetual style, 
perfect and lifelike. 

If you would buy shoes that are always in style buy the Nature 
Shaped Billiken—The National Shoe for Children. 


Made only by 
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Shoe Company saad 
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ST.LOUIS 
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No. 1811 
$5.50 
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On the Floor Ready for Delivery 


Style B 324—Black Kid. Lace, 14/8 Heel. Mc- 
B,C,D $5.75 


a , ? , 
stale B sso—-Same as above in Brown pas 


i net-en eur mailing list write us or call when in St. 


G. E. LIPPMAN SHOE CO. 


1627 Washington Ave., 7th Floor, St. Louis, Mo. 


No. 1811—Black Kid Oxford, Light Welt, 14-8 Military 
Heel. Widths AA to D. Pri $5.50 
No. 3005—Same as above in 19-8 Leather Louis Heel. 
Widths AA to C. Price $5.00 


A. PALAN SHOE CO. 


WASHINGTON AVE, AT 14th STREET 


ST. LOUIS 
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STYLISH FOOTWEAR FOR FALL 
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{The above illustrates one of our many attractive styles 
for early Fall delivery. 


{Our line includes a variety of popular priced styles — 
shoes that will aid you in obtaining volume. 


{Our salesmen are now on the road—they will see you 
in due time—or—a card to us will bring an immediate 
visit. 

Samples of stock shoes will be sent upon request. 


Because of freight advances — and transportation delays — we advise an immediate 
purchase of those shoes needed for September and October trade. 
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SHOES , LEATHER-FINDINGS 
Saint CC naaore Vv. 2. 
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DEPENDABLE WHITE SHOE 
CLEANERS 


Positively Will Not Rub Off 


WONDR-WITE [and LUSTR-KLENE 
are without question the peerless white 
shoe cleaners. They never fail to repeat. 
They outsell, through consumer favor, all 
other white shoe cleaners in stores that 
carry them. 











They’re high quality clean- 
WONDR eers—the best that can be LUSTR- 


ORPORATION WIT made. And they'll build SKINS BELTS 
8 GHNCASS © E clean sales and profits for KLENE POCKET-BOOKS-ETC 


For Canvas and Cl d add “paneurane 
Nubuck Shoes.You YOU. hemehentedt — 

h ~ — delicate lustre to all fe LV, L PROD 
can’t rub it off; light kid leathers— : 
dat ae te os Order samples of each peta FOLVOR. Sine 


SEND ae Sew shoes. You'll make a 
* ghly. friends by recom- 


FOR Solvol Products Corp. mending it 


213 Milwaukee Ave. PRICE 


SAMPLES soos a Chicago, Il. 
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Vienna Agency 


IN STOCK 


School days will soon 
be here. Is your stock 
of** Youngster Shoes’’ 
ready for business? 


WELL-KNOWN and estab- 
lished firm, having a ware- 
house of its own and offices with 
plenty of space in the main busi- 
ness street of Vienna, wants the 
agency or exclusive control of a 
live-wire shoe manufacturer’s 
line of ladies’ turn shoes.. Must 
be willing to do business in Aus- 
tria, Hungary, Russia and the 
Balkan States. 


—No Tacks 
—No Nails 
Note the ‘ Button and 
New Prices NX at Lace. Foot- 
form Last. 


5-8 
Smoke Elk.........0-. $2.25 
Brown Eth...........+.- 2.25 
2.25 


Gun Metal...........- 2.15 


TRUITT BROS., Inc. 
BINGHAMTON NEW YORK 


KARMIOL SCHUH G. m. b. H., 


Mariahilferstrasse 31, 
VIENNA VI, AUSTRIA 
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That’s the Price of 
the Famous 
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THE OUTSIDE FRONT COVER OF OUR ISSUE OF JULY 
31, 1920, QUOTED PRICE OF $7.55. THIS TYPOGRAPH- 
ICAL ERROR WAS DUE TO A MISTAKE ON THE PART 
OF THE TELEGRAPH COMPANY WHO INCORRECTLY 
TRANSMITTED PRICE INSTRUCTIONS FROM THE 
EDMONDS SHOE COMPANY TO US. THE PRICE OF 
$7.85 WENT INTO EFFECT APRIL 15, 1920, AND IS 
GUARANTEED TO DECEMBER 31, 1920. 
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WILLIAM GREILICH & SONS 


Factory and Sales Offices N. Y. Office and Show Room 
Brooklyn, N. Y. Marbridge Bidg., 47 W. 34th St 
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Vermont Retail Shoe Merchants Make Merry 


Annual Summer Meeting and Outing at Woodstock---Clambake and Ball 
Game Features---Association Adds New Members 


The members of the Vermont Shoe 
Retailers’ Association, with their wives, 
sweethearts and selling forces, both men 
and women, spent an ideal day at the 
Woodstock Fair Grounds, Woodstock, 
Vermont, on Thursday, August 5. 


With the Green Mountain Boys 


The occasion was the annual Summer 
meeting and outing of the association. 
One hundred twenty-five responded to 
the call sent out by the committee, 
L. P. Clough, F. J. Shea and A. C. 
Tilden. The oldest member present 
was O. G. Felt of Manchester, who has 
been a subscriber to the ‘““Boot and Shoe 
Recorder”’ for the last 30 years, and the 
youngest the 314 year old son of F. J. 
Shea of Barre. The members came 
from every part of the Green Mountain 
State, by autos, mostly, and some 
brought lunches, as it was necessary to 
start early in the morning, and at night 
their home towns would not be reached 
in’some cases until after midnight. The 
meeting place was well chosen—it af- 
forded a central location, as well _as one 
that was rich in scenic beauty. 


Motive Power from Barre 


While the outing was held in Wood- 
stock, the motive power ‘started from 
Barre, the home of the president, George 
N. Tilden, and by the way the outing 
and President Tilden’s birthday oc- 
curred at one and the same time. Barre 
celebrated the dual event by sending a 
delegation of 28. The committee in 
charge came from Barre, so did Landi’s 
five-piece orchestra, and one of the 
chief personages of the day—Caterer 
J. E. Roberts, who prepared the big 
clambake. 

President Tilden and his committee 
had kept the wires between Barre and 
Woodstock busy for some weeks. 
Through the leading retail shoe mer- 
chant there, W. H. Shurtleff, a Knight 
of Birmingham, which order had pre- 
viously constructed the main building 
where a part of the outing was held, the 
courtesy of the grounds was extended 
to the Vermont merchants. 

At 11 a.m., the orchestra opened 
festivities with a waltz, entitled ‘‘In- 
creased Membership.” This was a 
tribute to the good work of President 
Tilden and his committees who have 
succeeded in adding 12 new members 
since the State Convention last April. 


Three Charming Hostesses 


The women folks of the party were 
made to feel at home by Mrs. George N. 
Tilden, Mrs. F. A. Rogers and Mrs. L. 
P. Clough of Barre, who proved them- 
selves to be charming hostesses. 

All three women spoke of the de- 
lightful time they had in Boston last 
January while attending the 1920 
National meet and are already making 
plans to attend the 1921 Milwaukee 
Convention. 

The Merry-Go-Round furnished 
amusement for the entire party until the 








GEORGE N. TILDEN, 
President, V. S. R. A. 


dinner bell rang. Upon arrival at the 
big hall, a good, old-fashioned clambake 
was served. George N. Tilden, past- 
president, B. J. Boynton, F. J. Shea, 
L. P. Clough, A. C. Tilden, B. M. Shep- 
ard and W. W. Hartwell, directed the 
serving. After the dinner, B. M. Shep- 
ard of Montpelier rendered vocal selec- 
tions and a trio, composed of W. W. 
Hartwell, A. C. Tilden and B. M. 
Shepard, gave several pleasing numbers. 
Frank Costello of Rutland told stories; 
Mrs. Clarence A. Brown of Rutland 
played and sang and Miss Levine of 
Barre sang; “Smiles’’ was rendered by 
the entire company. 


BOOT AND SHOE RECORDER 


Letter from President Orr 


The business meeting took place at 
2 o’clock, President Tilden in the chair. 
A letter from National President J. P. 
Orr was read, in which he expressed his 
regret at not being able to attend the 
affair and wished the association every 
success. President Tildenstrongly advo- 
cated joining the National Association. 


Vermont Fair Prices 


Mr. Tilden also explained his work on 
the Vermont Fair Price Commission; 
he said that a meeting had been held 
July 23, under Special Agent Reed, with 
Judge Bullard present part of the time, 
and the Vermont merchants had re- 
ceived as a fair price schedule just what 
President Tilden had recommended. 
The commission asked Mr. Tilden what 
he considered fair, the matter was thor- 
oughly discussed, and it was finally 
agreed that the percentage of profit on 
the selling price should be 33 1-3 per 
cent. The style shoe is to be treated 
the same as the staple. Mr. Tilden ad- 
vised the merchants to allow themselves 
a leeway of 10 to 15 cents when marking 
up goods. 


Good Will Ad Service Boosted 


Mr. Tilden branded as absolutely 
false the propaganda in the Burlington 
News, which was afterwards copied in 
one of the Richmond papers, to the 
effect that there was a statement made 
by the investigators that the merchants 
were profiteering. This, Mr. Tilden 
said, is along the line of newspaper 
propaganda which the merchants have 
been up against. ‘I understand that 
this is paid propaganda against the shoe 
industry,” said Mr. Tilden, “and it 
emanates from the State of Ohio.” Mr. 
Tilden recommended the Good Will 
Advertising Service of the N. S. R. A. 
and announced that B. J. Boynton of 
Burlington had been appointed state 
representative for the shoe retailers 
on the Council of Arbitration and 
Conciliation. 


**Returns and Cancellations” 


Clarence A. Brown of the Clauson 
Shoe Company, Rutland, spoke on ‘“‘Re- 
turns and Cancellations.” Mr. Brown 
urged that the merchants look over 
shoes received by them immediately on 
receipt of shipment, to give them the 
acid test then, so that they could be re- 
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OUR TURNS NOW CARRIED IN STOCK 


It will pay any dealer, buying from our “In-Stock Dept.” to get acquainted with our 
desirable and dependable shoes. Here’s opportunity a plenty for choice style 
selections possessing qualities that guarantee attracting merchandising value. Why 
not let us show samples and quote you prices of our newest novel effects. 
No. 1236 ILLUSTRATED 
Two Button, One Strap Pump, with Baby Louis Heel. 
Made up of Levor Blue Kid. Three weeks delivery. 


**Every Shoe A Business Builder’’ 


HopkKINS & ELLIS, HAVERHILL, MASS. 
BOSTON OFFICE, 108 LINCOLN ST. 
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B. M. SHEPARD, 
Montpelier, Executive Committee 


turned without question if not up 
to sample. 

“After a merchant has held shoes for 
a long time and has perhaps sold some 
of them, it makes a great deal of trouble 
to return unsatisfactory merchandise,” 
said Mr. Brown. “I believe, too, that 
manufacturers should let the retail mer- 
chant know when they intend to cut the 
shoes ordered—in that way a merchant 
would have a chance to change styles 
and sizes if he finds that he has ordered 
incorrectly.” 


Averaging Costs Method 


Mr. Clauson asked for information on 
averaging costs under the Vermont 
Fair Price Commission rules. President 
Tilden explained that Orlo E. Luce, 
head of the State Fair Price Commis- 
sion, had written to Mr. Figz of the De- 
partment of Justice in regard to aver- 
aging costs and had found that it was 
correct to do so on shoes of the same 
style and last; also that costs could be 
averaged every day if the merchants so 
wished. Mr. Tilden gave an example of 
averaging costs, as follows: 

“If you have four pairs of shoes which 
cost $3.50 the pair; 10 pairs of shoes at 
$7, and 12 pairs at $12, you would mul- 
tiply the number of pairs in each price 
by the price, add the amounts and di- 
vide the total by the number of pairs.” 


Wholesale Trade Conditions 


The next speaker was J. A. Green- 
wood, representing Dunham Bros. of 


Ls 
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-B. J. BOYNTON, 
Burlington, 1919 President 


Brattleboro, Vt. George L. Dunham 
was unable to be present and sent his 
regrets through Mr. Greenwood. Mr. 
Greenwood gave a very comprehensive 
talk on “‘Conditions in the Wholesale 
Trade as Viewed by the Wholesaler.” 


Helen M. Haney, Associate Editor 
of the ‘Boot and Shoe Recorder,”’ Boston, 
presented to the Vermont Association 
the good wishes of E. B. Terhune, 
treasurer and general manager of the 
“Recorder,” and his sincere regrets at 
not being able to avail himself of the 
pleasure of attending the outing. Miss 
Haney took for her subject “Styles 
Shown at the National Shoe and 
Leather Exposition and Style Show, 
Inc.,” and gave an account of the 
doings of July 20-24, particularly the 
merchants’ conference. 


East Side Wins at Baseball 


At the conclusion of Miss Haney’s 
talk, the party repaired to the baseball 
field and the Green Mountain boys from 
the East and West sides of the mountain 
commenced action with a bang. J. G. 
Underwood, Beacon Falls Shoe Com- 
pany’s salesman, was the scorekeeper; 
F. J. H. Jones, who travels for the H. R. 
Holden & Co., acted as umpire. There 
were several exciting incidents — 
President Tilden made a thrilling home 
run, as did also Kennedy of Ludlow. 
The East Sides were the victors, the 
score being 12 to 8. The players for the 
East Side were: Therriau of Mont- 
pelier, with Austin as substitute; J. C. 
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W. W. HARTWELL, 
Northfield, Vice-President of V.S. R. A. 


Amey, St. Johnsbury, W. Brown, sub- 
stitute; George N. Tilden, Barre, Put- 
nam as substitute; A. C. Tilden, Barre, 
J. A. Greenwood, substitute; B. M. 
Shepard of Montpelier; Geo. D. Nel- 
son, Springfield; D. L. Chadwick, 
Randolph; J. A. Brown, Barre; L. P. 
Clough, Barre, W. W. Hartwell, North- 
field, substitute. West Sides: C. A. 
Brown, Rutland; DuBrule, Burlington; 
Robillard, Rutland; Jas. W. Archibald, 
Ludlow; Costello, Rutland; B. J. 
Boynton, Burlington; Kennedy, Lud- 
low; McCarthy, Burlington; Wilson, 
Rutland. 


Genuine Good Fellowship 


The Vermont Shoe Retailers’ Asso- 
ciation members believe in co-operation. 
There is a genuine good fellowship 
among them which is delightful and 
this spirit, with the good work of Presi- 
dent Tilden and the Committee of 
Arrangements, made of the August 5 
get-together another successful event 
in the good record of the Green Moun- 
tain State organization. 





Business from Japan 


The Pennington-Crowell Shoe Com- 
pany, Manchester, isin receipt of aletter 
from a Japanese shoe manufacturer of 
Tokyo, Japan, who states that owing to 
the large demand for shoes manufactured 
in this country he would like to negotiate 
with the above concern for part of its 
output. 
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What Causes Shoes to Squeak? 


Those who have investigated this subject have discovered 
that “squeaks in shoes are caused by friction of leather 


against leather.” 


Therefore, when a Korxole (cork) innersole is joined to the 
leather outersole, there is no friction, and consequently the 


annoying and embarrassing squeak never gets into the shoe. 


Retailers will find this feature a good one to incorporate in 
all of their footwear. 


We will be glad to send you literature and a list of manu- 
facturers who make squeakless, Korxole innersoled shoes. 


133 Liberty Street ARMSTRONG CORK COMPANY Lancaster Pa. 
Branches in the Principal Cities 


“*The Flexible Cork Innersole That’s Built Into the Shoe”’ 
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FIELD-DAY FEATURE 


Walk-Over Team Wins Over Fast 
Middleboros 


The baseball game played at the big 
Field Day of the Walk-Over Company, 
July 31, was some game. It was won 
by the Walk-Over team from the fast 
Middleboro Town Team by a score of 
2 to 1. It was a fast game, cleanly 
played and featured by many sensa- 
tional plays. Nine hits with a total of 
14 bases were pounded off the slants of 
southpaw Keough of New Bedford, who 
was pitching for Middleboro, while 
Flynn, the Walk-Over twirler, held his 
opponents to six scattered singles. 


Three Clean Hits 


Ralph Mendall came across with three 
clean hits, as did Shaw, the Federal 
Leaguer, who covered right for Middle- 
boro. Shaw also contributed several 
hair-raising catches. 

Warren Cote hit safely twice, both 
of them ordinary singles, but which 
fast base-running turned into doubles. 
Pitcher Flynn’s three-base clout over 
Shaw’s head was easily the longest hit 
of the game. 

Warren Cote, Ted Mendall and 
Tommy O’Melia contributed the other 
fielding features. 


Sensational Catches 


Middleboro scored in the third inning 
when Shaw poked out a hit to right, 
advancing on Keough’s sacrifice. He 
took third on Ware’s hit and scored 
when Chic Cote made an excusable 
muff of O’Melia’s liner. 

Walk-Over won the game in their 
half of the same inning. Pfau got an 
infield hit and scored on Flynn’s long 
triple to the tennis courts. 

Both teams got men on in practically 
every other inning, but good pitching 
and sensational catches prevented more 
scoring. 


FARNUM’S VS. DIAMONDS 
Score Is 12 tol in Favor of Farnum’s 


On August 5, the Farnum’s and the 
Diamond Shoe Company played an 
exciting game at Brockton which re- 
sulted in a victory of 12 to 1 for the 
Farnum’s. 

The features were Paul’s hitting, 
with a single and a triple, getting caught 
at home by clever work of Doherty, the 
catcher for the shoemakers. McGill 
made a homer and a three-bagger, get- 
ting caught at home the same way as 
Paul. McDonnell took things easy and 
pitched a nice game, holding the Dia- 
monds to three hits, one a two-bagger 
by Manning. Wells got two three- 
baggers. 

Doherty was the star of the game. He 
is only 16 years old, but caught like a 
veteran. There was a big crowd and a 
collection was taken up, amounting to 
$20, which was given to John Flanagan, 
the catcher of the Diamond Shoe Com- 
pany, who was badly injured in Wed- 
nesday night’s game at Centre Street. 


General Summing Up 


Farnum—Reagan c, S. Manning 2b, 
A. Williams 2b, Paul cf, J. Tevlin 1b, 
G. Manning 2b, Wells 3b, F. Tevlin If, 
Sampson If, McGill rf, McDonald p. 

Diamond Shoe Company—Walsh ss, 
Sheehan cf and If, Manning 1b, Ballum 
3b, Kelliher If and p, Doherty c, Jef- 
fries rf and cf, Cheney p and rf, Wil- 
liams 2b. 

Innings 123 
Farnums ... 4 0 3 
Diamond.... 0 0 0 


JOCOY A STAR 


Sturgis-Jones Left Fielder Made 
Great Catch 


F At the O’Donnell playground the 
Wendell Avenue beat the Sturgis-Jones 
Company 5 to 3 in a well-played game 
on August 5, at Brockton. Mitchell got 
two hits for the winners, and Mc- 


Gowan’s fielding at third was the best 
that has been seen at the hot corner this 
year. 

Jocoy was the star.. He made a great 
catch in the first inning and got a home 
run, a three-bagger and a single. 

Wendell Avenue—Nickerson If, K. 
Nickerson 2b, Grahn ss, Burnie 1b, S. 
Pratt cf, Steinhilber p, Mitchell c, 
R. Pratt rf. 

Sturgis-Jones Co.—Lincoln ‘ss, E. 
Walsh 3b, Jocoy If, J. Walsh c, Barker 
2b, Jennings rf, Clancy 1b, E. Roland 
cf, Fisher p. 

Innings 1 
Wendell Avenue.... 


6RHE 
1 1 
Sturgis-Jones Co....0 3 


234 
0200 0— 
0230 0— 


BROCKTON TEAM STANDING 


Pastimes Retain Second Place in 
the City League 


Northern Division 


Won Lost 
1 1.000 
1 .909 


Per ct. 


Farrington A. A. ... 
Wendell Avenue .... 
Montello A. A. 
Diamond Shoe Co... . 
Sturgis-Jones Co 
Crawford........-% 
St TAOS he 6 65 


10 

10 
6 -600 
5 .556 
5 .500 
5 -455 
3 .273 
2 . 200 


Southern Division 


AAP ene 


WILOS BEAT CORNETS 


Score 2-1—Seventh Straight for 
Unbeaten Wilos 


The Wilos of Danvers gambled 
for high stakes and won. Bobby 
Glenn’s team went to Lynn to face the 
Cornet All-Stars with Chick Davies in 
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The Dandy Ann Slippers Are Winners 


BOUDOIRS sae bs ONE-STRAP 
LOW HEEL Will increase your sales SANDAL 


and make your customers wag 
come again. Always In 

stock, orders filled on re- 
ceipt. Satisfaction guar- 





















Black $1 anteed. - ALSO WITH 
Red RUBBER HEEL 
- ALL BLACK CAB $2.25 


AND TURN SOLES 






TWO-STRAP 
9-8 Heel 3-STRAP 
$2.25 2% TEN DAYS SANDALS 
9-8 HEEL 





NET 30 DAYS 





$2.35 





Send us your orders, and be- 
come one of our many friends. 


All sandals made either high 
or low heel. 





THE BAY STATE SLIPPER CO. HAVERHILL, MASS. 





































RUSSELL’S “NEVER-LEAK’”’ 


The Boot that Hits the True Sports- 
man and Qutdoor-Man Just Right 


IGHT-WEIGHT, comfortable and as water repellent as 
Fy leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


THE “NEVER-RIP’’? SEAMS 


are warranted not to break or open 


Sell ? F Ask the Sportsman or Outdoor fellow who owns a pair—their con- 
fidence is earned by the actual service the boots render in the “going.” 


“Never-rip> Catalog and merchants’ price list yours for the asking. 
Seam 


W. C. RUSSELL MOCCASIN CO. 


BERLIN 33 33 $3 WISCONSIN 


eR ULL Leelee ttn 
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the box. The result of the contest was a 
2 to 1 victory for the Wilos. The Dan- 
vers team has now won seven games ina 
cow and has not been defeated on any 
field in 1920. 

Hart outpitched Davies. The way 
that the Wilos went after Davies in the 
first minutes of the game was something 
new in the annals of local baseball. 
Danvers got its two runs in the first 
inning and after that Hart, though in 
serious difficulties. on two occasions, 
found his way safely to a win. Hart 
allowed but four hits while eight were 
made off Davies. Davies fanned four 
and Hart eight. Davies did not issue a 
pass and Hart issued four. Hart held 
the Lynn men runless until the ninth, 
when the sole tally of the losers was 
secured. But one error was made in the 
entire game, which was sharp and clean 
all the way. 

The Danvers team by its victory 
gained more prestige than has been 
achieved by all its successes to date. 
The defeat of the Lynn team with 
Davies in the box puts the Wilos up 
in the class with the best teams playing 
independent baseball. The summary: 


Wilos 
ab bh 


Marcotte, ss....... ‘ 0 
Di ME Possess 


O’Connor, lb...... 
Naurony, FE... ..... 
Dempsey, 3b 
Gregg, If 

Connors, c 

Hart, p 
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Paradise, 2b 
Cutler, ss 

T. Whelan, cf...... 
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Kirkstein, If 
McGaffee, rf 
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W. & W.’S DEFEATED 


Papineau’s Second Base Work Was 
Clever 


The Pastimes won easily from Wood- 
ard & Wright Company, Brockton, at 
McGowan’s meadow, on August 5. The 
hitting of Holmberg and Kelliher for the 


A Clever Shoe Sale 


Dean Bros., Portland, Trimmed 
Attractive Window and Fitted Shoes 


Dean Bros. of Portland, Maine, 
staged a shoe sale recently of a type 
that was calculated to move shoes, 
keep the public confidence and main- 
tain their reputation of the house. 
Handsomely formed shoes were pleasing- 


BOOT AND SHOE RECORDER 91 


Each pair of shoes in the window had 
a price ticket saying “‘Ask for Lot No. 1, 
$6.25,” etc. On a long table just inside 
the store, a display of all the styles on 
sale were shown, each bearing a similar 
tag. Where the shoes were racked out, a 
long, narrow sign was tacked to the 
fixtures giving the lot number, and a 
brief description of the style and the 
price. This linked up the advertising , 


A Shoe Sale at Portland, Me., with Artistic Window 
and Interior 


ly arranged in an attractive window. The 
entire back of the window was a marine 
scene which required only a slight 
stretch of the imagination to make one 
think he was gazing on Portland harbor, 
the floor being covered with a harmoniz- 
ing green paper, set off with a border of 
whiteribbon. The window was trimmed 
with the idea of showing off the many 
good points of the shoes. 


window and interior of the store in the 
minds of the salesforce and the cus- 
tomer. 

One thing that Dean Bros. is to be 
commended for, is that even during the 
busiest periods of the sale shoes were 
really fitted. The same fitting-service 
was rendered their sale customers as 
they give their regular trade, a point 
that many stores may well note. 








winners and Papineau for the losers 
featured. Blinn got 11 by the S. O. 
route and Le Blanc seven. Spillane 
made a great catch in right field. 

Pastimes—Carroll ss, Spillane rf, 
Nathan 2b, Holmberg 1b, Kelliher If, 
Crimmins cf, McGrath 3b, Randall c, 
Blinn p. 

Woodard & Wright—W. Staples If, 
Young rf, Staples cf, Papineau ss, Le- 
Blanc p, Papineau 2b, McGrath 3b, 
Ford c, Penney 1b. 

Innings Ri 
Pastioses........ ‘ —6 8 

f 0 0 0—1 1 


Umpires, Emord and Oakley. 





Price Correction 


On the front cover of the July 31 
issue of the ‘““Boot and Shoe Recorder’”’ 
the Edmonds ‘‘Foot-Fitter’’ was quoted 
at $7.55. This was an error—the 
correct price is $7.85, and has been in 
effect since April 15, 1920. This price of 
$7.85 is guaranteed to December 31, 
1920. : 


St. Louis Notes 


Thos. L. Mauldin, secretary-treasurer 
of Lund-Mauldin Shoe Company, has 
returned from a month’s vacation in 
Canada. Following his return, Robt. L. 
Lund, president, departed for the East 
to look over the leather situation pre- 
paratory to establishing prices for the 
Spring line. Vice-President B. White 
Williams and Mrs. Williams are at 
Excelsior Springs, Mo.; Vice-President 
Wylie Creel is with his family at Sweet 
Springs, W. Va. 

J. A. Chambers, director, and Booster 
Extraordinary, Lund-Mauldin Shoe 
Company, recently removed with his 
family from Huntington, W. Va., says 
he is too busy house hunting to think 
about vacations. 

John C. Boyd, president of Boyd- 
Welsh Shoe Company, left last week 
with his family to spend the remainder of 
the Summer at his Summer home, Bay 
View, Mich. 

J. F. Pedigo, president of Pedigo- 
Weber Shoe Company, left last week for 
Montague, Mich., where he will remain 
during the month of August. 
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Setting a New Standard of Style 
In Rubber-Soled Fabric Footwear 


The KEDS line is continually 
being enlarged and improved with 
new styles—new types — new 
achievements. 

No other invention has so com- 
pletely increased the appeal of 
KEDS as the application of the 
Welt form of construction to the 
sole. This process, which is used 
in no other rubber-soled fabric 
footwear but KEDS, creates a 
smartness rivaled only by the 
highest grade of leather shoes. 


One variety of KEDS which has 
recently become popular is the 
white leather-trimmed sport shoe 
for women. In addition to the 
comfort and durability which is 
characteristic of all KEDS, this 
shoe has the requisite style to 
please the most particular trade. 
But this is only one of the KEDS 
line, which includes a type for 
every human activity and is reg- 
istering plus business for dealers 
all over the country. 


Keds 


United States Rubber Company 
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Rubber Fo 
The Market Situation - Prices and 
Style Information - Trade Notes 
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The Rubber Shoe Situation 


Canvas Shoe Orders Coming into Factories in 
Goodly Numbers---Rubber Shortage Predicted 


Canvas shoe orders on the general 
anvas lines for future delivery are com- 
ing into the factories in goodly numbers. 

Retail merchants are buying these 
goods for Spring, 1921, consumption 
and all in all a healthy state for tennis 
and other lines is predicted for the next 
season. From a general survey of the 
markets, there would appear to be a 
scarcity of light rubbers for next Winter 
and on other lines no over-supply of 
goods is promised. 


Regarding World Preduction 


Although the dealers in scrap rubber 
report the market in the doldrums due 
to many causes, principally the shortage 
of coal, lack of cars, embargoes and 
small trading, yet the following extract 
from a leaflet of a London house, quoted 
by a rubber trade publication, is par- 
ticularly interesting: 

“For the next three years the in- 
crease in the world’s production of rub- 
ber is not likely to exceed 6 or 7 per cent 
per annum. For the past five years the 
manufacturing demand has absorbed 
increases averaging more than 25 per 
cent per annum. Even if during 1921- 
1923 therateofincreasing demand should 
drop to 5 per cent per annum, the world’s 
output will be fully used up. If the 
rate increases at anything more than 5 
per cent, we must inevitably reach a 
period of actual shortage. 

“For instance, supposing that the 
average increase of the last five years 
should be cut down to one-half (12144 
per cent instead of 25 per cent per an- 
num) we might by the end of 1921 be 
faced with a shortage of 30,000 tons 
of rubber, to be followed by another two 
years’ increasing stringency. The effect 
of an approaching shortage will make 
itself felt in the market some time before 
the position actually arises, as far- 


sighted consumers of rubber will not 
quietly wait to be ‘caught short.’ 

“This no doubt explains why it is 
possible today to sell large quantities of 
rubber for a couple of years ahead at a 
substaatial premium, over the ‘spot’ 
price; forward contracts, in fact, have 
this year been made up to 2s. 1014d., 
about 43c. current rate of exchange 
per pound for delivery in 1921. Ina 
word, in the absence of a setback in 
the trade of the world, there is prac- 
tically no risk of rubber falling below its 
present price (except as a temporary 
fluctuation) while the chances of a rise 
are almost startling, in view of the 
statistical position revealed.” 


Tire Fabric Offered 


Many of the rubber shoe manufac- 
turers are reported to be receiving offers 
of large quantities of tire fabric with 
which the tire manufacturers have 
found themselves oversupplied. It is 
said that there has been overproduction 
of tires, tire men prominent in the trade 
declaring that there are more tires on 
the market today than at almost any 
time in.the history of the industry. 
Previous reports have been heard of can- 
cellations of cotton fibre used in auto- 
mobile tire making. 


Crude Rubber 


Although there is very little buying 
interest with the factories out of the 
market, the offerings are reserved. 
Smoked ribbed sheets were quoted 
July 26 at 3114 cents spot; 3614 cents 
for October-December; 3634 cents for 
January-March; and 4134 cents for 
January-July. Paras upriver fine are at 
3514 to $534 cents. 


Scrap Rubber 


The following quotations comprise 
dealers’ buying prices f. o. b. Phila.: 
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Rubber boots and shoes........... 6.00 
rrr 4.75 
Pneumatic bicycle tires 
Guaranteed auto tires... ....2.50@2.75 
Solid rubber tires 2.50@2.75 
No. 1 soft white rubber Nominal 
No. 2 soft white rubber Nominal 
No. 3 soft white rubber Nominal 
Soft mixed black rubber... ... Nominal 
Soft mixed hose rub covered....... ste 
Prime auto tire floating tubes new 
specifications 
Prime auto tire comp. tubes 
Fire department hose 


APSLEY CANVAS LIST 


Effective August 2 on Titan Service 
Shoes 


The Apsley Rubber Company of Hud- 
son, Mass., has just issued its catalogue 
of Titan Canvas Service Shoe and Sum- 
mer footwear prices. These are effec- 
tive August 2, and are subject to change 
without notice. 

In the Titan line men’s, boys’ and 
youths’ come in E widths and are in 
sizes of 5-12, 1-6 and 9-134, respec- 
tively; men’s at $3.35; boys’, $3, and 
youths’, $2.75. If treated specially 
with waterproof composition supplied, if 
ordered waterproof—15 cents extra. 


Organization Spirit 


A willing sacrifice made recently 
by four members of the flying squadron 
at The Goodyear Tire & Rubber Com- 
pany, Akron factory, was 24 inches of 
skin for a grafting operation on a fellow 
employe. 

When the company doctors decided 
that a skin grafting operation was 
needed to save an employe’s arm, a 
call for volunteers was made to squad- 
ron men. 

There was no difficulty—four men 
offered themselves and each gave strips 
of skin three inches wide and eight 
inches long. 


Goodyear Production Statistics 


Last year 45,000,000 pounds of cot- 
ton fabric were used for various Good- 
year products, while in the same period 
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COLORED A, AU Sle) Sipe iEATHERS 


ea - Color 14 
REG USA Dark Brown 


Medium Brown 














Preserve your reputation for giving good value, as carefully 
in your low priced shoes as in your most expensive lines. 


Our “SNUFT” SIDE LEATHER is specially adapted 


REG. U.S. A. . 
for making 


It has the appearance of calf G O O D S H O ES 


It gives longer wear 


It is moderately priced 3 O W P R | C E S 


C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago. Ill. 
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We believe that our Acorn Strips represent the 
greatest value obtainable in sole leather for 


repair work. 


Cut from Acorn Brand bends —short-trimmed, 
closely selected and priced low. 


Put up in Prime, Fine, 
Good, S B and Branded 


selection. 


Give Them a Trial 


Tanners of Real Leather 


82 Fulton St. Wells Fargo Bldg. 220 W. Lake St. 
NEW YORK SAN FRANCISCO CHICAGO 
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108,000,000 pounds of rubber were 
manufactured into products for use all 
over the world. 

If the total amount of rubber used in 
1919 was transported at one time, the 
train of 689 freight cars needed would 
stretch for a distance of seven miles. 
it would be the annual production from 
20,000,000 rubber trees, which would 
cover 208,000 acres of ground. 

To store this vast amount of rubber 
— equal to 39 days’ supply for the en- 
tire world—6,000,000 cubic feet of floor 
space would be required. 

Four million pairs of rubber soles for 
shoes are made every 12 months and 
more than 30,000,000 pairs of rubber 
heels are ned out in the same period. 


GOOD YEAR CONVENTIONS 


Deaf Mutes Meet—American Legion 
Delegates to Meet 


The largest deaf mute colony in the 
United States, located at Akron, Ohio, 
was represented at the annual conven- 
tion of the National Association of 
the Deaf, held August 9-14 in Detroit, 
by a delegation of 200. Approximately 
5,000 ‘‘silents’”’ attended the convention 
from all parts of the country. 

The entire Akron delegation was 
composed of workers in the Goodyear 
Tire & Rubber Company, which has 
gathered deaf mutes from all parts of 
the country. 

Eastern delegates will stop at Akron 
en route to the convention and will be 
entertained by the Goodyear Silent 
Colony of about 1,000 deaf mutes. 

Akron, Ohio, will be well represented 
at the second annual State convention 
of Ohio’s American legion to be held 
at Youngstown August 25-27 by the 
largest delegation from Summit County. 
Twelve delegates and as many alter- 
nates will be in attendance, as well as 
more than 100 members of Akron Post 
209, composed mostly of employes of 
The Goodyear Tire & Rubber Company. 

Akron Post is also making arrange- 
ments to be strongly represented at the 
national convention to be held at 
Cleveland in September. 


Increase in Gross Sales 


Goodyear Tire & Rubber Company 
reports for the first half of 1920 an 
increase of about 60 per cent in gross 
sales. The company has increased its 
facilities greatly during the past few 
years, but its present facilities are being 
taxed severely. 


A Tiny Rubber Boot 


A very small rubber boot with a red 
top was seen recently at the factory of 


the Hcod Rubber Company, Water- . 
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This was intended for a child of 


town. 
31% years. 


Cushion Heel 


A cushion heel, the inveniion of 
Christian C. Stolzenburg, No. 1,343,528, 
is a rubber heel comprising upper and 
lower faces, the lower face having a 
bell-shaped recess formed therein, a 





A Recently Patented Cushion 
Heel of Rubber 


transverse rib across said recess extend- 
ing beyond the surface of the lower face 
for engaging the ground to prevent 
sipping and to prevent accumulation 
of mud in the recess, the upper face 
having a bell-shaped recess formed 
therein, a longitudinal rib in the recess 
and terminating short of one end and 
above the central portion of the trans- 
verse rib on the lower face for co-operat- 
ing with the transverse rib in reinforc- 
ing the material between the recesses, 
an enlargement or head on the terminal 
end of the longitudinal rib above the 
central portion of the transverse rib for 
forcing the central portion of the trans- 
verse rib downwardly into the engage- 
ment with the ground upon application 
of weight or pressure upon the heel. 


An Athletic Shoe 


The Klay Kort Athletic shoe, of 
white canvas, with reddish brown rub- 
ber trimmings and leather ankle pro- 
tector, is one of the Hood Rubber Com- 
pany’s attractive models. This shoe 
has a foxing of brown rubber, and gray 
and brown rubber are cleverly rolled 
together on the sole as far as the arch. 
The rest of the sole and heel are of a 
reddish brown rubber. 


THE KENDEX INNERSOLE 


Used by Nearly All the Rubber 
Companies 


The Kendex sole is the product of 
Kenworthy Bros., Stoughton Mass., 
and was demonstrated at the National 
Shoe and Leather Exposition and Style 
Show, held recently in Boston. The 
booth was in charge of “The Felt 
Twins,’ Herbert and Harry, who 
showed a felt slipper with the Kendex 
innersoles. ‘‘These soles,” said Herbert 


Kenworthy, ‘“‘come in white, oak, pearl 
gray and mahogany, and never stain the 
hose; 


Kendex soles will not shrink nor 





95 





swell, nor get hard, will cure calloused 
feet, and eliminate the burning sensa- 
tion from feet. These innersoles are 
used by almost every rubber company 
in the United States. 


NEWS FROM NEWPORT 


National India Rubber Co. to Manu- 
facture Here : 


The National India Rubber Company 
of Bristol, Rhode Island, and New York 
has taken over the old Perry Mill on 
Thames Street, Newport, for the manu- 
facture of canvas cloth tops for sneakers, 
tennis and all rubber soled shoes. The 
company is already advertising in the 
Newport, R.I., papers for 50 to 75 
girl stitchers and all other experienced 
help in this line of work. 


Information Wanted 


An inquiry has come to this office for 
the name and address of manufacturers 
of “Indian Waterproofing.” If anyone 
in the trade has this information, will he 
kindly send it to the Editor of the Rub- 
ber Department, ‘‘Boot and Shoe Re- 
corder,”’ Boston. 





New Credit Head 


George W. Hargett, Jr., has been 
appointed new head of the credit de- 
partment of the Pennington-Crowell 





GEO. W. HARGETT, JR. 


Shoe Company and will enter upon his 
new duties immediately. 

Mr. Hargett is a native of Alabama 
and was connected with the war de- 
partment at Washington up to one year 
ago when he accepted the position of 
assistant credit manager with the above 
company. 
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“KEITH'S KONQUEROR” SHOES 


for Men and Women— 


This Fall and Winter is going to see some disappointed shoe mer- 
chants unless they get busy and cover themselves by purchasing 
now. Every day sees how converts to the “Safety First’ theory, 
who are buying to be in at a time when the doubting Thomases find 
themselves out. “Keith Konqueror’ shoes are always sold to retail 
at prices which make profit taking a pleasure. - Models now going 
through the factory show the most stylish features. There’s nothing 
possible to gain by delaying purchases. 


The PRESTON B. KEITH SHOE COMPANY 


BROCKTON (Campello Station), MASS. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
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“HUBTIP” “YN oven tre? SHOE LACES 


of “HUBTIP” Shoe 
manent HIACcK 


Made of fast color braid, will wear twice 





APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s > P 98.25 a> or ies‘ on0e 
27 in. per gro. Strin in. per gro. Strings..... . n. per gro. Strings.... . $3. 
30 it) pe en ee ne ad bs 40 ae PS it} it) ao! 3.60 54 “sé iid é Ty pie ce 4.30 
Men’s 63 in. per gro. Strings... 4.80] © assORTMENT CABINET| D ASSORTMENT CABINET 
72 . - $25 “ . ’ 18 pair 36 in 
36 pair 36 in pal in 
F ASSORTMENT CABINET 24“ 45 * 18 40 
= pair = in s:. * 
A ASSORTMENT CABINET 
E ASSORTMENT CABINET 36 pair 36 in ORDER A TRIAL CABINET 
ee 45 ee 


COUNTER DISPLAY EASEL 
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APSLEY RUBBER CO. BASEBALL TEAM, HUDSON, MASS., 1920 


Back Row—(left to right —J. Ryan, asst. mgr.; A. Plouffe, r.f. and p.; G. H. Norman, p.; C. G. Seamans (capt.), Lf.; F. J. 
Donovan, c.f.; L. A. Heath, ss.; H. G. Cressinger, mgr. and coach. Middle Row—W. L. Howe, r.f.; E. C. Lucier, c.; G. L. 


Sowles, 3b.; E. L. Doherty, 2b.; N. F. Magorty, trainer. 


Apsley Baseball 
Hudson Team of Rubber Shoe- 


workers a Winner 


The Apsley Rubber Shoe Company of 
Hudson, Mass., is justly very proud of 
its team and its record to date. This 
team has played 13 games, winning 12 of 
the 13. The team has scored 118 runs 
to its opponents’ 32. It has made 159 
hits to its opponents’ 73. The Apsley 
team batting average is .327 to our 
opponents’ .170. Norman has pitched 
9 games, winning 8 of the 9, and has a 
record of 104 strike-outs in the 9 games. 
Plouffe has pitched 4 games, winning all 
4 and has a record of 31 strike-outs in 
the 4 games. 

The Apsleys have played some of the 
strongest Boston semi-pro teams and 
among their opponents whom they have 
beaten are: American Rubber Com- 
pany, Cambridge; Boston Buick Com- 


pany; The Speedways of Dorchester; 


Boston Woven Hose & Rubber Com- 
pany; Camp Devens All-Star Team and 
other fast teams. 


William Lyle Dead 


Started Retail Shoe Store at Oneida, 
N. Y., in 1867 


William Lyle of Oneida, N. Y., for a 
great many years one of the best known 
retail shoe merchants in Central New 
York, died at his home in Oneida, on 
Monday, July 26, at the ripe old age of 
88 years. Mr. Lyle started a retail 
shoe store in Oneida in 1867. Practi- 
cally all of the old-time traveling shoe 
salesmen who made the New York state 
territory knew Mr. Lyle very well. He 
sold his interest in the business in 1910 
to his partner, Doliver E. House, who 
came with Mr. Lyle in 1883, and still 
owns the business which is now 53 years 
old. 


Front Row—W. P. Cronin, 2b.; W. Bouley, 1b. 


Mr. Lyle was born in St. Catherine’s, 
Canada, October 11, 1832, his ancestors 
having come from Scotland. He came 
to Oneida 60 years ago and during all of 
this period has been one of the most re- 
spected citizens and business men of 
this community. He was a gentleman 
of the old school, a man of delightful 
personality, and a thorough shoe man. 

During the past few years, Mr. Lyle 
has been an invalid, but up to the last 
retained his mental faculties fully, and 
nothing delighted him more than to dis- 
course upon the many changes in the 
shoe trade during his long life. Funeral 
services were held from his late home, 
July 28, and interment made in Glen- 
wood Cemetery, Oneida. 


New Shoe Store 


Endrizzi & Wiercinski, Hurley, Wis- 
consin, new shoe department. 








The Sale of Shoe Trees 
Should Be Encouraged 


Frankly shoe trees are not used enough as 
yet in this country, but the wearers of good 
shoes are fast realizing their necessity. If 
the shoe merchant through suggestion and 
demonstration will give further impetus to 
shoe tree sales much business will result. 


When you suggest---when making the shoe sale---that a pair 
of Miller Shoe Trees will keep the shoes in shape, lengthen 
their life of usefulness and preserve their appearance, you 
appeal to the common sense of your customers. 


The after-service rendered by Miller Trees means a satis- 
fied customer---one who will naturally remember your 
helpful interest---and who will come to you again. 


So tell the story of Miller Trees---demonstrate them---for 
you will be rendering service by your suggestion and at 
the same time making a legitimate unforced profit. 

Won't you request a’catalogue? 


SHOE TREE DIVISION 


O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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STATE CONVENTION WEEK 


Usual August Quiet—Fair Volume 
of Business 


With the heads of most stores away 
practically all week in attendance at 
the third annual convention of Wiscon- 
sin shoe dealers at Madison, retail trade 
was in the hands of subordinates. As 
during last week, business is rather 
quiet, making it an opportune time for 
the store proprietors to go away. A 
fair volume continues to be done, of 
course, but the novelty of the recent 
historic merchandising campaign at 
reduced prices seems to have worn off 
and it is harder to get customers into 
shops. This, however, is the usual 
thing during the first half of August, 
which always has been the slackest time 
of the entire year. 


TANNING SITUATION IMPROVES 


August Vogel Says Prospects Are for 
Moderate Leather Demand 


According to a statement by August 
H. Vogel, vice-president of the Pfister 
& Vogel Leather Co., Milwaukee 
tanneries are now running somewhere 
between 50 and 60 per cent of capacity. 
This is an improvement over a month 
ago, when only about 50 per cent of 
capacity was being used. The activities 
of tanners in the last week have worked 
close to 60 per cent. Mr. Vogel said 
that prospects are for a moderate de 
mand for leather for Fall business and 
a normal business by next Spring. 
He referred to the fact that shoe retail 
merchants are still holding off in buying 
future stocks, and this conservatism is 
militating against an active leather 
trade this Fall. 


Opinion of Fred Rueping 


Fred J. Rueping, president of the 
Fred Rueping Leather Company of 
Fond du Lac, Wis., said that the output 
of its tanneries has been reduced about 
30 percent due to the slack demand for 
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News in Shoe Markets 
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Milwaukee 


leather. The Rueping Company special- 
izes in upper leather. It has been 
necessary to lay off many employes 
because of the lull. Boot and shoe 
manufacturers are ordering little or 
nothing, Mr. Rueping said, because 
merchants cancelled orders for Fall and 
have not yet resumed buying, being 
heavily stocked and desiring to clean up 
their shelves before taking in new goods. 

“They expect to purchase later for 
less money, and presumably they will,” 
said Mr. Rueping. He added: “Our 
information is to the effect that the wool 
trade and automobile tires industry is 
in practically the same condition as the 
leather trade. We do not look for very 
lively business in our line at least until 
the end of the year.” 


New Corporation 


The Amazeen Shoe Company of 
Milwaukee is the style of a new corpora- 
tion which was chartered in Wisconsin 
in the past week. It will succeed to the 
business established many years ago by 
Henry C. Amazeen, and until now 
conducted as a partnership under the 
name of Amazeen & Co., with offices 
and factory at 2901-2911 Meinecke 
Avenue. The growth of the business 
has made it advisable to convert it into 
a corporation. The change is not 
significant of any transfer of ownership, 
Mr. Amazeen remaining the principal 
stockholder and Samuel J. Schaefer, 
factory superintendent, remaining as- 
sociated in this capacity and as a 
director and an officer. The capital 
of the new corporation has been fixed 
at $85,000. 


Few Business Failures 


Wisconsin industrial and commercial 
concerns achieved the enviable rank 
of leading all other states in small num- 
ber of business failures, according to 
official statistics prepared by the divi- 
sion of immigration of the State Depart- 
ment of Agriculture. In the last ten 
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years Wisconsin shows fewer failures in 
proportion to the number of firms in 
business than any other state having 
more than 10,000 corporations or firms. 
The record has been even better for the 
last three years. With 50,000 firms in 
business, there were only one-half of one 
per cent failures. 


A FACTORY GROCERY 


Installed by Menzies Shoe Company, 
Fond du Lac 


The Menzies Shoe Company, Fond 
du Lac, Wis., now employing nearly 
250 in the factory opened at: the 
beginning of the year, has found so 
successful its plan of providing employes 
with a cafeteria that it is now installing 
a complete grocery department for 
their benefit. The company started 
off its lunch room with a fund of $200 
and turned it over to the Social and 
Welfare Club. It now has more than 
that amount of cash on hand and a 
stock of supplies besides. The new 
factory grocery will handle fancy and 
staple zoods and will sell at a shade 
above cost. Only a cash business will 
be permitted. The employes’ organiza- 
tion will handle all details. The policy 
of the company in its endeavors in this 
direction is to furnish all of the labor 
necessary to conduct the two enter- 
prises and expects only the necessary 
cash outlay returned to it. 


MAYER HONORBILT BAND 
Ke- 


Annual Outing Is Held at 


waskum, Wis. 


The annual outing of the Mayer 
Honorbilt Band, the factory musical 
organization of the F. Mayer Boot & 
Shoe Co. at Milwaukee, was held 
Sunday, August 8, at Kewaskum, Wis. 
Several hundred other employes and 
their families joined in the excursion, 
which was made in a special train. The 
city of Kewaskum went to great lengths 
in entertaining the gathering and made 
of it a gala affair, many of the towns- 
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Where to Buy 


Women’s Shoes 
———_—— 
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COLLINS & STAPLES 
Makers of 
HAND TURNED LOW CUTS 
Alpha Strap. Made 
in Polar Cloth and 
All Leathers. 
Poasers. ti 118 Phoenix Re 


w toston Office 
hill, Mass. 110 Lincoln St. 
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The Line of 100 Styles 
of Comfort Shoes 


Juliets — Oxfords — Bals 
—Polish—Bu 





TIMSON BROS., Ine. 
Bo M 


ston, ass. 





: PHILLIPS-CRAM “=. 


Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 
Boston Office 
207 Essex Street 





E. A. &M. C. Witherell Co. 
Manufacturers 
Women’s Turn 
Boots and Slippers 
Factor 
Haverhill, Mass. 
Boston Office 
147 Lincoln St. 








BARNETT SHOE CO., Boston 
Immediate Delivery 
White Cab. Hand Turned Opera 
Pumps and Oxfords, 18-8 Covered 
Louis Heel. A,B,C, D. $2.75 
Same in White Polar Cloth, $2.25 


Terms: Net 30 days 








COMFORT SHOES 


Black Cab. Turn Julietts, 
Rubber Heet, $1.85 
Same in One Strap Sandals, $1.80 
Terms: 2% 10 days 


SHOE CO. 


110-112 Summer St. Boston, Mass. 








Turn Sandals 


One Straps, $2.25, $2.50, $3.00 grades 
Boudoirs—Blacks, $1.60 and $1. 75 grades 
Red, Tan, $1.90 
Pink, Blues, $2.00 
The Oriental Boudoir Co., 
Haverhill, Mass. 


WHITES THAT ARE WINNERS 


ae MAYS 


people participating in the picnic and 
dance which was for the benefit of the 
band fund. 


WOMEN LABOR 


A Change in Hours Announced by 
Industrial Commission 


A change in hours of labor for women 
has been announced by the Industrial 
Commission of Wisconsin, affecting 
many employers in Milwaukee and 
other cities throughout the State. In 
future, any women who work after 
6.30 p.m. more than one night a week 
shall be considered night workers and 
allowed to work not more than 8 hours 
in any one night, or 48 hours in any one 
week. Formerly women were per- 
mitted to work until 8 p.m. before being 
considered night workers. The im- 
mediate effect of the order is not broad, 
as stores and factories generally are on 
Summer schedules. Notice of the 
change is given at this time so that 
employers may govern themselves in 
arranging schedules during the Fall 
and Winter months. 


CREDIT BUREAU RATES 


Cost Decreases as Number of New 
Members Increase 

In order that the credit bureau 

operated by the retail division of the 

Milwaukee Association of Commerce 

may berun on a business basis and not 
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ata loss, measured service has been in- 
stituted by the board of directors. 
Beginning August 1, the bureau is 
charging for credit reports at the rate 
of 28 cents each. This is the cost 
of each report at the present rate of 
service, but as rapidly as new members 
are secured in quantities this rate will 
decrease, according to Phil A. Grau, 
business manager of the association. 
Heretofore credit reports were furnished 
without additional cost to members, 
irrespective of whether the number of 
memberships held, and the amount 
thus paid into the association treasury, 
was sufficient to cover the cost. The 
effect of the new measured service rule 
will be to distribute the burden more 
equitably. 


Buster Brown Appears 


One of the features of the Wisconsin 
Retail Shoe Dealers’ Association Con- 
vention at Madison this week was the 
appearance of Buster Brown and his 
dog, Tige, in the display windows of 
several shoe stores. The popular pair 
were seen in the windows of the Hub 
Clothing Company between 10 and 
11 a.m., Wednesday; at the Gleue Shoe 
Store, from 9 to 10 a.m., Thursday, and 
from 10 to 11 a.m. Thursday in the 
Huegel & Hyland store. The Brown 
Shoe Co. of St. Louis contributed in 
numerous other ways to make the 
convention attractive and interesting. 


Chicago 


AUGUST SALES 


Demand for White Footwear for 
Outing and Sports 


Practically all merchants in the city 
are now running their August sales and 
while the weather has been extremely 
warm the demand for white footwear 
for outing as well as sports continues 
very actively. 

Many of the merchants are devoting 
part of their window displays to the 
showing of new Fall samples of which 
colored boots seem to be the most 
prominent. I. Miller & Co. of this city 
are showing many novelties in low cuts 
and combinations of blue and white in 
calfskins. The sale of evening footwear 
with buckles this past week has been 
equal to that of a year ago and with 
some merchants the volume in sales in 
number of pairs has been greater. 


The Manufacturing Trade 


All manufacturers in the city have 
slowed down their production as low as 
it is possible and still retain their organi- 


zation. It is the desire of the manufac- 
turers in the city of Chicago to do with- 
out closing their factories if possible, 
such as has been done in many shoe 
centers, and they anticipate that within 
the next two weeks or thirty days, the 
volume of sales sent in by their salesmen 
who are now starting out on the road 
will make it possible for them to con- 
tinue and in the near future be cutting 
as well as making shoes up to their full 
capacity. 


The Jobbing Trade 


The jobbers throughout the city re- 
port a small volume of business here and 
there—that merchants have come in 
and purchased full lines for Fall—and 
they feel that the first signs of Fall 
weather will stimulate sales of merchan- 
dise materially. Many are sending out 
their salesmen August 15 and from then 
on, up to September 10. 

Sinsheimer Bros. salesmen left this 
week for their territories full of enthusi- 
asm, feeling that those who really go 
out to sell shoes will find it is possible 
to sell them. 
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ELECTION OF OFFICERS 


Chicago Shoe Trades’ Association 
Members Will Be at Milwaukee 


The Chicago Shoe Trades’ Associa- 
tion recently elected as officers for the 
ensuing year: 

J. Harry Selz, Selz, Schwab & Co., 
president; Geo. E. Harrison, Geo. E. 
Harrison Shoe Co., vice-president; 
Milton Florsheim, Florsheim Shoe 
Company, treasurer; R. C. Booth, 
secretary. Board of Directors: Geo. D. 
Chandler, Smith-Wallace Shoe Com- 
pany; H. C. Dovenmeuhle, H. F. C. 
Dovenmuehle & Son; C. F. J. Swain, 
American Shoe Polish Company. 

This organization has plans in view 
for the Chicago Market all of which are 
under way and will be given attention 
as soon as it is possible. Up to the 
present time, however, of the 31 mem- 
bers of the association, 22 have taken 
spaces in a group at the National Con- 
vention which will be held in Milwaukee 
next year. 

The “‘Line-up”’ 

Hamton Shoe Company, 26 S. 
Wells Street; Stanwear Shoe Company, 
19 S. Wells Street; American Shoe Pol- 
ish Company, 1956 S. Troy Street; 
R. P. Smith Shoe Company, 700 Kings- 
bury Street; McElwain Chicago Com- 
pany, 210 W. Monroe Street; Harper 
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& Kirschten Shoe Company, 231 W. 
Monroe Street; J. P. Smith Shoe Com- 
pany, 671 N. Sangamon Street; Selz, 
Schwab & Co., 40 S. Market Street; 
Florsheim Shoe Co., Adams and Clin- 
ton St.; Smith-Wallace Shoe Company, 
138 S. Market Street; Geo. E. Harrison 
Shoe Company, 207 W. Monroe Street; 
H. F. C. Dovenmuehle & Son, 321 W. 
Monroe Street; A. S. Kreider Company, 
312 W. Monroe Street; Sinsheimer 
Bros. & Co., 215 W. Monroe Street; 
Rice & Hutchins Chicago Company, 233 
W. Monroe Street; A. J. Bates Chicago 
Company, 33 S. Wells Street; Converse 
Rubber Shoe Company, 619 W. Jackson 
Street; J. W. Carter Chicago Com- 
pany, 833 W. Chicago Avenue; Guth- 
mann, Carpenter & Telling, 301 W. 
Monroe Street; Levie Shoe Company, 
510 Throop Street; C. W. Marks Shoe 
Company, 41 S. Wells Street; Novelty 
Shoe Company, 32 S. Wells Street; 
Athletic Shoe Company, 934 N. Marsh- 
field Avenue; Harry M. Husk Shoe 
Company, 327 W. Monroe Street; 
Flexible Shoe Manufacturing Company, 
619 W. Jackson Street; A. A. Putnam 
& Son, 211 W. Monroe Street; Henry 
Kleine & Co., 208 W. Lake Street; 
American Seating Company, 14 E. 
Jackson Street; Fargo-Keith & Co., 
15 S. Wells Street; Scholl Manufactur- 
ing Company, 211 W. Schiller Street. 


Rochester 


VACATION SEASON 


August is the Popular Month— 
Many Merchants Away 


August seems to have been the month 
selected by most of the local shoe mer- 
chants as the time to rest up and spend 
a few weeks away from their stores. 
G. Berl of the Super-Quality Beacon 
Shop is reported away on a ten-day 
fishing trip. F. Cook of the Walk-Over 
has just returned from a short stay at 
a nearby lake resort. I. S. Friedman 
will be gone for about two weeks. He 
will be one of a party that is taking an 
auto trip to include the cities of Wash- 
ington, Philadelphia, Atlantic City, 
Baltimore and Boston. Charles H. 
Helmbacher, president of the Rochester 
retail shoe men, plans to go to St. 
Louis for his vacation. Herman Friedel 
of the Culture Boot Shop will forget 
his business cares at the Thousand 
Islands. 


WILLIAM T. CHRISTIAN DEAD 
One of the Best-Known Shoemen 
in City 
While at work in the H. H. Phelan 
Shoe Store, William T. Christian, one of 


the best-known shoemen in Rochester, 
became seriously ill and passed away 
after being removed to the Rochester 
General Hospital one day last week. 
Heart trouble is believed to have been 
the cause of the sudden death. Mr. 
Christian had been in the shoe business 
on Andrews Street for 40 years. Up 
until about 15 years ago he was manager 
for James H. Phelan, in which capacity 
he served for about 20 years. At the 
time of the death of Mr. Phelan in 
1906 the business was turned over to 
his nephews, Harry H. and C. Chester 
Phelan, and Mr. Christian was re- 
tained by the new regime. Members of 
the Rochester Retail Shoe Dealers’ 
Association attended the funeral. The 
Phelan store was closed during the time 
of the burial services. 


WOMEN’S SHOES ADDED 


Walk-Over Men’s Store Carry Walk- 
Over Shoes for Miladi 

The Walk-Over Shoe Store at Main 
Street East, now carrying men’s shoes 
only, will soon announce that women’s 
shoes also will be sold at that store. 
So many calls have been had at this 
store since its opening for women’s 


Where toBuy 


Women’s Shoes 











FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








ALGIER SHOE MFG. CO. 


PANS NSF: 
Highest Grade Women’s Shoes, Turns and Welts 
138 Broadway, Brooklyn, N. Y. 








The “Spartan” Shoes 


for 
Girls of All Ages 
The A 
Send for Owe Catalogue 
Bacon-Rollins Co. 
Factory: Lynn, Mass 








“Fernco-Quality” Comfort Shoes 
Ladies’ Hand Turned 


BOOTS, OXFORDS 
AND SANDALS 


Cushion Seck Lining 
Widths, D, E, EE 
THE 


FERN SHOE CO. 
41 Water St. 
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Brandau Shee Company 








Women’s Novelty 
Styles 


READY TO SHIP 
CASE LOTS 


L. SCHAPIRO SHOE CO. 
(Shoes-of Today) 
73 South St., Boston, Mass. 











IN-STOCK 
line of Men's 
Bvoreste, Rome and 








' all colors. 
ABBOTT SHOE CO., No. Reading, Mass. 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 
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TDBARRYCO 


TRADE Rn neg: Brockton, ass. 











Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, N. Y. 
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shoes that the management has de- 
cided to apportion a part of the store 
for the sale of the Walk-Over line of 
feminine footwear. The Walk-Over 
Co., at present has two stores in 
Rochester, one featuring men’s shoes 
and the other concentrating on the 
sale of women’s shoes. The new plan 
calls for no change in the store now 
selling women’s shoes. Manager Cook 
will retain full charge in the combined 
men’s and women’s boot shop and it is 
probable that Manager Charles H. 
Helmbacher will soon announce the 
appointment of an assistant who will 
have charge of the upper Main Street 
store. This will relieve him of numer- 
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ous details and permit him to give 
more of his time to the buying for 
and the advertising of the local Walk- 
Over stores. 


Utz & Dunn Outing 

The employes of the Utz & Dunn 
Company held their annual outdoor 
frolic at Island Cottage last Saturday 
afternoon. On the program of events 
was a ball game between the cutting- 
room and a team picked from the 
other departments, a number of boxing 
bouts, a ball game played by the girls 
and a chicken race. Frank J. Gleason, 
chairman of the Sports Committee, 
was in charge of the events. 


Cincinnati 


WEATHER A FACTOR 


Some Merchants Selling More High 
Shoes, Others Low Shoes 


The weather during the month of 
August has been more or less the con- 
trolling factor in the amount and kind 
of business the local retail merchants 
have had. On the whole this section 
of the Ohio valley has experienced a 
mild Summer; very few of the days have 
been really disagreeable. Therefore at 
this time of the season when the lalaxy 
of clearance sales have lost the larger 
part of their selling force, it becomes a 
question in the mind of the individual 
who finds that he has need of a pair of 
shoes, whether to buy a low shoe or 
a high shoe. One large down-town 
retailer of men’s shoes stated this week 
that he has been selling four to one in 
high shoes. This has been especially 
the case since this retailer discontinued 
his clearance sale. Another prominent 
retail merchant referring to women’s 
shoes says that he has been selling in 
goodly numbers early Fall calfskin ox- 
fords at regular prices. 


FALL SHIPMENTS ARRIVING 


Retail Stocks Are Low—Good Busi- 
ness Indications 

The present condition of stocks with 
the local retail merchants show every 
indication that they have gone through 
the liquidating process more thoroughly 
than for many seasons past. Having 
done without the size up orders this 
season and augmented their sales with 
unusual price offerings, practically each 
and every retailer in this locality finds 
himself virtually in a position to start 
the Fall season with a smaller carry over 
than is generally the case. In a few 
instances early Fall shipments are begin- 
ning to arrive, and in both the men’s 
and women’s lines there have been an 


amount of business which is indicative 
of a more or less normal early Fall 
trading. 





OHIO FAIR PRICES 


Five Per Cent Leeway Allowed 
in Mark Ups on All Classes 


A bulletin issued from the office 
of Henry Hagemann, secretary of 
the Ohio Valley Retail Shoe 
Dealers’ Association, recently 
with reference to the rulings of the 
Ohio Fair Price Commission con- 
tained changes made in the Fair 
Price List in favor of the Ohio 
shoe retail merchants. Five per 
cent leeway has been allowed in 
the mark up of all classes of foot- 
wear specified in the recently 
published list to cover deprecia- 
tion and loss by reason of change 
of styles, perishability,, wear and 
tear of broken lots. This five per 
cent can be added to the per cent 
allowed in each class, and the 
mark up taken accordingly. For 
example: Where 30 per cent is 
allowed, add five per cent and 
take a mark up of 35 per cent 
instead of 30 per cent as provided 
in the Price List, but in no case 
shall the leeway exceed 5 per cent. 











Averaging Costs 


The bulletin further advises that the 
question with regard to the averaging 
the cost of footwear has been finally 
settled in a statement made by Howard 
Figg, special assistant to Attorney 
General Palmer, in which he says: 
“Replying to your letter of July 1, I 
advise that not having the news item 
in question before me I am unable to 
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comment upon it authoritatively. How- 
ever I may say that I have always been 
of the opinion that the cost of merchan- 
dise actually in stock should be averaged 
by merchants, thereby enabling equal- 
ization of sales prices.’’ This informa- 
tion was received by many as good 
news, for it is most pertinent, especially 
in one case in Cincinnati in which a 
large shoe retailer has been held over to 
the Grand Jury in September on a 
charge of profiteering, the basis of the 
charge being an isolated sale of a pair 
of shoes, the wholesale price on which had 
advanced many times before it was 
actually sold at retail. 


CINCINNATI NOTES 


C. E. Petot of Cleveland Here— 
The Vacation Season 


C. E. Petot of Cleveland was among 
the buying visitors here this week. Mr. 
McKenney of McKenney & Redd of 


New 


FEW ORDERS PLACED 


Many Retail Merchants Believe 
Question of Style Unsettled 


Fall is still a long way off in the buy- 
ing and selling calculations of the New 
York shoe retailers. Several of the lead- 
ing merchants assert that they have not 
yet bought anything for Fall and do not 
consider the time as ripe for the placing 
of orders. Talk of a scarcity, or of de- 
layed shipments apparently have little 
influence on the retail merchants who 
are biding their time. Not all the delay 
is caused by an expectation of lower 
prices. In fact some of the retail mer- 
chants who have not yet placed Fall 
orders admit that they believe prices are 
now as low as they will go, but the ques- 
tion of style is still unsettled. 


Boots of 81% and 9 Inches 


Among the local retail merchants the 
trend toward 10-inch, 11-inch or higher 
top boots for women is not hailed with 
great favor and most of them assert 
that they have confined their Fall pur- 
chases, when they have made them, to 
boots of 814 and 9-inch tops. The dif- 
ference between a 9 and 10-inch top, 
according to the head of one of New 
York’s exclusive shoe shops, is too small 
to be of influence in the style world. On 
the other hand hé feels that much higher 
boot tops, especially those with Napo- 
leon tops, will not find favor with the 
women because of the ungainly appear- 
ance around the calf of the leg. 
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Okmulgee, Okla., was also in the market 
this week. 

W. S. McKenzie, president of the 
Helming McKenzie Shoe Company, left 
this week for his vacation which he will 
spend with his family in Maine. 

H. R. Revare of the Excelsior Shoe 
Company, Portsmouth, motored down 
from Portsmouth this week, accompanied 
by his wife. 

E. Altman of Altman & Minces of 
this city is spending two weeks in the 
East on business. 


Hagemann on Vacation 


Henry Hagemann, secretary of the 
Ohio Valley Retail Shoe Dealers’ 
Association, left this week on a two 
weeks’ vacation. Mr. Hagemann mo- 
tored to Madison, Wis., where he 
attended the state convention. He 
expects to work the states of Indiana 
and Ohio in the interest of the Shoe 
Dealers’ National Underwriters In- 
surance on his return trip. 


York 


Regarding Novelties 


Beaded tip boots and pumps, which 
are being pushed by some manufac- 
turers as Fall style leaders, have failed to 
arouse much enthusiasm locally, al- 
though some orders have been placed. 
One merchant says that because of the 
lack of any definite style trend in nov- 
elty footwear he is making small pur- 
chases of 50 to 100 pairs of all good 
novelties that are offered to him. 


SMALL STOCKS PLANNED 


Some Business Done, but Mostly 
in Small Lots 


Little or no improvement in Fall buy- 
ing is reported by local manufacturers, 
or sales representatives of out-of-town 
producers who have offices here. Some 
business is being done, but it is mostly 
in small lots. Less is heard of further 
price concessions and manufacturers are 
insisting that the bottom to declines has 
been reached. On the other hand, 
manufacturers and salesmen are saying 
less. about possible advances in price. 
It is becoming apparent that no matter 
what happens to the price, retail mer- 
chants in New York intend carrying 
smaller stock than they did in past 
years. 


Leather Market Dull 


It is reported on good authority that 
only about three of the leading Brooklyn 
factories have sufficient orders on hand 
to start Fall production in a big way, 
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Men’s Shoes 

















Stock Dept. 5 E% 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) i 
South Weymouth, Mass. 








Sosa 135 STYLES 
eZ IN STOCK 
aquaria adits 
8} SEE OUR CATALOG 


WELTS Maoe 196 CHURCH STRIET,N-Y. 


BnocnTon 
FACTORIES * 








THE “TQUGAS” sHoe ; 


BETTER THAN THE BEST 
Strengthen your line a the i : 
men’s welts we can send you. stock. = 
Made to order. 

GEO. N. TOUGAS SHOE CO. 

161 Summer St., Boston 








Rocker Bottom Wooden 
Sele Footwear 


suom 6 to 14 Inches = 
OOTS, 14 to 20 Inches = 


iene Catalog and 
Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 








For Men %2i/er 


Manufactured by 
La Crosse Beot and Shoe Mig. Co. 
La Crosse, Wisconsin 








WATERPROOF 
Wood Sole Boots and Shoes, 
‘Oil Grain, Full Mallowe 
¥ Tongue and Back Strap. ; 
Send for booklet telling 
you con eal tag 7 


A. H. Riemer Shoe Ce. 
MILWAUKEE, WIS. 
Established 1887 














Whereto Buy | 


Shoes at Auction 











HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 
Every Wednesday and Friday 
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Where to Buy 


Children’s Shoes 














SOFT SOLES 
A Wonderful Line for the 
Wholesaler 


All leather lines rang- 
in from 











Soft Soles and Moccasins 


Ask your Jobber for our 
G s. We do not sell 
the retail trade. 
Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 


SHOE BUYERS ATTENTION! 
BROOKLYN MADE 


Children’s’ and 
Misses’ Turns 


SCIENTIFIC os co. Ine. 
BOSTON Office, 147 Linceln Street 














ROCHESTER’S FELT 
SHOE KINGS 

: PLACE ORDERS NOW AND INSURE 

Write for Catalog 


F. W. HAHN CO. 
: ROCHESTER NEW YORK 








“ELAM”? 


Flexible First Step Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 
Rochester, N. ¥. 











H.H. FREELAND 





ATT in 


AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














WC Goodger 


Manufacturer of 
Children’s Dlexible Durn Shoes 
89 Allen St. Rochester, > 
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and that the best off of the three has 
orders that can be completed in about 
three months. The apathy that shoe 
manufacturers are displaying in the 
local leather market, which continues 
extremely dull, is proof that com- 
paratively few shoe orders are in the 
hands of the manufacturers. 


New I. Miller Store 


Construction work on the new 12- 
story building at the North-West cor- 
ner of 46th Street and Fifth Avenue, 
which will house a new I. Miller shoe 
store, has been begun. Excavation work 
has been almost completed and the 
building should be ready for occupancy 
by the first of the year. J. M. Gidding, 
one of New York’s exclusive costumers 
will occupy a portion of the building. 


New Walk-Over Shop 


The lower floor of the building at the 
southeast corner of Broadway and 40th 
Street is being remodeled and will be 
occupied in the near future by another 
Walk-Over shop. Windows now being 
put in are of the general type used by 
the Walk-Over stores, having a deep 
entrance with display space on either 
side. 


Reduction Sales Continue 


Reduction sales continue without 
abatement and some of the sales are 
entering their fourth or fifth weeks. 
The Regal Shoe Company used more 
advertising space in local papers last 
week than most of the other shoe ad- 
vertisers in calling attention to their 
general mark-down sale now in its third 
week. The sale at the Grand Central 
Palace, under the auspices of the Ne- 
mours Trading Corporation, is being 
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continued, according to Charles W. 
Mills, vice-president and manager, with 
no definite date set for its closing. The 
foot and ankle contest which the cor- 
poration is running is attracting some 
attention and several hundred entries 
have been received. No announcement 
has been made concerning the termina- 
tion of the contest. 


CHANGE IN LOCATION 


Milady Shoe Co. at Corner of West 
Broadway and Duane 


By their change of location from 
their original address in Reade Street 
to the ground floor, corner of West 
Broadway and Duane, Milady Shoe 
Co., specializing in women’s novelty 
shoes, have made an advance step 
that is truly indicative of the progress 
made by this young and aggressive 
firm. 

The new offices and warehouse give 
to the concern about four times the 
available space of their previous loca- 
tion and the situation on the ground 
floor of the corner property in the 
heart of the shoe district is an extremely 
desirable one. The new offices and 
sales rooms are arranged for both 
attractiveness and efficiency; the fit- 
tings and finish being mahogany with 
ample space for sample display, sales- 
men’s desks and the accounting force. 
Stock space on the ground, basement 
and upper floors is ample not only for 
the present increased needs of the 
company, but for future advances. 

Mr. Feldstein of the concern said a 
few days ago that they are planning a 
very aggressive campaign for the Fall 
season and that their stock lines of 
Fall shoes now coming in are certain 
to be complete in style, size and width 
throughout the season. 


Philadelphia 


tags. In some cases rummage sales are 


SALES CONTINUE 


In Odd Lots at Heavy Reductions— 
Rummage Sales 


Odd-lot sales, at heavy reductions, 
still continue in a number of Phila- 
delphia retail stores, but the sales are 
getting smaller and the lots are getting 
odder and what became apparent last 
week has received confirmation in the 
course of retail activities this week; 
that is, that the Philadelphia retail 
stores are paring down their stocks to 
a minimum of need and bending every 
effort to clean out all the left-overs. 
Even where it is a matter of a half- 
dozen pairs, many stores are putting 
these shoes in the window with price 


advertised. In others, the majority, 
in fact, these odd pairs are merely 
priced and placed in the window. 


Price Question Important 


That price is becoming a matter of 
prime importance with the public is 
shown by the results that a number of 
stores have experienced with these 
tactics. With nothing on the tags to 
show which are the reduced shoes and 
which are the new stock, customers in 
the quality shops in the center of the 
city almost invariably and unerringly 
select the bargain, walk into the store 
and ask for it. If the store has the 
model in the customer’s size the sale is 
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easily consummated. If it has not, 
and is forced to offer the new lines at 
the standard prices, it is considerably 
more difficult to close the sale. 


SATURDAY CLOSING 


Many Shoe Shops Following De- 
partment Store Policy 


A great many of the shops have been 
profiting by the policy of the depart- 
ment stores in closing all day Saturday 
this Summer, reporting that their 
Saturday sales run considerably above 
those for other days in the week. But 
at this particular time they are not 
comparatively so much larger as they 
would be at other periods of the Sum- 
mer. August is decidedly the week-end 
vacation period for the Philadelphia 
public, and except in classes of trade 
which cater to very modest pocket- 
books, Saturday is nearly as dull for 
business as Sunday. In other words, 
Market Street is busy on Saturday 
afternoon. Chestnut Street and Wal- 
nut Street are “dead.” 


At Hallahan’s 


Hallahan’s has just sprung a very 
frank ‘‘Rummage”’ of women’s pumps 
and oxfords, selling former $8.50 to 
$12 values at $2.95. The stock con- 
sists of odd lots, broken lines, discon- 
tinued styles and the like and it is 
frankly offered as such, although there 
is an exceptionally good assortment of 
sizes for this type of sale. Hallahan’s 
is closed all day Saturday during 
August. 

At Kinney’s 

Kinney’s has opened what it calls 
the biggest shoe sale in years, quoting 
men’s, women’s and children’s foot- 
wear at the astonishingly low figures 
which are the feature of this business. 
The prices dominating the present sale 
are $1.98, $2.98 and $3.98. 

At the first-named price are offered 
children’s gun metal Mary Janes, in- 
fants’ Mary Janes, children’s nubuck 
oxfords and children’s gun metal lace 
shoes. 

At $2.98 are offered misses’ patent 
oxfords, Goodyear welt, misses’ patent 
Mary Janes, misses’ brown calf oxfords, 
misses’ gun metal lace shoes, men’s 
“scout’”’ shoes and heavy work shoes. 

The $3.98 class includes girls’ brown 
calf oxfords, girls’ patent leather ox- 
fords, women’s black kid oxfords with 
military heel, women’s “comfort” shoes, 
men’s smoked elkskin “scout” shoes 
and men’s heavy work tan shoes. 

Then there is a fourth class at $4.98 
which includes women’s black calf 
brogue oxfords with military heel, 
brown kid Theo ties with military 
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heel, brown kid pumps with Louis heel 
and black kid oxfords with Louis heel, 
as well as girls’ black calf brogue 
oxfords. Kinney’s is selling Keds, 
both high and low, at 98 cents. 


The Newark Stores 


The Newark stores still have stocks 
to offer at reduced figures and recently 
got away with some heavy sales in 
men’s mahogany cordo oxfords at 
$4.98, as well as black calf oxfords 
at the same price. These goods were 
advertised as $7.85 values. These 
stores also offered a $10 brogue oxford 
at $5.85. 

In women’s footwear they have been 
advertising ‘“‘Another Big Drop In 
Prices,” quoting cuts from $5.85 and 
$6.85 to $2.98 and $3.98 respectively 
on various lines, including pumps, 
oxfords, ties and sport shoes “in all 
leathers, all styles, all finishes, all sizes 
and thousands of them.” 


How the Ad Read 


With the announcement the Newark 
stores made this statement: 

“If this were the usual season-end 
clearance sale, we could never make 
such enormous reductions in our prices. 
It wouldn’t be necessary, nor could 
we afford to do it. But this sale has a 
broader aim than clearance. It is 
aimed to break down outrageously 
high prices that are not only putting 
dents into your pocketbook, but hurt- 
ing every merchant’s business as well. 

“That is the big idea back of this 
sale, and women everywhere are re- 
sponding to it. . . .”’ etc. 


LEATHER MARKETS 


Increase in Amount of Business 
with Favorable Predictions 


F There have been noted signs of a 
quickening in the Philadelphia leather 
markets in the past week, which is 
attributed in some measure to the 
recent placing of a large order with the 
Philadelphia tanneries for foreign inter- 
ests. Following this development there 
has been an actual increase in the 
amount of leather business done here, 
though it is not a radical one. But 
what is taken as being equally signifi- 
cant is the increase of inquiry, particu- 
larly from out-of-town interests. The 
factories apparently are coming to the 
conclusion that to wait very much 
longer for more attractive terms would 
endanger their prospects of getting in 
their supplies on time. Hence, still 
further increases of business are looked 
for within the next couple of weeks. 


Recent Visitors 


Among the large number of visitors 
recently in the leather market here 
were: Theodore Kelley of the Kelley- 


Where to Buy 


Children’s Shoes 
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THE L. D. STICKLES SHOE CO., Mfrs. 
Red Wing, Minnesota 
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IN-STOCK 


Patent Seamless MaryJane 
NO HEEL. SIZES 2 T0O5 


At $1.15 


JOuN | M. AHEARN SHOE CO. 
Atlantic Avenue, Boston 
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| IN STOCK—Specialties in 
i; Women’s, Misses’ and Children’s 
tl Shoes, Slippers, Spats, etc. 
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Ballet Slippers 











“Flexo” 
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Women’s Dull Goat Oxford, $1.30 
Carried in Stock 


BROOKS SHOE MFG. CO., Philadelphia 








BALLET SLIPPERS 


Black Kid, $1.55 and $1.85 grades, women’s 
Black Kid, $1.50 and $1.77 1% grades, misses’ 
Black Kid, $1.45 and $1.70 grades, child’s 
Discount, 29% Ten Days 
JOHN E. McNAMARA 
HAVERHILL, MASS. 








BUY THEM NOW FOR 
FALL DELIVERY 
ONE SAFE BET - PURITAN BALLET SLIPPERS 
Women’s Black, sizes 2 = $1.75 


Misses’ - llto2 1.65 
Child’s + * 8to 10% 1.55 


Whites Ten Cents a Pair More 








PURITAN SHOE CO., Inc. 74 Reade St., N. Y. C. 
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Standard Shoe Materials 














COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Sommer St. 


Formerly Walpole Sh Shee Supply Co 
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F. E. JONES, Treas 


F. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 











Waterproof 
Leather That 
Takesand Re- 
tains a Polish 
Creese & Cook Co. 3502" Sct 


Tanneries at Danversport 











GUARANTEED 
TWO YEARS 


Hub Gore means ene Gost uality and 
Service, e Best of 
Materials and | Highest Skilled 
Labor are Used 


pogror oes NEW YORK OFFICE 
395 Broad 











Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston. Mase 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 

All the Time 
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Spence Company of Boston; Raymond 
Potts of the Potts & Knauer Leather 
Company, Dallas, Tex.; A. A. Strauss 
of the Strauss Leather Company, Pitts- 
burgh; M. V. Alexander of the Alexan- 
der-Sanberg Company, Des Moines, 
Ia.; J. H. Wilensky of Atlanta, Ga.; 
M. Mark of the Salt Lake Leather 
Company, Salt Lake City, Utah; Louis 
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F. Marcus of the Marcus-Forscher 
Company, New York; Victor. Phillips 
of the Phillips Leather Company, 
Jacksonville, Fla.; J. F. Williams of the 
Algonquin Leather Company, Boston; 
Henry Kaplin of the United Leather 
Company, Macon, Ga.; J. J. Sheehan 
of the Graton & Knight Manufactur- 
ing Company, Worcester, Mass. 


Charleston 


AN ASSOCIATION BOOSTER 


President Condon Secures New 
Members for Southeastern Branch 


Matthew A. Condon, president of the 
Retail Merchants’ Association of 
Charleston, 8. C., and head of the shoe 
department of James F. Condon & 
Sons’ big department store of that city, 
spent July 22 in Spartanburg lining up 
the shoe merchants for membership in 
the Southeastern Shoe Merchants’ Asso- 
ciation. Mr. Condon stated that he 
secured four memberships and has the 
promise of two more. He saw represen- 
tatives of the J. Thomas Arnold Com- 
pany, the White-Parks-Belk Company, 
the Wright-Scruggs Shoe Company and 
conferred with W. Reynolds Crook, 
traveling shoe salesman out of this city. 
These he secured as members. 


Pledges Sixty Members 


Mr. Condon is spending his Summer 
vacation in the mountains of North 
Carolina around Hendersonville, and 
being only seventy miles from Spartan- 
burg, he ran down to the city on July 
22 in the interest of the Southeastern 
Shoe Dealers’ Association. This or- 
ganization was formerly a Georgia 
association, but at the meeting held in 
Augusta, Ga., the middle of June it was 
expanded to include South Carolina and 
Florida. Mr. Condon says he promised 
sixty members from South Carolina, 
and that he is sure to get these. He 
was assigned the Coast territory of the 
State, but having time on his hands 
while close to the Piedmont section, he 
made an arrangement with W. D. 
Lever of Columbia, vice-president for 
this State, to work the upper portion of 
South Carolina. 


Wilkinson Canvasses Florida 


Mr. Condon says while he is busy on 
the membership campaign in South 
Carolina, R. R. Wilkinson of the firm of 
Cohen Bros., Jacksonville, is motoring 
down the East coast of Florida, secur- 
ing members for that State in the 
association. He says there is keen 
rivalry between Florida and South 
Carolina in the membership campaign, 


and that is why he is taking such interest 
in the matter. He is quite willing, un- 
der these conditions, to break into his 
vacation. 


Annual Summer Sales 


Local shoe merchants are now putting 
on their annual Summer sales, and in 
almost every retail window there are 
displays representing reductions in 
prices varying from twenty to forty 
per cent. A canvass among the larger 
retail merchants proved that all are 
well satisfied with the amount of busi- 
ness they are doing and are optimistic 
as to the outlook for the Fall season. 


Good Repair Business 


While the buying of new footwear is 
on a parity with past seasons, there is 
evidence that the public generally is 
also imbued with the spirit of saving, 
judging from the activities in shoe re- 
pairing establishments. The repair de- 
partment of W. F. Livingston & Son is 
kept going at capacity speed all the 
time and the same is true of independ- 
ent repairing concerns. There has 
been a marked increase in the repairing 
of women’s fine footwear, according to 
statements from leading establishments 
of this kind. 


Shoe Wholesalers Busy 

Wholesale shoe merchants also report 
good business throughout the country 
districts. The B. F. McLeod Shoe 
Company, one of the largest wholesale 
concerns in this section, is receiving 
splendid orders from their salesmen in 
this and adjoining States. This was 
formerly the Drake-Inness-Green Shoe 
Company, which has enjoyed a large 
patronage for many years. Mr. B. F. 
McLeod, the present head of the con- 
cern, has been with the company from 
its inception and is one of the best- 
posted and most popular shoe men in 
this section. 


Opinion of President Byck 
W. S. Byck of Atlanta is president of 
the Southern Shoe Dealers’ Association, 
‘This organization,” states Mr. Condon. 
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“‘will be of great benefit to the dealers 
in securing helpful legislation and block- 
ing anything that would be hurtful to 
the business. An important feature of 
the association will be the style com- 
mittee, which meets twice a year just 
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before the buying season opens to agree 
upon the styles and recommend same 
to members of the association. R. R. 
Wilkinson, of the firm of Cohen Bros., 
Jacksonville, has charge of the cam- 
paign in Florida. 


Utiea 


OPTIMISTIC ON FUTURE 


Robert Beacom Fall Business Will 
Make a Record 


Robert V. Beacom, owner of the 
Walk-Over Shop, is quite optimistic on 
the future of the shoe business and de- 
clares that dealers who are canceling 
their orders because of a fear that 
prices are coming down are making a 
big mistake. 

“T cannot see where there is going to 
be any reduction,” said Mr. Beacom to 
a “Boot and Shoe Recorder” represen- 
tative. 

“T have about $35,000 worth of shoes 
for the Fall season and do not intend to 
cancel a nickel’s worth of my order. 
Shoe dealers who are canceling their 
Fall orders or parts of them will realize 
in a few months they have made a bad 
move. 

“‘As I look at the market, there will be 
a raise in prices if there is any change at 
all. 

“Several big manufacturers are run- 
ning on part time and some have closed 
down. The result will be not enough 
shoes to supply the demand. Experi- 
ence tells us that an inadequate supply 
means high prices and no matter what 
happens to the leather market, the law 
of supply and demand will prevail. 

“In my opinion, the Fall shoe busi- 
ness will be record-breaking. I am very 
optimistic about it. If I was not, I 
would not have a stock of $35,000 in my 
store today.” 


BIG SHOE SALE 


A $500,000 Stock at $1.50 to” $8.00 
the Pair 


Utica had its first big shoe sale this 
week when the D. C. Disbrow Company, 
Inc., of New York City, exporters and 
retail shoe merchants, rented Manner- 
chor Hall, a public auditorium, and 
placed on sale a stock of $500,000 worth 
of shoes and slippers at prices ranging 
from $1.50 to $8.00. 

Dempster Disbrow, head of the com- 
pany, is a former Utican and is supervis- 
ing the sale which brought out circus 
crowds on the opening day. Grey Bros. 
shoes make up the majority of the stock. 

During the first two days, it was 
necessary to place policemen in the 
hall to preserve order. The stock was so 
arranged that the customer could pick 
out his own size and style, try on the 
shoe and take the pair he wanted to the 
clerk. 


White Shoe Sales 


White oxfords and pumps are being 
featured by all of the down-town stores 
in clearance sales this week at prices 
actually lower than wholesale cost. 

Tector’s, one of thefour leading stores 
in the city, is offering women’s white 
pumps and oxfords, buck, Nubuck and 
canvas at prices}from $2 to $5. Sale 
prices in other downtown stores for 
standard makes are correspondingly 
low. 


Manchester 


THE PUBLIC DEMAND 


Low Priced Stores Find Luxury 
Styles Moving Slowly 


So far there has been no heavy buying 
on the part of the public of the new 
styles, and in this respect it has been 
the stores at the low end of the price 
line which have suffered the most. 
Such stores also have noted a decided 
falling of in the demand of their trade 
for luxury footwear also. The ex- 
clusive shops in the central section ap- 
pear to be making the best records on 
the sale of expensive footwear. 


Fabric Shoes Popular 


Though demand has decreased, even 
for white shoes, the decrease, neverthe- 
less, has been less in this line than in 
any other. In this statement special 
emphasis is laid on canvas and fabric 
goods. As a matter of fact there is less 
buckskin being sold to men than ever 
before, and among the women there 
has been a quite noticeable swing away 
from white kid to fabric footwear, 
though the swing has not been so great 
as that in the case of men’s shoes. But 
on the whole, white lines are selling 
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Engraving and Printing 
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71 Berfie St. Graktan 

















ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston. Mass. 
Telephone 4960-4961 
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COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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Window Trim Material 

















DISPLAY MEN 
Attractive Windows— Use Win-Dece 


Rugs, Mats, Shee Sart. Flowers, 
Window Pa 1etc. Inexpensive 
“Loan Dasdivis on Request 
WIN-DECO DISPLAY SERVICE 
93 Federal Ree Boston 
220 E. Lex. ~~ Baltim 
ances Bidg., Chicage = 











* . 
Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 
DOTY & SCRIMGEOUR SALES CO., Ine. 
30 Reade Street, New York 
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Miscellaneous 














A good leather BOW or a BUCKLE 
made by the VANITY 
will sell your shoe 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 











MEYER’S THREAD 
Is the Safe Thread 
For d able shoemaking. 
Don't take our weed fer its 
quality. Write for samples 

and test it yourself. 
Used in 156 different indus- 
tries including shoe trade. 
Lewell, Mass. 


J. C. MEYER THREAD CO. 





OHOE BUCKLES 
JF EVERY DESCRIPTION 
BEADED AND METAL 
BUCKLES | 
OUR SPECIALTY 


FASHION ORNAMENT CO 


22 MONTAGUE ST BROOKLYN NY. | 
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. You need this book on 

SHOE WINDOW 
DISPLAYS 

Get it today! $2.75 postpaid 


FRANK P. TAYLOR 
381 Wash’n St., Besten, Mass. 

















SALES LETTERS 
MULTIGRAPHED— 
FILLED IN—SIGNED— 
MAILED 


F.S. ROOT CO. 


USINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 








Manufacturer 
OF QUALITY. BUCKLES 
FOR THE SHOE T oF 








QUESTIONS 
ANSWERED . QUICKLY 


in “Where to Buy” columns—a 
growing directory for all the trade, 
presenting answers briefly to cur- 
rent over « Thon in merchandising. 








better than any other, comparatively 
speaking. 


W. H. McELWAIN REPORT 


Discloses Sales of $49,454,580.59— 
Largest in History 


During the annual meeting in Boston 
of the W. H. McElwain Company, the 
annual report to its stockholders dis- 
closed sales by the concern of $49,454,- 
580.59, which exceeds any previous year 
in its history. It was voted to authorize 
a further increase of $1,000,000 in 
second preferred stock, which will be 
distributed among members of the 
organization. 


F. P. Murphy New Director 


Francis P. Murphy, who has been 
associated with the company since 1901 
and who is now manager of the com- 
pany’s factories at Newport and Clare- 
mont, was added to the board of 
directors, replacing Mrs. William H. 
McElwain, who has been a member of 
the board since 1901. The remainder 
of the official personnel remains the 
same. 


Upper Leather Extension 


The company has added no new 
plants during the year, but it has, how- 
ever, made necessary extensions in its 
upper leather tannery at Manchester, 
enlarged its shoe factory at Claremont 
and installed a modern hydro-electric 
equipment at its Newport plant. It is 
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now constructing a two story brick 
factory at Keene, for the manufacture 
of work shoes. 

To protect and augment the good 
will which is attached to the McElwain 
name the directors have decided to 
enter upon a campaign of national 
advertising. 


Officers and Directors 


The officers and directors of the 
company are: Officers—J. Franklin 
McElwain, president; Charles J. Pres- 
cott, vice-president; Winfield L. Shaw, 
vice-president; Stanley King, vice- 
president; Edward L. Prescott, treas- 
urer; Clifford P. Warren, secretary. 
Directors—Kimber L. Barton, Allen 
N. Bennett, Irving R. Fisher, George 
Hutchinson, Lewis B. Jackson, Stanley 
King, Alfred G. Matless, J. Franklin 
McElwain, Daniel P. Morse, Francis 
P. Murphy, Seward M. Paterson, 
Charles J. Prescott, Edward L. Prescott, 
Winfield L. Shaw and James J. Storrow. 





Jacob Blum Dead 


Jacob Blum, first vice-president of 
the Baltimore Shoe House, Inc., Balti- 
more, who has been connected with 
this firm for the last 25 years died on 
July 24. 

He was a thorough shoe man and 
highly respected by the best merchants 
through the South. 

He is survived by a widow and seven 
children. 


Indianapolis 


ance, we could not have handled the 
selling the first three days of the sale,” 
said J. J. McAllister, in charge of the 


BUSINESS IS GOOD 


Block & Co. Offer 6,000 Pairs of 
Shoes at $5 


Although Fall buying on the part of 
the Indianapolis public has not yet 
started, local shoe merchants, with the 
aid of clearance and reduction sales on 
Summer stocks, have managed to keep 
their salesforces on the jump. Busi- 
ness is said to be very good for this 
time of year. 

One of the busiest places in the city 
during the last week was the shoe 
department at the William H. Block 
Co. department store, where more 
than 6,000 pairs of women’s low shoes 
were offered in a special sale for $5. 
The shoes, according to the advertise- 
ments, sold a few months ago at $7 
to $15 a pair. 


Comments on Sale 


‘Had our shoe department been twice 
its size and our salesforce in accord- 


department. “The sale on whites this 
year was just about seven or eight times 
greater than in the past and I have 
every reason to believe that sales are 
going to show a big gain this Fall.”’ 

The shoe department at the Block 
store is one of the largest in the local 
department stores. Twenty clerks are 
employed in the department and 
approximately 100 customers may be 
seated at one time. 


EXTENSIVE REMODELING 


Some Management Changes at 
Stout’s Shoe Store Noted 


Extensive remodeling was begun this 
week in the Stout shoe store at 12 East 
Washington Street. The men’s depart- 
ment will be moved from the rear to 
the front of the store and the children’s 
department will be placed in the rear. 
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The display windows also are to be 
altered. 

E. E. Wilson, formerly connected 
with the Stout Factory Shoe Store on 
Massachusetts Avenue, has assumed 
charge of the Washington Street store, 
supplanting Carl C. Wert, who has 
been manager for three years. Mr. 
Wert has gone to California. Mr. 
Wilson’s place at the avenue store has 
been taken by H. M. Curry, formerly 
manager of the shoe department at the 
H. P. Wasson store. 


INDIANA SHOE NOTES 


Another *‘Serve-Self’’ Store—Acker- 
burg a Buyer 


Guy Alspach, who owns a number of 
shoe stores in Indiana, will close his 
store at Goshen soon and convert it 
into a “‘serve-self’’ establishment. He 
has similar stores in Logansport, La- 
fayette and Laporte and has found the 
“serve-self’’ plan extremely successful. 
He owns stores of the other type at 
Martinsville and Rochester. 


J. A. Ackerburg, manager of the 
W. R. Baker shoe store at South Bend, 
Ind., has resigned his position to be- 
come manager and buyer for the shoe 
department at Rothschild & Company’s 
store in Chicago. He formerly held 
that position with Rothschild & Co., 
having been with the firm for eighteen 
years before coming to South Bend: 


Out of Business 


Bliss & Cowing, for the last twenty- 
one years an established shoe and 
clothing firm at Rushville, Ind., is going 
out of business and is offering its large 
stock at specially reduced prices. The 
firm, the members of which are William 
Bliss and Joseph Cowing, has been at 
the same location all of the twenty-one 
years. Messrs. Bliss and Cowing say 
they are undecided as to their plans 
for the future. 


Shoe Merchants’ Outing 


Shoe merchants, their employes and 
families, to the number of about 100, 
took advantage of the Wednesday 
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afternoon closing schedule, in vogue at 
South Bend, and spent that afternoon 
of last week at a delightful outing at 
Berrian Springs, Mich. They took 
baseball bats, gloves and plenty of balls 
to furnish entertainment for the men 
and lots of good things to eat for the 
women. A baseball team was organized 
and is getting in trim for a game with 
the clothiers in the near future. 


NEW LOCATION 


For The Boston Shoe Store, South 
Bend—Attractive Front 


The Boston Shoe Store at South 
Bend was formally opened recently in 
its new location at 124 South Michigan 
Street. The building has been consider- 
ably remodeled to suit the needs of the 
store, an attractive front having been 
installed and the first floor greatly 
enlarged. According to the owners of 
the establishment, David Cohn and 
sons, the Boston store now possesses 
the largest retail shoe salesroom in the 
city and is prepared to meet an exten- 
sive increase in patronage. The Boston 
store was originally opened at 210 
South Michigan Street six years ago 
and was at that time a downtown 
branch of the Fair store. The remodel- 
ing by a new theatre corporation of the 
former location forced the store to 
find new quarters. The company also 
operates shoe stores in Elkhart and 
Michigan City. 


No License to Sell 


The city of Gary has instituted legal 
proceedings against Sam Ginsberg & 
Co., operators of an alleged “branch 
shoe store’ at 1060 Broadway for 
alleged violation of the city ordinance 
which provides that branch stores 
where sacrifice sales of goods are made 
shall take out a license before doing 
business. It is claimed by the city 
that Ginsberg & Co. is a Chicago con- 
cern and that the branch store is’ set 
up in Gary for the purpose of dispos- 
ing of bankrupt and surplus stocks of 
shoes. It is understood the proceed- 
ings were brought with a view to 
protecting the home merchants. 


Lynchburg 


SUMMARY OF CONDITIONS 


Manufacturers See Slight Improve- 


ment in Shoe Situation 


Although the majority of the local 
shoe factories are still running on a 
five-day week, manufacturers can see 
signs of slight improvement in the 
situation confronting the shoe in- 


dustry. The wave of cancellation of 
orders has subsided and inquiries are 
beginning to come in in increasing 
number. 

There is much hesitancy, however, 
on the part of retailers, and the Fall 
trade shows evidences of being much 
below normal, according to informa- 
tion reaching local manufacturers from 
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Miscellaneous 





Perfection Pneumatic 
Arch Cushion 
Sateet + Prevent 
ELASTIC TIP COMPANY 5 
Beeston, Mass., U.S. A. 
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orrin FREE USE 


Of ie Sy, or Bet Bete 
ing with us; Or we will Sell Shoe Electros 


SEND FOR FULL PARTICULARS 
N.H. GROVER CO., R 63, 161 Summer St, Besten 
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Shoe Polishes 
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CREAM UNBURNABLE 


fer white buck, ete. for white kid, ete. 
NATIONAL SHOE POLISH MPG. CO., inc. 
PHIL4 DELPHIA. PA. 











The Preper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murrey St. 
New York 











SYSTEMS IN SHOE 
STORES 


Equipment, Accessories, Specialties; 
_— to use and where to get it, 

__: of “Recorder” service to 
ones 
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GRIFFIN LOTION CREAM 











In white, black, og tan, Havana brown, 
dark brown, ligh’ 





For all white kid shoes. A pastect white 
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67-69 MURRAY STREET 





y and dark gray. 


cleaner that gives a kid glove fi GRIFFIN PEUERWHITE CLEANER :, 1 polichee all kid leather. 





injurious acids. It is to the 


Fer all white shoes tt kid. ki 
Smafi (15c) Size, $14.25 Gross, $1.25 Doz. ‘or = po except kid. A thorough i ikae-ainek aa aren 
Large (25c) Size, $21.60 Gross, $1.90 Doz. 3 1-2 oz. Key Beg ‘op Carton— 3 oz. Size, $21.00 per Groas, $1.80 per Doz. 
ross, $1.25 Doz. 


$21.60 Gross, $1.90 Doz. 
YOUR WHITE BUSINESS NEEDS THESE 


There are no better or better known dressings for all kinds{of white shoes than Griffin. 


GRIFFIN MANUFACTURING CcO., Inc. 


NEW YORK, U.S.A. 
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WHEN YOU ORDER 


SPATS 


“Be sure they are 
Trufits’’ for your 
own satisfaction. 


Trufit Spats 


Are what their name implies. 
True fitting, well made and in 
a wide range of styles. 


Style tendency and 
economy will both 
stimulate Over gaiter 
sales for Fall. Better 
be prepared with the 
needed stocks. 


ALL SHADES, IN BOX CLOTH AND FELT 
Write for prices and details 


Laing, Harrar & Chamberlin 


43 N. Third St., Philadelphia 














Bureau of 
Canadian 
CANADIAN Information 


PACIFIC / 
amy HE Canadian 
Aq Pacific Rail- 


way, through its 

Bureau of Cana- 
dian Information, will furnish you with 
the latest reliable information on every 
phase of industrial and agricultural develop- 
ment in Canada. In the complete Reference 
Libraries maintained at Chicago, New York 
and Montreal are complete data on natural 
resources, climate, labor, transportation, 
business openings, etc., in Canada. Addi- 
tional data is constantly being added. 


No charge or obligation attaches to this ser- 


vice. Business organizations are invited to 
make use of it. 


Department of Colonization 
and Development 
165 E. Ontario St. 1270 Broadwoy 


Chicago 335 Windsor Station New York 
Montreal 
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the territory they cover. The situation 
is not due solely to the timidity of 
retailers—their fear of stocking up lest 
they be caught in a crash of prices, but 
the public are not buying the shoes 
they once did. There has been a tre- 
mendous falling off in demand and 
especially is this true in the higher 
price shoes. 


THE RETAIL TRADE 


Wary of Taking on Full Stocks— 
Careful Buying 


Local retail merchants are experienc- 
ing the same condition. Their sales 


BOOT AND SHOE RECORDER 


this Summer have been far below what 
they were last Summer and they fore- 
see a much-decreased Fall demand. 
Old shoes are being repaired and made 
to do duty twice as long as formerly 
was the case. In view of this lessened 
demand and, taking into consideration 
the more or less uncertainty prevailing 
in the leather trade, retail merchants 
are wary of taking on full stocks. They 
believe the atmosphere may be con- 
siderably cleared by next spring, but 
they see no immediate improvement 
and until there are some signs of an 
increasing demand and a more stable 
market, they will do their buying very 


* sparingly. 


Lynn 


‘SHORTER TOED SHOES’’ 


*‘With Lower Heels,’’ Opinion of 
Cut Sole Man 


“Shorter toed shoes, with lower 
heels will sell,’”’ remarked the cut sole 
man, “because the bottoms of them 
will wear longer. We know it. We 
have had shown to us long toed shoes 
with the toes of the soles almost worn 
off and the rest of the sole good and 
solid. Some shoe men have told us 
that we must be cutting soles from 
bellies, instead of backs. We have 
only to show them that the soles are 
intact under the ball of the foot to 
prove them of good quality. The 
toes would wear out quickly because 
they were too long; also, because the 
high heels pitched the weight of the 
body onto the forepart of the foot and 
there was unusual wear on the toes. 
The long toed shoes haven’t proved 
long wearing shoes. And, judging from 
our orders for soles, the trade is going 
back to shorter toes.” 


Thoroughbred Styles 


A Lynn manufacturer, who has great 
pride in his shoemaking, selects only 
thoroughbred styles. Except that he 
can trace each style back to some blue 
blooded ancestor, he will not make it. 
He has a ban on mongrel styles, the 
same as a dog fancier has a ban on 
mongrel dogs. 


SINGLE NEEDLE FITTING 


In “Fifth Avenue’’ Boot of Black 
Kid Leather 


V. K. & A. H. Jones & Thomas Co. 
are doing some pretty nice work in 
their stitching room and it shows up 
in the styles of the shoes. For instance, 
there’s a Fifth Avenue boot of fine 
black kid leather, a plain style, but 


handsome. One reason for its good 
looks is that it is single needle fitted. 
It is stitched with a single thread which 
is very strong, as well as very fine. 
The seams are pressed with care. 
There’s the same difference between 
this shoe and carelessly stitched shoes 
as there is between a drawing made 
with a sharp pencil and a drawing 
made with a piece of chalk. 


CUSTOM COLORS 


Old Gold Boots to Match Old Gold 
Gowns 


The business of making custom 
colored skins has come back. It was 
cut out by the war. Now it is on the 
increase. Here’s an instance of it: 

A New York store has some old gold 
dresses for ballroom wear. It wished 





THE LYNN FAIR 
The Lynn fair will take place 
September 15, 16 and 17. There 
will be a style show. 











old gold boots to match them. So it 
cut a sample of the fabric. This sample 
was sent to a Peabody tannery. Some 
skins were colored to match it. They 
were sent to New York and eventually 
they will be made into custom-order 
shoes to match the old gold dresses. 


Staples and Styles 


At factory of Lynch Shoe Co. they 
say: 

“Seventy-five per cent of our Fall 
orders call for staple style boots. For 
instance, we are selling boots of chest- 
nut calf leather, made by J. S. Barnet 
& Sons, tanners, of Lynn. They have 
Armour No. 7 iron soles. All of them 
are welt sewed. They have military 
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heels, 10-8 and 12-8 high. The vamps 
are 31% inches long. The boots are 
nine inches high. Built for long service 
boots are they. 

In styles, we are selling Grecian 
sandals, four, five and six eyelets, with 
ribbon laces, and, also, Grecian sandals 
with four cross straps, fastening with 
buckles. All of these shoes are turn 
made. All have Louis heels, Most of 
them are of black suede leather. 


Wing Tip Walking Boot 
A. M. Creighton is making for Fall 
a lot of wing tip walking boots of Russia 
calf leather. They have a welted sole 
and a military heel, 12-8 high. The 
boots are nine inches high. 


A FACTORY STORE 


Shoes Are Made According to 
Customer’s Measure 


The Lovell Factory Store in Lynn is 
employing 22 shoe makers and is mak- 
ing 15,000 pairs of welt shoes annually 
for men and women. The store is in 
the front of the shop. The factory is 
in the rear. It has a Goodyear equip- 
ment like that of a regular factory. A 
lot of its shoes are made on custom 








Where to Buy 


Children’s Shoes 
_l} 

















H.C. BROwN COMPANY 


INCORPORATED 
CHILDREN’S SHOES 
CBNERAL OFFICES. 155 LINCOLN STREET. BOSTON MASS. 











Where toBuy 


Women’s Shoes 

















Women’s McKay 


Slippers and Boots 
of Character 


Harrison-Lockwood Co. 


Factory, Haverhill, Mass. 
Boston, 108 Lincoln St. 


—_ 


OUDOIRS IN STOCK 


BLACK—COLORS 
Shipped same day order is received. 
Best materials, all leather heels. 
Prices, Black, $1.45— Red, Blue, 
Tan, Pink, $1.75. Terms 5%, 10 days. 


HAVERHILL SHOE JOBBING CO. 
69 Essex Street, Ha’ Mass. 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 
the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 


ps Stttay, 


The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 





The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 
will cramp the 
foot, injure the 
arch and destroy 
the shoe. 


This is common 
sense. 


‘The shoe is for 


the foot and not 
a store house for 
appliances. 


It is fitted between the inner aud outer soles of the shoe in the making and is a combination 


of science and sense. 


with it. 


It is the answer to weak and broken arches. Ask for shoes equipped 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 


ohnson City, N. Y........ 124 Main 
Mass 306 Broad 
Florence 
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orders. The foot of the customer is 
measured and the shoes are made 
according to his specifications. He 
may even select the leathers, the same 
as a man may select the cloth of which 
his custom suit of clothes is to be made. 


NEW GROUND GRIPPER 
co., INC. 


The Groundgripper Shoe Co., Inc., 
has taken over the business of E. W. 
Burt & Co., Lynn, makers of shoes for 
men and women. It takes over the 
retail stores, as well as the factories. 
it plans to develop the business. 

Fred Farwell is president of the 
new company. He is making his home 
on King Street, Lynn, and his office 


FRED FARWELL 


President of The Groundgripper Shoe 
Co., Inc. 


at the Groundgripper factories. He is 
a New Yorker and he was lately with 
Julian & Kokenge Co. of Cincinnati. 


GOOD BUSINESS 


Harry Thomas’ Optimistic Attitude 
Is Well Taken 

If the business which the V. K. & 
A. H. Jones & Thomas Company is 
doing is any indication of what we may 
expect in the near future, a good deal 
of the present worry about orders will be 
soon conspicuous by its absence. On 
Tuesday of this week, five shoe buyers 
came into their office and not only 
placed orders, but were so satisfied that 
they ordered a larger quantity of differ- 
ent styles than they originally intended. 

As a result of business on hand and 
business coming in, Harry Thomas is 
feeling very optimistic and is of the 
opinion that the break has come in the 
right direction, which means a general 
loosening up on the part of retail shoe 


BOOT AND SHOE RECORDER 


merchants throughout the country in a 
very short while. 


A COOL FACTORY 


And a Description of the Method 
Employed 


One North Shore factory is cooled on 
hot Summer days. The cooling is done 
this way. Water is pumped from a 
deep well. The temperature of the 
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water is 50 degrees, which is chilly. 
The water is sprayed through gigantic 
atomizers into an air shaft. This cools 
the air in the shaft. The air is blown 
by the ventilating fans through the 
workrooms. A temperature of 80 
degrees is cooled down to 70 degrees 
and the workrooms are made com- 
fortable. Besides, the air is washed 
clean. The advantages of the appa- 
ratus are obvious. 


St. Louis 


PRICES AND SAMPLES 


The Chief Points of Interest—Man- 
ufacturers Work with Market 


With most of the salesmen for the 
St. Louis houses at headquarters pre- 
paring for their Fall trips interest at- 
taches chicfly to the prices and the 
samples of the new season. In the mat- 
ter of prices a survey of the market 
indicates that when the salesmen leave 
for the road, the wholesale prices on 
the lines will show a general average 
somewhat below the June 1 figures, 
which announcement caused consider- 
able stir in the trade. Some of the num- 
bers, and these are particularly the high 
grade kid novelties, will show an ad- 
vance, but the staples, semi-staples and 
popular price goods will show the same 
or lower prices than the June 1 figures 
according as the cost sheets of the fac- 
tories justify. In this connection most 
of the St. Louis manufacturers have 
adopted a policy of working with the 
market and are buying their leathers, 
etc., as they need them to keep the 
plants in operation, incidentally having 
regard for the difficulties in the trans- 
portation situation. This attitude 
grows out of a belief that prices will not 
advance over present figures and a 
determination, if they do advance, to 
mark shoes accordingly, following ship- 
ping dates to be determined as the leather 
price changes come. 


WELL SOLD UP 


On Popular Priced Goods, Staples 
and Other Lines 


As to the factory conditions, the 
plants which operate on work shoes, 
children’s shoes, popular price goods, 
staples and semi-staples are reported 
well sold up for the season and in some 
cases well beyond present available 
capacity. There is, however, some 
capacity available for novelty goods and 
for this class of business, on which the 
deferred buying of the retail merchants 
has centered and which the retailers are 
believed to be short in supply, the sales- 
men will center their early activities. 


As to the general conditions as reported 
by the salesmen in for their samples and 
instructions, these vary with the terri- 
tories from which they come. For the 
most part, by far, the anticipation is for 
a good trip, on the ground that retailers 
not only need goods, especially novel- 
ties, but that the agricultural conditions 
indicate an active buying season on the 
part of the consuming trade and for 
which the retail trade will have to pre- 
pare. Salesmen pretty generally report 
their belief to be that retailers are low 
in stocks, with reduced advanced buy- 
ing, and that out of this will before long 
come a rush to cover which will jam the 
factories on the lines which have suf- 
fered most during the past few months. 


SHIPMENTS SHOW INCREASE 


Special Attention to Deferred Buy- 
ing Orders and Fill-Ins 


While the cancellations which were 
received during the May and June 
period of uncertainty were large in them- 
selves, they were not large from the 
viewpoint of percentage of the grand 
total of sales. There have also been a 
considerable number of reinstatements, 
with the result that forthe most part the 
shipments to August 1 show an increase 
in invoice value over the same period 
last year, though the number of pairs 
does not show the same increase. 

In general the operations of the large 
houses of the market will run closer to 
shore than they have for a period of 
years. Inventories will be kept down, 
both on raw materials and finished 
goods, except on the safest lines, but 
there will be a disposition to keep the 
operations of the factories and of the 
distributing houses in such condition 
that the rush fill-in business which is 
anticipated as result of the deferred 
buying of the Spring and early Summer 
can be handled from the floors. 

Specialty houses report themselves 
pretty well filled up with orders and 
while they are operating at about 
capacity they will be able to take on a 
certain percentage of additional busi- 
ness if it is placed on order early. Here, 
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“BEST SELLERS” 





With the finest of 


models in felt foot- 








material and the as- 
sistanceof manufactur- 


wear that experience 
has proven to be the 
most satisfying to the 











ing skill in producing 
only the fine, worthy 





trade — Companions 
are leaders. 











Send for Samples or Ask Your Jobber 





Brooklyn, N. Y- 


Republic Felt Shoe Corporation 


899 Kent Ave. 














WANT 


MARY JANES? 


hold your orders until 
you see our 


Mr. PLATZ 


Who is on the road with sample 
cases of ‘‘Mary Janes”’ exclusively. 
Stock a selection from his line and 
watch results. Some speedy sellers 
we'll say. 


af Send Postal 
Mary Janes gi ROM, Stig Tine 
Exclusively is { } + ve ey 5 tg 


P & R SHOE 
HAVERHILL, MASS. 
BOSTON OFFICE, 147 LINCOLN ST. 








Sorensen Shoe Stores, Inc., St. Paul, Minn. 


SALES MADE EASY 


by the use of 
American Interlocking Shoe Store Chairs 


Bodily discomfort distracts the customer’s attention and 
many times loses a sale. Sales are easily made when your 
oan is seated comfortably in one of these luxurious 
chairs. 


AMERICAN SEATING (OMBAAY 


General Offices: 


1016 Lytton Bldg., Chicago Room 601, 119 W. 40th St., New York 
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as elsewhere, however, the tendency to 
run close to shoes is apparent in order 
that there may not be too great an 
inventory of perishables in the houses. 


Conservatism in Footwear 


The new samples which are being 
turned over to the salesmen show a 
considerable degree of conservatism as 
relates to the novelty end of the lines. 
There is no great rush to samples in blue 
leathers or the camel shade, although 
most of the houses will be prepared to 
{ill special orders for such goods. For 
the most part the lines run to natural 
seasonal modifications of patterns, the 
rather shorter vamp, the slightly 
rounder toe and similar changes. No 
10-inch boots are in the lines to any 
extent, though here and there a sample 
is to befound. Fancy cut closings in the 
tops of boots are not numerous either, 
and in general, while the lines conform 
to the basic new styles, no disposition is 
evident to take any chances on perish- 
able goods or styles that will clog pro- 
duction in the factories. 


Clearance Sales Ending 


The St. Louis retail trade is winding 
up its clearance sales, but has not yet 
begun to make any advance showings of 
Fall goods, evidently being determined 
to bring the Summer season to a com- 
plete close before trying to start any- 
thing for the future. The goods which 
are being closed out now are entirely 
of the odds and ends class, with some 
few manufacturers’ jobs added and there 
is no particular feature to the sales 
themselves. Men’s Summer lines, like 
the women’s, are being handled with a 
view to carrying over all that will safely 
stand another season, style and price 
considered. 


NEW FACTORY 


For Boys’ Shoes—Joplin Shoe Mfg. 
Company, Joplin 


Still another factory for the produc- 
tion of boys’, youths’ and little gents’ 
shoes has been put in operation in 
Southwest Missouri, this time at Joplin. 
The plant is 50 x 60 feet, two stories, and 
will have an initial capacity of 200 pairs 
per day, which will be increased as 
rapidly as help can be obtained and 
trained. The work which started 
through the cutting room in July is 
reaching the end of the chain of depart- 
ments and the output is expected to be 
steady from the first of September on. 
The output will go for the present, at 
least, to the jobbing trade. The officers 
of the concern, which is known as the 
Joplin Manufacturing Company, are: 
President, Samuel Brown, until four 
years ago a resident of St. Louis and in 
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the findings trade, in which he has since 
been engaged in Joplin; vice-president, 
Joseph Radomsky; treasurer, Hans 
Malin; secretary, M. Arnold; all of 
Joplin. 


Business Removal 


The Offer-Robles Company, which, 
when it opened for business in the dis- 
tribution of findings, shoe factory sup- 
plies and leather, had its offices in the 
Benoist Building, has completed its 
removal to 1323 Washington Avenue, 
where it will be in the heart of the shoe 
and general wholesale district. 


New Quarters 


The Grolnek-Weiss Shoe Company, 
jobbers, will have new quarters at 1329 
Washington Avenue, in a building to be 
erected for them and other occupants 
as soon as possible. The change has 
been made necessary by growing busi- 
ness and also by the decision to wreck 
the company’s present quarters to make 
room for a large new loft building which 
will front 100 feet on Washington Street 
at St. Charles Street and about 200 feet 
on Fourteenth Street. 


SOME VACATIONISTS 


J. Bush, Bull, Brown, Vinsonhaler, 
Erhart, Church and Johansen 


John A. Bush, president of the Brown 
Shoe Company, accompanied by Mrs. 
Brown, has gone East for a short vaca- 
tion and incidentally, because of the 
location of his vacation spot, will 
probably attend to some business. He 
will be at Narragansett Pier for the 
month of August. Vice-President 
George Bull has returned from his vaca- 
tion which was spent fishing in the 
North and otherwise getting away from 
business. George Warren Brown, chair- 
man of the board, who had planned to 
make a trip with Mrs. Brown to Alaska, 
has been obliged to forego that pleasure 
because of the indisposition of both 
himself and his wife. 

Harry Vinsonhaler of the Vinsonhaler 
Shoe Company has been spending his 
vaction in the East accompanied by 
Mrs. Vinsonhaler, and incidentally he 
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has spent some time looking after his 
orders in Eastern factories which are 
coming through for the Fall season of 
the house. He is expected back in St. 
Louis shortly to prepare for the Fall 
business and to get his selling force in 
readiness for active operations. 

W. P. Erhart, president of the Erhart 
Leather Company, who has been in the 
East on a combined business and pleas- 
ure trip, has returned to St. Louis. 
During his absence he visited the Bos- 
ton and other eastern leather markets 
and also stopped, en route both ways, at 
his former home in New York State. 

F. C. Church, president of the F. C. 
Church Shoe Company, manufacturers 
of women’s specialties, has returned to 
St. Louis from a trip East, including 
Boston and the style show. His analy- 
sis of the style and merchandise sit- 
uation is that there will be an active 
demand this Fall and Winter for high 
grade novelties, due to the lack of early 
orders, which it will be difficult for 
manufacturers to fill. 

Harry G. Johansen, vice-president of 
the Johansen Bros. Shoe Company, who 
has been spending a vacation on Lake 
Tahoe, in California, with Mrs. Johan- 
sen, is expected back in St. Louis by 
the end of the present month. Sales 
Manager Charles S. Strayer, who has 
been taking a two weeks’ vacation, 
returned to his desk Monday and re- 
sumed preparations for the Fall trips of 
the salesforce which will begin August 
21. 


ST. LOUIS BRIEFS 
Live Wire News of Men and Events 


John A. Bush, president of Brown 
Shoe Company, left with his family, 
August 5, for Narragansett Pier for a 
month’s vacation. He waited for the 
trip until after all of the salesmen had 
been in and he had an opportunity to 
talk things over with each one. 


Bert Barnett, advertising manager of 
Friedman-Shelby Shoe Company, left 
last week for South Haven, Mich., to 
spend his vacation. He will return 
about August 20. 


Boston 


The vacation period has reduced the 
salesforces and those who are on duty 
are obliged to move lively despite the 


DOG-DAY WEATHER 


Retail Shoemen on Vacations— 
Business Is Normal 


Boston has experienced a week of real 
dog-day weather. The sultry days 
started on Sunday and kept the retail 
store people busy trying to keep cool 
and still do business. 


uncomfortable atmosphere. The dis- 
agreeable weather affected selling to a 
slight degree, but business averaged 
well for the entire week. Shoe sales 
still continue, but the zest with which 
the public responded some weeks ago 
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has lagged. Merchants are putting in 
their Fall and Winter stocks— many 
have their staple styles all bought. An 
active business is anticipated commenc- 
ing with the middle of September. 


THE WHOLESALE TRADE 


Confronted with Big Business for 
Immediate Deliveries 


There is every indication of big busi- 
ness ahead for the wholesale shoe trade. 
Retail merchants have already begun 
to place orders for immediate delivery. 
The in-stock departments of the fac- 
tories are also showing much activity. 
Those who have studied the situation 
closely have come to the conclusion that 
these conditions will maintain in strong 
degree for the next year. 

From the orders placed, it looks as 
though boots would be sold in large 
numbers this Fall. The new 10-inch 
models, with wave tops, will be pre- 
sented, as well as the 8% and 9-inch 
models. A popular length vamp will be 
3 5-8 inches, with a great many Cuban 
and military heels, and the Louis for 
the strictly dress proposition. 


AT SHEPARD, NORWELL’S 


C. B. Merrill, Manager of Shoe De- 
partment, on Vacation 


A visit to the shoe department of 

Shepard, Norwell Company found the 
manager, C. B. Merrill, on the second 
week of his vacation. He will return to 
the store on next Monday, when the 
assistant manager, B. Andrews, will 
start on his two weeks of relaxation. 
Mr. Andrews had a word to say as fol- 
lows: “This disorder which we have had 
in the shoe business is disappearing and 
when it has run its course and we fully 
recover, we will be in much better shape 
—much the same as the human system 
operates. The public is getting tired of 
seeing sale shoes and it will be ready 
for the Fall’s new offerings at the higher 
prices. The stock markets realized 
trouble which we are now experiencing 
two years ago. 


Present Conditions Analyzed 


““Manufacturers have had an enor- 
mous amount of money tied up in high 
priced materials and high priced labor, 
they ran their factories at full capacity 
and did all they possibly could to as- 
semble and get their production ready 
for the consumer while high prices pre- 
vailed and before the crash came, but 
they were not quick enough—the crash 
came sooner than was anticipated. I 
believe that a lot of men will be poor 
men before we get through—many who 
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have made fortunes are going to lose 
them—in the shoe business for instance, 
many factories have thousands and 
thousands of pairs of shoes made up 
waiting for some one to take them at 
the old price which they cannot get. 
I believe those manufacturers who have 
conducted sales did the right thing at 
the right time. In this store, we have 
10,000 pairs of shoes which we have sold 
at a sacrifice price since the last day of 
July. But we have only a very small 
lot of these sale shoes left. 


Styles for Fall 


“In regard to our stock for Fall, we 
shall carry legitimate lines¥with few 
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A PHENOMENAL GROWTH 


S. Rosenberg & Co. to Occupy New 
Quarters at 140-146 Essex 
Street 

S. Rosenberg & Co., known as “The 
King of Jobs,’’ who have been located 
for the past ten years at 209 Essex 
Street, Boston, will commence opera- 
tions in their new quarters—140-146 
Essex Street—with the new year—Jan- 
uary 1, 1921. The growth of this house 
has been remarkable. In 1903, the 


house was located at 72 Lincoln Street, 
where it remained until 1910; at that 
time, it was necessary to get larger 
quarters at 209 Essex Street, but these 
are now not large enough and the build- 
ing at 140-146 Essex Street has been 









New Home of S. Rosenberg & Son, 140-146 Essex Street, 
Boston, to Be Occupied by Them January 1, 1921 


fancies, as staple as cheese and tea and 
coffee. I believe that novelties will be 
taken up on the impulse of the mo- 
ment just as the big fellows in the retail 
shoe trade feel. I believe that we shall 
sell more high shoes than low, and that 
the call for boots will start in early in 
September, just the minute it becomes 
noised about that boots are higher in 
price than they have been. For these 
special sales are about off their minds.” 





. chosen. The ground floor of this build- 


ing will be devoted to the offices and 
sample rooms, and the first floor will 
contain the private sample room—the 
other floors will be devoted to stock 
now contained in the present three or 
four outside storerooms and supply 
basement—in fact the entire business 
will be concentrated under one roof. 
This is a fire-proof building and has 
complete elevator service. 
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The firm is composed of Sol Rosen- 
berg and his son, Lewis, who are ‘‘on 
thejobs” every minute. S.W. Langer is 
Advertising Manager, and is also a live 
wire. These men with their corps of 
shoe hustlers buy and sell shoes for 
every member of the family of jobbers 
and the large retail merchants. They 
sell much merchandise by mail. All 
shoes are sold in case lots. The policy 
of their business is volume and small 
profits due to the fact that volume is so 
great. : 

Many Felt Orders 


‘*We are selling more high shoes than 
low shoes,”’ said S. W. Langer, Adver- 
tising Manager of the firm, “and low 
heels predominate. We are booking a 
lot of orders for felt goods, which are 
selling exceptionally strong. We have 
recently made an exceptional purchase 
of 90,000 pairs of tan marching boots 
from the Surplus Property Division. 
These are loose nailed, Goodyear 
stitched, on a special reinforced last, 
double soles, bellows tongue and back 
stay. 

Rapid Fire Turnovers 

‘*Business has increased wonderfully,” 
said Mr. Langers. We believe in quick 
turnovers and small profits—all of our 
purchases are cash transactions—none 
are too large for us to buy, and none too 
small. We have the confidence of the 
people and do not abuse it. We have 
three expert buyers out all the time and 
we all assist. Sometimes we sell at a 
loss of $2 a pair in order to move our 
stock—‘Move ’em fast’ is the policy 
of the house. When a shoe is in our 
house for two months it is old—and we 
get rid of it. ‘Sell and Repent’ is our 
motto. 


The Jobbers’ Opportunity 


“IT see in the present situation, with 
a scarcity of shoes and high prices, a 
wonderful opportunity for the jobber,”’ 
said Mr. Langers. “There is practi- 
cally no production at the present time. 
The low shoe market was demoralized on 
account of the weather, and the manu- 
facturers with so many cancellations 
have concluded that they had better 
stop for a while. Prices will not. be any 
lower. The shoes bought at the recent 
sales are not going to last forever and 
factories cannot turn shoes out over- 
night. After a shutdown of a few 
months, it will take a factory from six 
to eight weeks to turn out shoes after 
they get started. Merchants will have 
to go out into the market and buy 
shoes and pay whatever price it is neces- 
sary in order to get them. 

“‘We have trade from all over the 
country—also from Porto Rico, Cuba, 
Mexico, and foreign countries. This 
man over there just came in from Cuba; 
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the other man is a big jobber from San 
Antonio.” 


A SCOTCH WINDOW 


Moorhead’s Shoe Store, Quincy, 
Mass., Competes for Prize 


The Moorhead Shoe Store, 1547 
Hancock Street, Quincy, Mass., ar- 
ranged a very clever window to cele- 
brate the gathering of the members of 
the Clan MacGregor, No. 5, which 
was held in that city yesterday, Friday, 
August 13. 

The retail merchants of Quincy de- 
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cided that this occasion would be an 
opportune time to test the abilities of 
their window trimmers in the way of 
something attractive in a clever trim. 

The Scotch colors were artistically 
draped and accentuated to good ad- 
vantage the footwear displayed. Judges 
from Boston will award a prize to the 
best arranged window. The good serv- 
ices of window trimmer Harry G. 
March were employed to advantage. 

The window, just as it delighted the 
Clan MacGregors and those outside of 
the Scottish fraternity, will appear in a 
later issue of the “‘Recorder.”’ 


Brockton 


BROCKTON SHOE SHIPMENTS 
INCREASING 


384,853 Cases Went Out of City the 
Past Year 


The total shipments of shoes from 
this city for the year to date are 384,853 
cases. The week of August 2, 14,080 
cases left Brockton, which represents the 
highest point attained since the week of 
April 10. Last year at this time the 
records showed 15,193 cases shipped. 

The healthy condition of Brockton’s 
shoe industry is something to stir the 
pride of every Brocktonian. It should 
be reason for sustained effort to make 
the fame of Brockton shoes endure. 
Unremitting energy and devotion to 
duty of all identified with the great 
industry have made what measure of 
success has so far been obtained possi- 
ble. Progress and prosperity will un- 
questionably follow large doses of the 
same prescription. 


Start on Navy Order 


Cutting of stock for the recent 100,- 
000 pair order of shoes for the United 
States Navy began recently at the 
Emerson Shoe Company, Rockland. 

Work on this contract means busy 
days for the Emerson employes. 


Bids for Puttee Contract 


The Pels Shoe Company of this city 
was one of the low bidders on 3,000 
Spring and 1,000 strap puttees for 
Army officers at $13.05 per pair. 

The contract was placed for the put- 
tee deemed best suitable for the use to 
which it is to be put. Pels Shoe Com- 
pany bid $13 per pair, the same figure 
as the A. E. Little Company of Lynn. 


A Western Visitor 


General Manager Howard F. John- 
son, of Rindge, Kalmbach & Logie, a 


former Brockton shoe man, was in at- 
Jendance at the National Shoe and 
Leather Exposition and Style Show, 
Inc., in Boston recently and visited his 
Brockton friends before returning west. 


ON FALL SHOES 


George E. Keith and Judge Reed on 
Other Side 


The Brockton Shoe Manufacturing 
Company is preparing to start its Fall 
shoes. A good volume of orders is on 
hand. 

Message has been received stating the 
arrival in England of George E. Keith, 
head of the George E. Keith Company, 
and Judge Warren A. Reed, who have 
planned to visit the battlefields of the 
world war. 


Entertain New York Tradesmen 


Thirty representatives of the John 
Melville Corporation, New York City, 
executives and store managers, were 
recently guests at the Mawhinney Last 
Company, Spark Street. Members of 
the firm, Paul S. Jones and Walter A. 
Brown, entertained them royally. The 
party was taken over the factory and 
saw the progressive steps of last mak- 
ing. At noon, the Commercial Club 
was the point of interest, dinner being 
served there under surroundings that 
always lend zest to a repast. Paul S. 
Jones, Walter Brown and Arthur Per- 
kins, superintendent of the factory, 
together with Fred Shurtleffe, salesman, 
made the day one long to be remem- 
bered by the visitors. 


Awarded Navy Contract 


The Emerson Shoe Company, Rock- 
land, Mass., has received word that it 
has been awarded the contract for 
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making 100,000 pairs of navy shoes for 
the United States government. 

This company was the lowest bidder 
for the business among a large number 
of shoe concerns among whom was Wall, 
Doyle & Daly, Inc., of Brockton. The 
winning bid was $5.84. 


High Shoes For Men 


In accordance with the plan which 
has been in operation since beginning 
business, Wall, Doyle & Daly will con- 
tinue to produce only men’s Goodyear 
welt high shoes. Colored leather is cut 
exclusively and all shoes carry rubber 
heels. This firm is turning out 640 
dozen pairs a day. It is on the Fall run 
now, employes working five and one- 
half days a week. 


SEEN AND HEARD 


Shoe and Leather News in and 
Around Brockton 


Joseph L. Wirtz, sales manager of the 
Brockton Heel Company, with head- 
quarters in Cincinnati, has resigned to 
enter business for himself. 


BOOT AND SHOE RECORDER 


Maurice F. Hatch has accepted the 
position of buyer with Stacy-Adams 
Company. Mr. Hatch comes from the 
Regal Shoe Company with plenty of 
experience in similar work. 

The Three K. Shoe Company. of 
Stoughton is reported to be doing a very 
large business. The run of orders is 
necessitat ng overtime work. 

C. A. Sabine, sales manager of the 
Marion Shoe Company of Marion, In- 
diana, and well-known in shoe circles 
around Brockton, rolled into the city 
recently at the wheel of his car which he 
had driven from his present western 
home to the place of pleasant memories 
in the East. 

Fall orders are receiving attention at 
the “Dalton” factory. Work was re- 
cently resumed on goods for immediate 
delivery. 

The big addition to the V. & F. W. 
Filoon Company’s factory is finished. 
This gives the company many extra 
thousand feet of working space. The 
addition is 110 feet long, 45 feet wide 
and three stories high. It provides 
adequate basement space also. 


Cleveland 


BUSINESS IS GOOD 


A Banner Six Days—Many Cleve- 
landers Return Home 


Last week in Cleveland was the best 
six days ever experienced by men in the 
shoe business. 

Retail merchants have pointed to the 
first week in August, 1919, as the ban- 
ner one for that period, but now they 
have a new record of six days’ business 
to point to. 

A dozen of the proprietors of the 
larger stores in the down-town district 
were visited, and each agreed that there 
has been a big increase in business in the 
past week. More consumers visited 
the stores, and they were freer to buy 
than they have been. 

July always has been the banner 
month for vacationists. In that month 
thousands flock to Summer resorts, and 
while many here seek their annual rest 
during the month of August, yet the 
migration back home sets in about the 
first week of August. The days are 
rather warm here in August, but the 
nights are cool and comfortable. The 
front porch is a good place to sit and 
rest. Breezes from Lake Erie are at 
about their best. 

Many merchants asserted that the 
increase in business was due to the re- 
turn of Clevelanders from the seaside. 

Others argued that the campaign 
gainst high prices has reached its crest 


and is on the downward grade, and now 
the consumer is no longer holding off to 
see what effect the drive of newspapers 
for lower prices will have. There has 
been little in the papers about prices. 

It has been a long time since Cleve- 
landers enjoyed such bargains at the 
shoe stores as they have had since the 
Spring season started. The bargains 
and the reduction of prices generally 
undoubtedly has had a good effect on 
business. 


SIX MONTHS’ SUMMARY 


Money Receipts and Number of 
Pairs Have Increased 


With more than half of the year 1920 
gone, Cleveland merchants who have 
taken account of their business assert 
they have no cause for complaint, but 
every cause for rejoicing. 

The returns have been exceptionally 
good. The money receipts exceed 
those for the same period in 1919, while 
the number of pairs sold is greater. 

The season did not start so pro- 
pitiously as a year ago, but there has 
been a rush of buying lately that has 
done much to clean up the merchants’ 
stock and place them in position to 
handle a good stock of Fall shoes. 

At one down-town store it was stated 
that the volume of business thus far is 
30 per cent in excess of last year’s record. 
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In another the increase was placed at 25 
per cent. : 

That there is plenty of money in the 
pocketbooks of the consumer is evi- 
denced by the fact that the merchant is 
not only carrying fewer charge accounts, 
but those that he has on his books do 
not owe so much money on an average 
as they did a year ago. 

There is no evidence of any unhealthi- 
ness in the shoe business. There have 
been no failures in Cleveland and those 
who have retired from business have 
sold at a profit. 


SALES VOLUME 


50-50 on White Cloth and Spring 
Oxfords 


The volume of sales last week was 
about 50-50 on whites and Spring ox- 
fords. The white goods sold were 
practically all oxfords and cloth. White 
cloths have moved freely at the regular 
prices, and there has been no spectacu- 
lar maneuvering to dispose of them. 

The low white season in this city will 
establish a new record, according to 
present indications. And it will do so 
under circumstances favorable to mer- 
chants. Tan and mahogany oxfords 
from the Spring stock have proved good 
sellers, with high heels selling slightly 
better than last month. 


THE WHOLESALE TRADE 


A Rush of Ship-at-Once Orders Are 
Being Placed 


The improvement in business has 
been reflected in jobbing and wholesale 
circles. 

Just now there is a rush of ship-at- 
once orders. The merchant’s stock is 
getting low and he wants shoes and 
wants them at once. This year has 
been an unusual one for the shoe mer- 
chant. His stock of Spring and Sum- 
mer goods cost him considerable more 
than ordinary, and he held off buying 
until he disposed of his stock or at least 
a larger part of it. Then there was the 
campaign for lower prices that was con- 
sistently waged. It made the mer- 
chant uneasy about placing his order. 

But he is seeing clearer now than he 
did some months ago. He has by con- 
ducting a series of sales that started the 
first of June and is still in progress 
cleaned up his stock or has it in good 
shape. As he looks the market over he 
sees that shoes have gone as low as they 
will for some time. And he places his 
order. 

The smaller merchant in Cleveland, 
on the average, did his buying early, 
while the large merchant held off. Now 
the big fellow is placing ship-at-once 
orders. In one of the big down-town 
stores it was stated that less than 300 
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pairs of an immense stock of white 
goods remain. The stock of oxfords is 
down to a low figure. 

The merchants are ordering by 
freight, parcel post and every way to 
cet their supplies here quickly. 


FALL PREDICTIONS 


Sor Big Season on Oxfords and 
Spats 


The average Cleveland merchant is 
voking forward to a big Fall season in 
»xfords. 

He also expects to sell large quanti- 
cies of spats. 

Mahogany is expected to be the popu- 
tar color, with Chippendale and tan 
iolding up well. 

The weather, however, will play a big 
part in Fall sales and if the season is 
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disagreeable boots will come back and 
crowd the low shoes from the center of 
the stage. 

Cleveland women, from present indi- 
cations, will wear arctics next Winter. 

There have been a few inquiries for 
them to date. The inquiries come 
from bargain hunters; women who are 
looking for opportunities to buy at 
prices under what the Winter market 
will be. 


Koontz in Cleveland 

K. W. Koontz, who for some time 
has been at the Columbus office of the 
Endicott, Johnson Company, has come 
to Cleveland and joined the local staff 
of the Endicott, Johnson Company. 
He has succeeded W. W. Wallace, who 
has gone to the Cincinnati office of the 
corporation. 


Columbus 


RETAIL TRADE 


Sales Stimulated by Heavy Ad- 
vertising of Cut Prices 


Merchants report that retail trade, 
generally speaking, has not been up 
to expectations. Sales are being stim- 
ulated by heavy advertising and mer- 
chants say that they are giving unusual 
bargains to move goods. The season 
has been more backward than for several 
years and this has caused slow move- 
ments -of Spring and Summer goods. 
Rather than carry these goods over, 
merchants have cut prices. 


Jobbing Lines Move Slowly 


Jobbing lines are moving slowly, 
traveling men reporting that retail 
merchants throughout this territory 
covered from Columbus are pursuing a 
hand to mouth course and are delaying 
the placing of orders on higher price 
goods, while the cheaper grades are 
meeting with entire favor and orders 
being placed freely on this grade. Some 
retail merchants contend that there is 
likely to be a recession in prices, but this 
is combated by the jobbers, who say 
that with production still behind and 


labor high there is little chance of a 
drop in wholesale and manufacturers’ 
prices. 

At the Factories 


The local plants are again running, 
after their usual vacation, and are turn- 
ing out Fall goods in usual quantities. 


RECENT DEATHS 


Walter F. Stewart and Mrs. Emery 
Bradford 


Walter F. Stewart, who had been 
buyer and manager of the junior 
department of the A. E. Pitts Shoe 
Company up to several years ago, 
died of acute indigestion recently at his 
home here in this city. While Mr. 
Stewart had relinquished the active 
managership of this department several 
years ago, he had been on the payroll of 
the Pitts Company up to the time of 
his death. 

Unconscious ten days from an in- 
fection which set in from her teeth 
Mrs. Emery Bradford, wife of Emery 
Bradford, president of Bradford Shoe 
Company, died last week at the Grant 
Hospital. 


Haverhill 


MIDSEASON LULL 


Shoe Manufacturers Are Enjoying 
the Simple Life 


The midseason lull in the manu- 
facturing activities of the city is on. 
The call of the country comes at a time 
when employer and employe can best 
take advantage of it. 


Some of the 


Haverhill manufacturers and workers 
have selected sites on nearby lakes 
where the simple life is practised with 
ease. Interest in agriculture and live 
stock is a side issue with many. One 
man recently told the “Recorder’”’ cor- 
respondent that his little pigs would be 
just the size for killing this Fall. My 
mouth watered for a taste of the flesh 
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from one of those roasted squeelers 
Roast pork and apple “‘sass’’—a combi- 
nation fit for a king and an old New 
England Homestead repast that leaves 
a never-to-be-forgotten goodey-goodey- 
taste in the mouth of those lucky enough 
to have it. The old open grate with 
the swinging crane have given away to 
electric juice for heat in the modernly 
equipped home, but results are none the 
less appetizing or enjoyable. 


Beautifully Located 


Haverhill is one of the most beauti- 
fully located cities in Eastern New Eng- 
land. From the upper story of the 
Hopkins & Ellis factory the opportunity 
was recently afforded to view the sur- 
rounding country in all its midsummer 
attractiveness. Great hills rise im- 
posingly from the valley through which 
the Merrimac river finds its way to the 
sea, and in the level stretches of verdant 
land many lakes appear like mirrors to 
the observer. A Haverhill resident 
need not travel far to enjoy all the sea- 
shore and country he longs for. 





NEW FACTORY GROWTH 


Work on Witherell & Dobbins Co. 
Plant Progressing 


Work on the new factory for Witherell 
& Dobbins Co. of this city is progressing 
nicely. Appearance today indicates 
that it will be nearly, if not entirely, 
completed by time cold weather sets in. 
This building will indicate Haverhill 
shoe manufacturing strength to the 
thousands who enter Boston over the 
division of the Boston & Maine R. R. 
which passes through Haverhill. The 
location of the Witherell & Dobbins 
factory is but a short distance from the 
heavy duty railroad bridge across the 
Merrimac river and looms large from 
the train coach windows. 


SALES STIMULATORS 


An Interest in the Colored Kid 
Movement Manifested 


Novelty is the keynote of the retail 
shoe trade. This has been emphasized 
recently in no uncertain way. Witha 
quiet market, the manufacturers have 
had a chance to think of new things. 
Results have proved attractive to the 
distributors of footwear throughout the 
country. 

As a Haverhill shoe manufacturer 
said recently, ‘Shoes of blue kid, camel, 
golden brown and Havana brown give 
us a chance to originate styles that take 
with the public and help dealers force 
sales.” 

A woman seeing a shoe which makes 
a strong appeal because of its colorful 
beauty is very likely not to rest easy 

(Continued on page 126) 
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Louisville 


UNFAVORABLE PROSPECTS 


A Summary on Fall Business in 
Retail Trade 


With the prospect of no improvement 
in the transportation situation and the 
falling leather market, retail merchants 
are hesitating between buying early 
while railroads are in comparatively 
good shape and while deliveries may be 
expected to~ be reasonably good and 
holding off buying in the hope that the 
leather market will force manufactur- 
ers to lower prices. In the meantime, 
estimates for Fall business are being 
cut. What effect the reduced price 
sales now being conducted by almost 
every retail merchant will have on Fall 
trade is a matter of much speculation. 

At the present time men are buying 
high shoes for Winter wear and many 
women are buying oxfords which may 
be worn with spats during the Winter. 
In addition to this tendency, retailers 
will have to explain to the buying pub- 
lic why they must charge $15 in the 
Fall for shoes they sold in the Summer at 
$5. Considering these two things, the 
prospects for good Fall trade are any- 
thing but bright and rosy. 


A Fire Loss 


An $8,000 stock of shoes, which was 
insured for only $2,000, was destroyed 
by fire of unknown origin last week in 
the store of the Klein Furnishing Goods 
Company. The shoes were the prop- 
erty of the Progressive Shoe Company, 
which had stored them in Klein’s. The 
loss of the Klein Company, including 
its shoe stock, is placed at $150,000, 
only a small part of which was insured. 
Four persons were injured during the 
fire. 


Retail Merchants’ Picnic 


The second picnic of the Louisville 
Retail Shoe Association will be held 
August 17, at the grounds of the Pas- 
time Boat Club, according to a circular 
letter mailed to members by M. R. 
Dougherty, secretary of the association. 
It will be an all-day affair. 

Two baseball teams have been or- 
ganized, the Hitems and the Stick- 
ems, and will engage in battle in the 
afternoon. Various other contests have 
been arranged. Chicken dinner will be 
served at 6.30. 


A ROTARY SPEAKER 


Al Vogel States Conditions in the 
Shoe Trade 


Al Vogel of the Vogel Brothers Shoe 
Company was the chief speaker on the 


program at the meeting of the Louis- 
ville Rotary Club held last week. 

Mr. Vogel’s speech dealt with condi- 
tions now prevalent in the shoe busi- 
ness. He said that nine-tenths of the 
shoe factories of the country are closed 
and will not open until retail merchants 
begin to buy. John Gates, secretary and 
manager of the same company, exhibited 
a moving picture taken at the Vogel 
factory which showed the different 
processes involved in shoe manufactur- 
ing. Mr. Gates explained the picture 
as it was shown. 


LOUISVILLE BRIEFS 


News of Men and Events in Old 
Kentucky 


Fred Kohler, shoe buyer for Crutcher 
and Starks, will spend a short vacation 
at the South Park Fishing Club next 
week. He plans to take a longer vaca- 
tion this Winter on a trip to Florida. 


Fred Fedler and Ben Wullenbrock 
of the Boston Shoe Store have left for 
Boston and New York on a business and 
vacation trip. They will be gone about 
two weeks. 


C. A. Griffin, formerly at Macy’s, 
New York, is now with the Louisville 
store of-the Travers Shoe Company. 


E. F. Potter, formerly with Brandt’s, 
St. Louis, who returned to Louisville a 
few weeks ago, has become assistant 
manager of the women’s department at 
the Boston Shoe Store. Mr. Potter 
was with DuRand and Perry here before 
he went to St. Louis. 

G. W. Steuber of Husch Brothers, 
has returned from a vacation and busi- 
ness trip to New York and Boston. He 
was gone a month. 


J. C. Fedler, Sr., of the Boston Shoe 
Store, has begun an automobile tour 


* of Indiana, Ohio and Wisconsin. He 


will be gone three weeks. His son, J. C. 
Fedler, Jr., associated with him in 
business, has just returned from a three- 
weeks’ vacation spent in Boston, New 
York and other eastern points. 


Granville L. Burton of Crutcher and 
Starks has left for New York on a ten- 
days’ business trip. 


Ben Krumpelman of Miller’s, Ltd., 
has left on his vacation. He will spend 
two weeks visiting friends in Cincinnati. 


Charles E. Phillips, manager of the 
shoe department at the Stewart Dry 
Goods Company, will leave early next 
week for a fishing camp up the river 
where he will spend a vacation. 
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Workers’ Compensation Increased 


A change in rates on workmen’s 
compensation insurance in Kentucky 
will be announced shortly by the Com- 
pensation Board now in session in Frank- 
fort. The rate per thousand dollars of 
payroll for shoe manufacturers is raised 
from 27 cents to 30 cents, and for re- 
tailers is lowered from 38 cents to 36 
cents. 


C. W. Prather Dead 


Calvin W. Prather, for many years 
engaged in the retail shoe business in 
Jeffersonville, Ind., died a few days ago 
at the home of his daughter, Mrs. C. E. 
Pittman, in Indianapolis. Mr. Prather 
was 75 years old. He had been secre- 
tary of the Grand Lodge of Masons in 
Indiana since 1901 and had been promi- 
nent in Masonic circles. He was also 
city treasurer of Jeffersonville a few 
years ago. 

He is survived by his daughter and 
one son. 


Store Management Changes 


H. E. Preston, formerly with Byck’s, 
has returned to Louisville to become 
head of the shoe department at the 
Kaufman-Straus store. Mr. Preston 
left Byck’s to go with the Scholl Manu- 
facturing Company, in Chicago. He 
takes the place of W. I. Fraser, who 
came to Louisville a short time ago from 
Salina, Kansas. Mr. Fraser has gone 
to Columbia, Ky., to spend the Summer 
with his family there. He has not an- 
nounced his plans for the future, but 
said he was considering starting a store 
of his own this Fall. 





New Positions 


**Billie’’ Burke Comes to Providence 
—MceNiff Goes to Olneyville 


W. J. Burke, former manager of 
Vreeland’s shoe store at Olneyville, 
R. I., has accepted the position as 
floor salesman with “John The Shoe- 
man” on Mathewson Street. Mr. 
Burke is better known in the trade as 
“Billie” and is a man of great initiative 
and ability with a thorough knowledge 
of the shoe game. Mr. Burke was at 
one time connected with the Cutter 
Stores and also manager of the Paw- 
tucket Remo Shoe Store. 

“Tom” McNiff, formerly with “John 
The Shoeman”’ of Providence, has just 
assumed the duties of general buyer of 
shoe departments at San Souci’s De- 
partment Store in Olneyville, R. I. 
Mr. McNiff is well known and a firm 
believer in the .poliey of letting his 
salesman ‘“‘stick to the stick.” 
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ST. LOUIS TRAVELERS 


Frank C. McGriff Gives Report of 
Active Buying on Coast 


Frank C. McGriff, representative on 
the Pacific Coast for Lund-Mauldin 
Shoe Company, with headquarters at 
Los Angeles, is in St. Louis inspecting 
the new samples. He reports revival of 
business on the coast. California retail 
merchants, according to Mr. McGriff, 
are enjoying an unprecedented volume 
of business. He looks for active buying 
this Fall. 


Regarding Boyd 


J. E. Boyd, traveling Texas for Lund- 
Mauldin Shoe Company, says crop pros- 
pects were never better in the Lone 
Star State. Big Fall business is assured. 


A Lund-Mauldin Meet 


The Lund-Mauldin Company sales- 
force will be in St. Louis week of August 
16. 


KINCANNON WITH BROWN 


Succeeds J. A. Ballard in State of 
Arkansas 


G. B. Kincannon, formerly with Ham- 
ilton, Brown Shoe, is leaving with 
the Brown Shoe Company line for 
the first time. He succeeds J. A. 
Ballard in Arkansas. Mr. Ballard is 
taking the place of C. E. Wilkins, who 
has represented Brown Shoe Company 
in that territory for 15 years. Mr. Wil- 
kins has just undergone a major opera- 
tion, which, while successful, has left 
him in a rather weakened condition and 
he has returned for the time being. 


Regarding Nicholl 


H. J. Nicholl, vice-president of Van 
Kleeck, Incorporated, is in the house for 
a few days before going into his territory 
east of the Mississippi. 
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John Fischer on Trip 


John Fischer, salesman for Van 
Kleeck, Incorporated, is in the house 
for several days. He will leave for his 
territory about August 15, covering the 
larger citie: of the west. 


CLEMENS RETURNS 


Sales Manager for Tweedie Boot 
Tops Reports Encouragingly 
Wm. P. Clemens, manager of adver- 
tising and sales of Tweedie Boot Top 
Company, has returned from a month’s 





The knight of the grip whose 
photograph is reproduced in the 
circle above is James Spencer. 
“Jim” will travel the coming 
season for the McElroy Sloan 
Shoe Co., St. Louis. 

Send in your photographs, 
men. We want ’em for this 
department. 











trip to Chicago, New York, Boston and 
other eastern points. While away Mr. 
Clemens attended all of the shoe style 
shows held during July, in all of which 
Tweedie Boot Tops were exhibited. 
Mr. Clemens reports a very encourag- 
ing outlook for Tweedie Boot Tops this 
Fall. 


SEMI-ANNUAL GATHERING 


Of Entire Salesforce of Brown Shoe 
Company 

The entire salesforce of Brown Shoe 
Company held a semi-annual gathering 
at the White House, St. Louis, the week 
of August 2. On Wednesday night, 
August 4, at 7 p. m., the big. general 
meeting was held, at which time the 
salesmen were addressed by Mr. Krail, 
secretary; Mr. Bull, vice-president; 
Mr. Bush, president, and F. P. Mann of 


Devil’s Lake, N. D., a customer of the 
house. The whole meeting was pre- 
sided over by T. F. James, general 
sales manager. It was a short, snappy, 
business meeting, full of “‘pep,” and a 
meeting that was enjoyed by every one 
present. 

The salesmen have now left for the 
territory for a new season, firmly believ- 
ing that while business might have been 
off the past few weeks or months, that 
it is going to be good for those who go 
after it. 


THE TWO JOHNSONS 


G. W. with Pedigo-Weber—H. C. 
with James Clark 


G. W. Johnson has associated him- 
self with Pedigo-Weber Shoe Company 
in the capacity of salesman, and will 
cover Alabama, Georgia and Florida. 


H. C. Johnson has associated himself 
with the James Clark Leather Company 
as specialty salesman. He will travel 
the larger cities of Pennsylvania, Mary- 
land and New York and east, carrying 
the, Kewpie Twins line. Mr. Johnson 
was formerly with the Emerson Shoe 
Company and is well known to the shoe 
trade in the territory he will cover. 


James Curran Returns 


James Curran has returned to James 
Clark Leather Company after an ab- 
sence of a year. He will cover Southern 
Illinois. 


Brown Shoe Men 


R. R. Pew, in charge of the Pacific 
Coast Department of Brown Shoe Com- 
pany, and F. L. Wisherd of Oregon 
made the trip into St. Louis for their 
samples this season. J. L. Anderson, 
D. A. Davenny and J. W. Council,also 
from the far West, decided not to make 
the trip. 














Buyers’ Easy Reference Directory 


y= *“Those totally different shoes x 


No. 4510 IN-STOCK 


Russia Calf 5 Eyelet Ox- 
ford. Goodyear Welt. 
Cuban Heel. A to D. 


$6.75 


BLUESTEIN 
BROS. 


173 SUMMER ST. 
BOSTON, MASS. 











ALIFETIME OF 
SHOEMAKING 
EXPERIENCE 


Ped BASKET | 


HARNEY, TRACY, CREHAN CO. 
FACTORY * S89ESSEX ST..LYNN.MASS. 
BOSTON OFFICE: 10 HIGH STREET. 

















PENTUCKET COMFORT 
LINE 


Consists of Women’s Boots, 
Oxfords and Strap Sandals 
—of Vici Kid and Cabretta. 
Case lots only. Prices up- 
on request. 





HAVERHILL, MASS. 


PENTUCKET SHOE CO., Inc. 

















FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
his own language. Make if easy for him to understand 
your message. 

Our business ‘is to translate English into French, and 
vice versa. Not only letters, but catalogs, brochures, 
pamphlets, ete. 

Write the Editor, The Export Recorder, 207 South St., 
Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 








R. A. CHENOWETH & CO. 


147 Lincoln Street, Boston, Mass. 
Migrs. of TOP GRADE TURNS 


. A 
Winning Style 


SOLE LEATHER 
AND 
BELTING BUTTS 


TANNAGES 
Mt. Jewett Burke Muskegon 


Boston, Mass. 


MYER T. ORNSTEEN SHOE CO. 


HAVERHILL, MASS. 


Where we manu- 
facture women’s 
high grade Mc- 
Kay novelties. 


“The Shoe of 
Quality.” 


Our New Factory 
Boston Office, 212 Essex Street Room 44 


Blind Eyelet 
Shoe Laces 


- They pay the dealer a liberal profit and 
also earn for him the good will of his 
customers. 


Ask your jobber. Write us for samples. 
The Narrow Fabric Co. 
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AT BOSTON OFFICE 


R. B. McCarthy at 183 Essex Street 
Covers New England 


R. B. McCarthy is now in charge of 
the Brown Shoe Company’s Boston 
office, 183 Essex Street, and will cover 
the New England States. With him 
will be Mr. Edw. E. Miles. Both of 
these men have been most agreeably 
curprised at the magnitude of the Brown 
Shoe Company organization as a whole, 
this being their first trip to St. Louis; 
they returned to the northeast corner 
of the country, very enthusiastic over 
the prospects that they have in sight. 


Cohn in Minneapolis 


B. J. Cohn, who has been with Dia- 
mond Shoe Company in Chicago, will 


B. J. COHN 


In Charge of Diamond Shoe Co.’s 
Minneapolis Office 


this coming season represent the Dia- 
mond Shoe Company in Minnesota, 
North and South Dakota. 

Mr. Cohn will open an office in Minne- 
apolis. 


WITH G. G. SHOES 


James A. Lawrence Is on Trip 
South and West 


James A. Lawrence of Hopper, 
Lawrence Co., Lynn, is on a trip South 
and West. He has just eight shoes to 
sell, all staples, growing girls, No. 2 
to No. 7, four browns, four blacks. 
Two are the original growing girls’ 
shoes. The others show modifications, 
introducing style features, not extreme, 
but just conservatively dressy. Mr. 
Lawrence is convinced that staple 
shoes are bound to sell. Incidentally, 
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he remarks that the bulk of orders for 
growing girls’ shoes are on sizes Nos. 
4, 5 and 6. 


Hamilton-Brown Sa mples 


The samples for the new trips for the 
Hamilton-Brown Shoe Company sales- 
men were spread the past week on the 
sixth floor of the headquarters building 
at Twelfth Street and Washington Ave- 
nue and the men expect to get away this 
week on their trips. The new line shows 
a considerable number of novelties, 
including both new colors and new 
heights in boots. The salesmen spent 
about a week going over their new sam- 
ples and getting a line of the Fall plans 
of the house. 


With Johansen Line 


Two new men will go out for the 
Johansen Bros. Shoe Company this 
season, R. E. Shannon covering Ohio 
and P. J. Simpson, North and South 
Carolina. 


JOE ERDMAN DEAD 


Well Known in the 
Market 
Joe Erdman, well-known shoe travel- 
ing salesman in the Cincinnati market, 
passed away Wednesday, August 4, 
at his home in Norwood, Ohio. Mr. 
Erdman had many friends in the trade, 
having traveled for a number of years 
for both the Ramsfelder Shoe Com- 
pany and the Williams Shoe Manu- 
facturing Company of Cincinnati. Both 
concerns are no longer in business. 


Cincinnati 


CARTER SALESMEN OFF 


Forty-four Left the Chicago Com- 
pany Last Week 

Forty-four salesmen last week left 
the factories of J. W. Carter Chicago 
Company and J. W. Carter & Company, 
with complete lines of men’s shoes. 
The season’s samples represent very 
attractive values. 

A number of new salesmen have been 
added to the selling force and now 
every section of the United States is 
covered with the Carter lines. 

A new feature has been added to the 
Chicago line by the creation of a Cus- 
tom Department, in which shoes are 
made to order for merchants. A trade 
mark also has been adopted for use on 
the Chicago shoes, with the phrase, 
“The Quality Lasts.” 


AMERICAN SALES PLAN 


For Scandinavian Countries—N. L. 
Olsen Going to Sweden 


American sales methods are to be 
tried out in Europe by The Scholl 
Mfg. Co., which is sending N. L. 
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Olsen, for some time a traveler in 
their employ in this country, to Stock- 
holm, where he will join the Scandi- 
navian salesforce. 

Mr. Olsen sailed August 12 on the 
S. S. Hellig Olov for Copenhagen, 
Denmark, and from there will reach 
Stockholm about September 1, making 
short stops en route. 

He is taking with him the stereopti- 
con machine and motion-picture film 
which are making Scholl merchandise 
understood and appreciated in the 
United States and will use them in his 
sales work in the Scandinavian coun- 
tries through which he expects to travel. 

Although only shortly past his 
twenty-first birthday, Mr. Olsen has 
been very successful on the road and 
feels that a wonderful opportunity 
awaits him in his new position. We 
wish him the greatest success. 


J. J. CONNOLLY ON TRIP 


Will Cover New England and New 
York State 


James J. Connolly, salesman for 
William Reynolds, Jr., Inc., left this 
week on a business trip for his concern 
through New England and New York 
State. 

Mr. Connolly states that business to 
date has been good, and while for the 
past month somewhat quiet, it is hold- 
ing its own. Mr. Connolly is looking 
forward to a very successful trip. 





Braiding Plant Inspected 


Visitors Shown Through the Nar- 
row Fabric Co. Factory 


A trip through the wonderland of 
machinery with countless bobbins re- 
volving, dancing and pirouetting in the 
most confusing manner and turning 
out globe-encircling miles of lace, braid 
and elastic, dear to the feminine heart 
and beyond masculine comprehension, 
was the privilege accorded the preferred 
stockholders and invited guests to the 
number of over 1,800 at the formal 
opening and inspection of the new plant 
of the Narrow Fabric Company at 
Wyomissing. This plant is the largest 
of its kind in the world, with 190,000 
square feet of floor space. Over 1,000 
men and women are employed. 


A Mammoth Building 


All guests were presented with 
souvenir programs as they entered the 
building and before leaving were given 
useful souvenirs, products of the com- 
pany. In the large rest room furnished 
with big easy chairs, rugs, pictures, 
flowers and everything that makes for 
comfort, officials of the company and 
their wives welcomed the guests of the 
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evening. Along the sides of the room 
were attractive displays of the company’s 
products. From the rest room the 
visitors were taken in small parties 
under the direction of a guide through 
every portion of the large, clean, well- 
lighted building. All departments were 
in full operation. The inspection trip 
through the mammoth new building 
covered five full squares. 


Attractive Lunch Room 


At the conclusion of the inspection 
guests were escorted to the cafeteria, 
where light refreshments were served. 
Hundreds of the employes of the 
company partake of their noon luncheon 
in this room, which is large and com- 
modious and where meals are furnished 
by the company at practically cost. 

In the center of the main floor, the 
Wyomissing Industrial Band furnished 
music the entire evening. The company 
was the recipient of many telegrams 
and letters of congratulations from 
customers and friends in distant cities. 


Big Yearly Output 


The yearly braid product of the 
Narrow Fabric Company would girdle 
the earth more than five times. The 
employes’ service department embraces 
free life insurance, a beneficial associa- 
tion, opportunity to acquire preferred 
stock, profit sharing, medical, dental 
and ocular service free, visiting nurses’ 
service, co-operative buying, including 
a completely equipped grocery store, 
cafeteria, day and night service at cost, 
circulating library and other features. 


The year’s output represents 222,- 


055,136 yards, or 126,168 miles of 
finished goods. The officers are Henry 
Janssen, president; Ferdinand Thun, 
treasurer; H. M. Fry, secretary, and 
Max Mittendorf, superintendent. 


Employes Stockholders 


Employes after six months’ service 
are insured for $500. This sum in- 
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creases gradually to $2,000 for 10 years’ 
service, Five hundred and sixty-three 
employes are now insured. Total 
insurance $450,000. Four hundred 
and seventy-five employes own stock 
valued at $200,000. 





Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 
meer ~ 3 N. J. —vebe A pmnaien, shoes, suc- 


Roscoe 
Weet Oo weed mt ee ee Ru i. shoes, reported 
selling out. 

Binghamton, N. Y.—Fair Price a Co., shoe 
amatetyzen, secu temeowery Ry ced business 
Brooklyn, N —Famous Shoe a (85-87 Varet 

Street), a manufacturers, reported will dis- 
continue. 
Stabile Ragely & Co., Inc., shoe manufac- 
turers, incorporated with capital of $16,500. 
mee; Y.—L. L. ~¢ ~ "nana su 
by L. L. Berman 
New York ity Sariuel Bassin (52 Essex Street), 
shoes, reported sold ou 
Harry 8S. be ” (Brockton Shoe Mar- 
bet, vl a — Street), shoes, removed to 


“ea "Kubovits & Son (1454 First Avenue), 
shoes, a a’ a. 


Craft + ey — (27 TK € Brox. 
shoes, capital increased to $15 0,000. 

E. W. Wi ell & Co., — wholesale ~ 
—_ leather, capital” increased 
tent Heel _ Sin, Inc., incorporated 

with a ore « of $15,0 
Salamanca, —Ennis i “Deutsch, shoes, suc- 


ceeded by Walter M. Ennis. 
sam N. Y.—Square Deal Shoe Co., shoes, 
aN edb with authorized capital of $5,000. 
Shelby, 


L. Suttle Co., 
y Efird’ _ Department t Store 
Mott’. N. ries N. Gelbach (The y ogg shoes, etc., 
reported sold out to L. & H. Ai 
Cincinnati, Ohio—Kay F. Jay Shoe ‘Co. ., shoe man- 
ufacturers, incorporat with a capital of 


$25,000. 
Cleveland, Ohio—Universal Heel Mfg. Co., manu- 
facturers, incorporated with authorized capital 


of $100,000. 

Columbus, Ohio—Columbus Shoe Co., infants 
shoe manufacturers, recently commenced busi- 
ness with authorized capi 

North Baltimore, Ohio—R. L. 
su — F. & M. Shoe 

Gault, Ontario, Canada—Cut — Ltd., leather, 

authorized nan F of $200,000. 

Sinton, Ontario—United Shoe roo pee, 
shoes, etc., authorized capital of $500,000 

Toronto, Ontario—M yles Shoe Co., shoes, author. 
ized capital of $200,000. 

Allentown, a. a Shoe Mfg. Co., shoe manu- 

d by Jaindl & Holz Shoe 


Co., Inc 

Pen Argyl, Pa. —The Krell Shoe Corp., shoe manu- 
facturers, incorporated with capital of 
$100,000. 

Sevierville, Tenn.—Sevierville Lan rd Co., tan- 
ners, recently commenced busin 

St. Augustine, Livny ty ga Wiley & & & Co., shoes, 
etc., sold out to A. J 


» etc., suc- 
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HAVERHILL 
(Coneluded from page 121) 

until a purchase is made. Dealers who 
buy freely of colored kid shoes have 
advantages on the present market not 
otherwise to be had. Samples of highly 
attractive styles of colored kid shoes 
which have been coming through 
Haverhill factories will shortly be shown. 

The interest in the colored kid move- 
ment is shown by the report that one 
factory’s initial run will figure close to 
10,000 pairs. 





Providence Notes 
At Jordan’s 


At Jordan’s new store, 208-210 Wey- 
bosset Street, which is next to the Crown 
Hotel, a “‘big’’ sale is in progress. It is 
advertised as “‘Still Chopping Prices on 
Men’s and Women’s Shoes.” 

Women’s vici-kid, black gun metal 
and patent leather shoes are being sold 
at $5.37—regular $10 to $12 value. 
Men’s brogue oxfords in black and 
brown colors are selling at $4.37, regular 
price $9. Each pair is guaranteed and 
has a Goodyear welt. 

The manager of the store states that 
business is holding its own. 


At the Walk-Over Store 


A low shoe sale is in progress at the 
Walk-Over Shoe Store at 280 West- 
minster Street. Big price reductions on 
all grades of these shoes are displayed 
in the windows. 


Florsheim Sale 


The Florsheim Bootery on Mathew- 
son Street is holding a “Florsheim” 
Sale and selling low shoes at $5.85 to 
$8.85 which were formerly priced at 
$8.50 to $13. All high shoes are selling 
at $11.85, being regular $15 values 
Business has been brisk all during the 
sale. 





~————— 
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HUB GORE---Romeos and Faliets | 


ARE THE STANDARD— 


THEY SELL 


HUB GORE—INSURED 
FOR TWO YEARS 


EVERLASTIK, Incorporated 


HUB GORE MAKERS 


BOSTON 
52 Chauncy St. 


NEW YORK 
395 Broadway 
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A **Clearance”’ Sale 


A “Clearance Sale’? at ‘‘Enormous 
Reductions” is going on at the Traveler 
Shoe Store, 276 Westminster Street. 
This sale includes men’s and women’s 
shoes which formerly sold for $3.50 to 
$9.00 and are now reduced to $1.95 


to $5.95. 


Alterations at Regal’s 

Alterations are in progress at the 
Regal shoe store on Westminster 
Street. The store at present is one of 
the most up-to-date in Providence 
and when the alterations now under 
way are completed, will be one of the 
best-fitted retail shoe stores in New 
England. 

W. W. Monroe, secretary of the 
Rhode Island Shoe Retailers’ Associa- 
tion, is manager of the store. 


Manufacturers’ Sale 

A manufacturers’ sale is in progress 
at the Slater shoe store, 272 West- 
minster Street. Large signs appear in 
the windows reading, ‘Sensationally 
Low Prices,’”’ and “‘Mothers, Attention, 
Boys’ and Girls’ Shoes at Money Sav- 
ing Prices,’’ which have attracted the 
“bargain hunters” the past week. 
The store manager claims that the 
first week of this sale has resulted in 
good business. 


and Africa? 


another. 


St., Boston, Mass. 





Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting 
your Foreign Trade in Cuba, Mexico, the South 
American Countries and also in Europe, Asia, 


Certain Foreign Countries award exclusive 
trade-mark rights in a trade name or mark to the 
first applicant, irrespective of prior use by 
This allows the piracy of valuable 


trade-marks in such countries. 


The Boot and Shoe Recorder maintains a 
Patent and Trade-mark Department fully 
equipped to promptly handle your applications 
for Registration of Trade-marks in all Foreign 
Countries, as well as in the United States. 


Address all Inquiries to Boot and Shoe Recorder 
Patent and Trade-mark Department, 207 South 


A Public Sale 


The F. G. Collins Shoe-Co. at 237 
Westminster Street has a ‘‘Public Sale” 
under way and is offering to the public 
the entire stock of a Boston company 
at big price reductions. The patrons 
of this store are taking advantage of 
same. 
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Leaves for West 


William Reynolds, Jr., shoe findings 
manufacturer and distributor, leaves 
today, Saturday, August 14, on. an 
extensive business trip through the 
West and is planning many Buck-El-On 
window demonstrations in the various 
western cities. 


Detroit 


THE LOW SHOE? 


Some Retail Merchants Say ‘“‘ Yes”’ 
for Fall—Others ‘‘No’”’ 


Will the Fall season usher in a new 
era of boots instead of low cuts? That 
is the question that is agitating the 
brains of most shoe merchants in De- 
troit at the present moment. There 
seems to be a divided opinion on the 
matter. One merchant is banking on 
the sale of low cuts and has ordered in 
the ratio of 60 per cent low cuts to 40 
per cent high. He said: “I have now 
in stock 2,000 pairs of spats. I have 


ordered fifteen different lines of heavy 
wool hose. Our sales of low cuts were 
nearly half of all our sales last Fall and 
Winter and I look for an early opening of 
Fall trade and a heavy run on low cuts. 





I'll be out after that trade early, at any 
rate.” < 

Other merchants and department 
managers were not so sanguine. Re- 
ports from other localities that high cuts 
are apparently looming up as the big 
sellers for next season are disconcerting. 
The majority will probably play safe as 
far as styles for Fall go and take chances 
on re-orders for filling in any excessive 
demands for any line. 


Other Opinions 


A department manager, who would 
not allow his name to be mentioned, 
expressed himself as follows: ‘I believe 
the Fall season will see many low cuts 
sold and the department that shows low 
shoes and hose to match together will 
get the trade. The hose will sell the 

















NEW YORK 
63-65 W. 36th St. 


BOSTON 
26 Kingston St. 








J. R. PALMENBERG’S SONS, Inc. 


HIS “silent 
salesman”’ used 
by many of the 
smartest shops. 
Palm Shoe Stand 
No. 4, lower cross 
bar and rear arm ad- 
justable on standard. 
Palm Shoe Holders 
all hinged. Every- 
thing clever for win- 
dow and interior dis- 
plays. Write for 
catalogue. 





CHICAGO 
204 W. Jackson Blvd. 


BALTIMORE 
108 W. Baltimore St. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth ITIONS WANTED—Four cents per word for each insertion 
page per issue: nee 

1 time 7 times 13 times 26 times 52 times 

.$5.00 $4.00 $3.50 $3.00 $2.50 


8.00 7.00 6.00 5.00 ohibes, : 
12.00 10.50 9.00 7.50 = accordingly. Answers to ads must be sent under letter 


16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED MANAGER WANTED 


GALESMAN for central, southern and_ eastern WANTED —Live-wire,, experienced shoe sales* ANTED—A m for a shoe and clothing 

ie to carry as side line, children’s McKays men to carry line, six samples in stock, choco- Ry in a city 25,000 population. Must 

x samples. Address C151, care Boot and Shoe late veal drees welts. 6 per cent commission, paid the shoe business from A to Z. Must be a 
Resseten. 189 West Madison St., Chicago, Ill. on ee Give full details and territory aoa Premera a good salesman, a ent a, . 

d whose line you now have. Franklin mixer. In te AL give e " ude 

ANTED—Salesman for New York City and Fox Shoe Co., Milwaukee, Wis. references and = P. pee achnent’ 

Brooklyn, one for Philadelphia district, also care Bell chai ee, Co., Gloversville, NY 
South Shore, Good Veer Welt Shoes. “In Stock." W 
out ear Welt Shoes. “In 
Commission basis. Address stating age, a Salesmen anted 


nd acquaintance in terri mentioned. Address 5 “— ” 
C52. py and ey eg 207 South St., To represent our line of ladies’ boudoirs of LINE WANTED 
good quality in various territories. Liberal 


Boston, Mass. 

ANTED—Side line salesman to sell specialty commission will be paid. A good opportunity . 
W line of high- -grade juvenile shoes and felt for immediate results. Will make an admirable pm Rie = Sted ian oft ioe and 
“Comforets” for St. Paul jaeingene manufacturing side line. Address Clark Shoe Company, Box youths’ or children’s and misses’ shoes for the metro- 
house in states of Oklahoma, Washington, Oregon 78, L M itan district. Covered this territory for past 
and Texas, on straight commission basis. Ad » Lynn, Mass. ‘teen years. Address K331, care Boot and Shoe 
C155, care Boot and Shoe Recorder, 207 South St., Recorder, 127 Duane St., New York City. 

Boston, Mass. 

ANTED—A man well acquainted with the EXPERIENCED SALESMEN to handle ALESMAN —Large following greater New P oy 
W retail trade to take on as a side line shoes and in stock line, Infants’ and Children’s Siand ieee a + oy nag es aew s =i 
poe eA gy pe Sees ae eee. Se or one requiring special sales effort. Address 

Downs. Territory, Middle Atlantic, Mid- K328, care Boot and Shoe Recorder, 127 Duane St., 
Shoe Recorder, 207 South St., Boston, Mass. dle West and Southern States. Commis- New York. 


SALESMEN WANTED 









































Salsa WANTED—Experienced salesma sion 6%. Give Experience, Reference. Ad- 

rARD NEW ba = at iy vow 9 oie NEW ENG. dress C143, care Boot and Shoe Recorder, 
to ochester’s lea factory line 207 South St., Bos . e 

Infants’ First-Step Tape one Ss t tablished rep. —_— oes Eanes 

commission, a snappy with an esta 

utation, backed up with factory “Stock Service” F OR SALE 

second to none in this country. Do not apply 

omen bi oe oomeaines hy Any > and in p=. 824 paper, Detroit, Michigan, 

touch wit! e merchan a ull particu- ear! es ’ ; ta ten 

lars with  . a H. H. Freeland, Mfgr., POSITION WANTED oun po Wn someone’s pore e $15,001 006 

stock at 80c on the dollar. 


Rochester, 
WE have opening for an experienced salesman pe oe ban pages | bo ad a faye te ecg | R SALE—Shoe business for sale in growin 
acquainted with the trade in North Carolina. located in Great Falls Montana, os buver and F pels up-to-date place; New Jerse Pay For 
We have already opened sixty accounts. Our mana , d t. store shoe stoc Good lla enced man 8,500. ‘i C153, care 
foe ps oe fs oy my F ~~ wi ps only. and choo man. Destrous of a i t Boot | ‘and Shoe Recorder, 207 South St., Boston, 
lina Stloe Con ioe y, Col mec 3 C. pply Caro- once. Have recently covered Montana, we Mass. 
P , S. Washington territory for manufacturer. 
SALESMEN WANTED by women’s, misses’ to travel any territory. Address C149, an WiLL sell old established up-to-date 3-story 
and children’s house, for New Jersey and Con- and Shoe Recorder, 207 South St., Boston, Mass. corner store property op a main street in 
—_ ol Only those with years of —— UYER AND MANAGE ; re ago with or oF without shoe oo — 
n reply. Also give your experience in A i—Open iti mortgage t 150, 
Commission basis. Ad adress K329, care Boot and B & years’ practical experience in in cnrebal | shoe care’ Boot ond Shoe B Recorder, 2 207 ‘South. St., 
Shoe Recorder, 127 Duane St., New York City. ey en me a ae ing 8 and aa. Boston, Mass. 
EDf. ide of N.Y. Ci wy ont a Hus 
SA | by ay oo “° — inses* a ny Boot and i Shoe Recorder, 207 South St., FoR SALE—Up-to-date , pracnel shoe store doing 
and children’s house. Only those with experience ma, Sess. fine business; splendid location in prosperous 
= reply. 27 Niidress 330, can care Boot and Shoe a ge | i — a _ 
ecorder, 1 —>= — Yor ome - | oo Ny 6327 oS ike hland Avenue, 


















































EN wih an established jade to to ‘oo MeR age a 
line of women’s welts, and McKays 
ek TY I Am Ambitious Se ae a A 
Small Shoe oo. 149 ——= 2 Nes =e City. k Foire oity— pu ation 15, ,000. Large territory os 
ROGRESSIVE N as in draw from. Stoc'! in excellent condition. 
pr for three yon By ro = aoe wh eae To coceana guatthen on the road. Have Business at its best—medium-priced shoes only. 
through Greater New York ‘on New Jersey. Give had 24 years’ experience in retailing shoes. Rent $75 a month. Lease has two years to run. 
experience, reference. Address C144, care | Most of this time I have managed and Cleaned up $25,000 last year. Net profits for the 
Shoe Recorder, 207 South St., Boston, Mass. bought for retail shoe stores and have SS nil $15, ns eee... hogy gy average 
WANTED veers salesmen to cover _Iili- made a good record for myself. I feel that reason. v-naurens Cid C148, care Boot and Shoe Re- 
nois, Wisconsin, Minnesota, Kan- my experience as a buyer and my ability corder, 207 South St., Boston, Mass. 


sas, Arkansas and Ccheontie, either as main or side 
Se Sem nte: Paty Syne Saar wane A RARE CHANCE—Desiring to retire, I offer 


ja We manufacture a line of children’s and 
lar-price welts and turns, catering to the for some manufacturer who is looking for for sale one of the best “equipped and choicest 


= ra tre fr propenitia n for the s Jescoen.  Rofor- a hard working salesman. If I have the located shoe stores in a city of 50,000 inhabitants. 

er ~ ces | requi Vorlen-t Co. h right opportunity I know I can make good. This is an old shoe location and doing a a splendid 

“ ° Cc business, sellin, ed $100,000.00 last Will 

an give best of references. Address C154, show interes the books. Ad -— C123, 

care Boot and Shoe Recorder. care a and Shoe y iiccondr, 207 South St., Bos- 
ton, Mass. 


WANTED SALESMEN—We manufacture R SALE Rastesive a shoe stock, owing to ill 
a high grade line of codies’ turn footwear health of owner. nt owner started 
in B yn and are for salesmen in the this store 20 years ago bye 45c. It has been a 
following territories—Middle West, South and LASTS WANTED winner all the time, and is now one of the largest 
Southwest to handle the line on a strictly —— To pew & - Talend ~— a0 
with established > Sey — Address LASTS WANTED—Men’s shoe mfg. is desirous : ington, with both 
K327, care Boot and Shoe Recorder, 127 Duane of adding more styles. No amounts too small; lumbering to draw from. Must be 
Street, New York. none too large. Address C157, care Boot and Shoe dress C124, care Boot and Shoe ss, 207 
Recorder, 207 South St., Boston, Mass. South St., Boston, Maas. 
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WANTED TO PURCHASE 









OU 








We Buy for Cash 


Manufacturers’, Jo bbers © and 
Retailers’ Surplus Stocks, Jobs, 
Close-outs. 
NO QUANTITY TOO LARGE 
We also ase entire stocks 
from retailers or manufacturers. 







MON 


He) Send us particulars of what you 
i= have for sale. 

|= Short Term Leases Taken. 
i= We pay Highest Cash Value. 
is) VAN PRAAG & CO. 







459 Broadway, New York, N. 
Telephone 2248-2249 Sprin 








Shoe Dept., Martin Posner, = a 
& 


let 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 


hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 
GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 
We also purchase clothing, 
hats, furnishing goods, etc. 


DO YOU CONTEMPLATE 


Retiring or going out of business? 

ill pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I, OLENICK 


413 Broadway, New York Tel. 9531 Canal 


CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a tive to investigate 
and make offer upon request. 


Max Kalter Mercantile Co. 


591 Broadway New York City 
Phone Spring 5160-5161-5162 























We buy quick and pay highest cash price 
for retail col wheluvale steko of shoes or any 
other merchandise. 

Pa ye 

‘or 30 years our y: 
Bank and le ref 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone, Stagg 1757 


WANTED FOR EXPORT 


Slow Sellers 














YOUR 





NEW YORK EXPORT 


PURCHASING CORPORATION 
‘ork City, N. Y. 




























515-517 Broadway, New Y: 
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oxfords. I do not believe that the 
women will give up their silk hose for 
other than street wear, however.” 

C. K. Taylor, manager, Lindke Shoe 
Company, said: “I believe boots will 
be good for Fall in either military or 
Cuban heel. In my opinion they will 
sell better than oxfords. I am looking 
for an early Fall business.”’ 


Visiting the Markets 


Many managers are visiting the 
markets or are about to visit them for 
the purpose of picking up scraps of in- 
formation which will aid in helping them 
to decide many serious qu stions. 
Besides the probl ms of style the 
Detroit merchant has others to consider 
in supplying his needs. Freight con- 
gestions and transportation difficulties 
are serious enough, but there is also the 
chances that manufacturers will be 
unable to supply the goods wanted 
when ordered at the last moment. 4. 








MISCELLANEOUS 
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Boot and ShoeRecorder 


OFFICES IN 

BROCKTON OFFICE: 224 Moraine St., Geo. W. 
R. Hill, ona. Feloghone 507. 

CHICAGO OFFICE: 189 West Madison 8t." Tele- 

Rwy Main 1089. B.C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 

wen, Man 3 

NEW YORK OFFICE: Room 102, Graham Bldg., 
127 Duane St. H. Walter Scott, Manuger. 
Telephone 959 Worth. 

PHILADELPHIA OFFICE: 929 Chestnut St. H. 
Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 501 First National Bank 
Bldg. B. C. Bowen, Manager. ‘Telephone 
Main 655. 

ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York Rep- 
resentative. ‘Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B.C. Bowen, Manager. 

Paris Office: 2 Rue des Italiens. L. Mubbard, 
Manager. 

London Ollice: John C. Curtiss, Manager. Man- 
sion House Chambers, London, E. C. 

Australian Office: 430 Lit. Collins St., Melbourne. 
G. Jervis Manton, Manager. 

Continental Office: William Salzman, Manager 
Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, Leon Combacau, Ruaideo 
Alfandega 204, Rio de Janeiro. 

CHILE: Santiago, Las Rosas 1123-1127, Otte 


Fubrimann. Gerente. 
CUBA: Mr. H. Gomes, P. O. Box 422, Havana, 


Cuba. 

SPAIN: Gerente, Leoncio de Miguel, Librero- 
Editor, 20 Fuencarral, Madrid. 

MEXICO: Gerente, Carlos Elizondo, 4a Del 
Cipres 117, Mexico, D. F. 

Japanese Office: Yokohama, J. F. Wagen, 
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Bicycle 


T 
LADDERS 
are made 
in many 
styles and 
to fit all 
kinds of 


shelving. 
Send for catalog 
giving full de- 
scription and 
prices. 


THE BICYCLE 
STEP DDER 
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Metal Shoe Fitting Stools 
and Floor 









No. 141 
write for THE CHICAGO 
SndPriee WIRE CHAIR CO. 
621 N. LA SALLE STREET 
CHICAGO, ILL. 








THE OSCAR ONKEN CO. 
1154 4th Street 
CINCINNATI, 

OHIO, U. S. A. 4 Ry, 


Shoe Store 
Chairs 
Fitting 
Stools 


Settees 
Window 
Display 
Fixtures in 
Period & 
Modern 
Design 
“MAKE YOUR SHOW WINDOWS PAY YOUR RENT’ 
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the right wearer, in in Se 





BOOT AND 


ht fittin fis he ice, at the 
‘e SE 


a urpose of “The Boot a 
el the the entire allied industries relating to om and lea 


Per copy, 25 cents. Canadian, $6.00. 
No Subscription Accepted for Less Than One Year 

Root Newspaper Ass'n. Member of Audit Bureau of Circulations 
Entered at the Post Office, Boston, Mass., as second-class matter 


Annual Subantetien ‘in the United States, $5.00. 


Member of the Associated Business Papers, Inc. Member of the 
Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


SHOE 


Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Getting More Shoes Sold Right; not ony “*more” but Me oy sold for the wo aghe hg 
o retail 


profit. This is 
yey ee AA FF 
i" ass hale goed wibien and die cetbution. 


Foreign, $10.00 














INDEX TO “WHERE TO BUY ”’ 








BOOT AND SHOES 


Abbott Shoe Co., No. Reading, Mass 
Ahearn, John M., ton 
Shoe Mfg. 


Bacon-R 
Barry, She'Ca 


tt-Somers Compagy Lynn, Mass. . 
om State Sli eg ‘hill, Mass 
Beals-Pra Mfg. Co., Milwaukee and 

Watertown, Wi 


Bluestein Bros., Boston 
Mfg. Co., 


Brown, H. C., Co., Inc., Bosto: 

Brown Shoe Mfg. Co., St. loan Mo. .3d Cover, 75 
Burdett Shoe Co., Lynn, Mass 17 
Carter, 4 ies Co., Nashville, Tenn., and 


>, Edwin H., Co., E. Weymouth, a. ; 
» James, Leather Co., St. Louis, Mo. . 
. Haverhill, Mass 





Gregory & Re J. Zz, 

Hahn, F. W., N. 

Harney Shoe’ oe o a an: Mose. 
arney-Tra rehan Co., Lynn, Mass. 

Harrison-Lockw ‘ood Co., Haverhill, Mass. . 

Hartm —— Haverhill, Mass 

Haverbill Shoe Jobbing Co., Haverhill, Mass. 

Heilbrunn, J., & Sons, Rochester, N. 

a a Maxwell & Hennessey, , 





Louis, 
Johnston x ‘Niugphy: N 
Keith, eo ton B 

















Mass 
Ormateen, M. T., Shoe Co., Haverhill, Mass. 


P.&R. fee Co. Haverhill, Mass 

Packard, M. 

Palan, A Shoe Co. be St. i Mo 
eber Shoe Co., St. ony Mo 

Pens ene -Crowell Shoe Co. 


i 20. 
i . Sumner, C 
3tacy-Adams Co., Brockton, Mass 
Steteon Shoe Co... So. Weymouth, Mass..... 
. D., Shoe Co., The, Red Wing, 


Minn 
Stone & Tarlow Co., Inc., Brockto: 
Thompson Bros. ~ igen Seodiiten, Mass, 11, 104 
Timson Bros., Bosto’ 102 
Tober-Saifer Shoe Co., St. Louis, we 
Tougas, Geo. N., Shoe Co., Bosto 
Truitt Bros., Inc., Binghamton, N. Y 
United States Rubber C Fatal York City. . 
Watson 
Westcott-Whitmore Co. } ally N.Y. 
Whitman & Keith, Brockton ~~ = 
Williams, o-* Co,  igae: M 
Witherell, E Co., Haverhill, 


Mass 
Wohl Shoe Co., David P., St. Louis, Mo.. 





LEATHER AND OTHER MATERIALS 
st Leather Companies, Inc., Wil- 


, Boston 
Hub Gore, Boston and New York 
Hunt-Ranklin Leather Co., Boston 

Jones Co., F. E., Boston 

Kepner, C. D., Leather Co., Boston 

Kistler, Lesh Leather Co., Boston 

Kullman, Salz & Co., New York and 9g 
ww: Si Son Leather 

Levor, & Co., Inc., Gloversville, N 

New Caxile Leather ther Co., Inc., New York. 

Scherer, Oscar, Co., Boston 14 
Schmidt, Carl E., & Co., Inc., Detroit, Mich. 97-98 
Standard Kid Mig. Co., Boston 3,108 


Tanners Cut Sole Co., pre 
U. S. Leather Co., New York ye 





FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L., & Co. rey York City 


yn, 
Greilich, Wm., & Sons. New York Cite 1M 
Laing, Harrar & Chamberlin Co., Philadelphia 112 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 
BOOT AND SHOE RECORDER PUB. CO. 


(Incorporated under Massachusetts Laws) 


CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
CHARLES G. ppisire, Presideat 
EVERIT B. a gy reas. and 
GEORGE Ww. R LL Tet” Vice-Presiden 
AL’ OTT, 2d Vice-F 
‘ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
101 Trem at Street 





ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHERS’ NOTICE 
am yy subscription price dh 
a ond Se Shoe Recorder is $5. hy ¥ 
which includes postage in 
States, Cuba. Hawaiian Ly Ph 
Islands and Mexico. 
is $6.00 a year, ovine. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including 
All subscriptions are pa in advance. 

ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 





Miller, O. A., Treeing Machine Co., Brockton, 


Onken, Co., Cincinnati, Ohio. . 
Palmenberg, J. ‘oe 43> ae New York City. 


Taylor, Frank 
Tweedie Boot Top Co., St. Louis, Mo. . 
United States Rubber Co. New York City, 
ent. Cover 
Vanity Novelty W: 
, Frank 


White! 
Win-Deco lay Moy i 


be Lightfoot Appliance Co., m St: Louis, = 


s 
ited Shoe 

United Shoe oa 
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Atlantic Printing Co., Boston m 

Brooklyn Purchasing 


ie 
— Boston 
achine Co., Boston. . 





Syndicate, Brooklyn, 





Tolman Print, Brockton, M 
—~ anus Denndey, Cambridge, 
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ponsieg -aliege ws ee Same EONS Dull mas eae eel Fall 
Dull Kid Oxford, Hand wey We Rg Patent Victory Tie, Hand Tugned, ull Ai imp, Hai u » Fu 
Louis Heel. Sizes 2) to 8, , B, Full Louis Heel ‘a Covered). — Heel. Sizes 214 to 8, AA, A, B, C, 
Sizes 246 to 8, A, B, C, D. ’ Price $5.75 
rice $5. 


Price $6.00 Price 96. 75 
X1945—Same in Brown'Kid. ... $6.75 X1934—Same in Patent 





ae ee 


Some Particularly Good Turn Oxfords 


In AA to D Widths, and Priced Right 


CELT REE eT NNT 


OULU LLnL etn ittet minnie iit st ities 


There is always a strong demand _‘ These are fine examples of tum 
for such shoes well into the Fall. | shoemaking — fine leather — fine 
Many women will wear them _ style, and they are all ready for 
well into the colder weather, with _ instant shipment. 


spats. 


Parker Holmes and Company 
Boston “‘The House That Helps’’ Mass. 


ib SATELLITE WLI AT AEH 





Stock Style X1930 Stock Style X1900 Stock Style X1762 
. Patent Colt Oxford, Hand Turned, Full Patent Colt Overlap Pump, Goodyear 
Pall Lowtel Heel Cealiulont “oor Louis Heel (Come een ‘Sizes Welt, Leather Lou pp 4 Heel. Sizes 24 
Sizes 214 to 8, AA, A, B, C, D. 234 to 8, AA, A, to 8, B, C. D. 
Price $5.75 Price “6. wo Price 96.00 


X1931—Same in Dull Kid 





ST TMU Ms MUL Ls hh 


a 
= 
: 


TIMOTI@L UOMO LOMO MTOM OMIM @I UL OIM TOLL 
Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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[ Walk -Croff, DISTINCTION! 











r ALK-CROFT” is not an 
imitation. It is a distinctive 
process covered by our exclusive 


- patent. 


HROUGH its use we have 

taken the leadership in produc- 
ing an article to meet that huge 
demand for satisfactory, stylish 
footwear at reasonable prices. 














HY not have one of our 
salesmen explain this process 
to you? As they are now on the 
road, a postcard will bring one to 


your store. 








ncroxx BANCROFT WALKER COMPANY »sroxorre: 


13 WORMWOOD ST. 
RICE BUILDING 


evenhin a MAKERS OF SMART SHOES FOR WOMEN 


““Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 
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High Boots—VODE KID 


N all parts of the country prominent retailers are 

buying high colored kid boots. The reaction from 
ultra-conservative colors is a great vogue for bright 
shades. Feet pinched by heavy inflexible brogues relax 
comfortably in pliable kid. Country-wide bargain sales 
have banished the low-cut as a style leader. A coming 
season of abbreviated skirts will influence women to cover 
with leather ankles formerly draped with cloth. A numbei 
of manufacturers are making ready to meet the demand 
and are now cutting Vode Kid of a variety of colors into 
ten-inch boots. Write us; we will give you their names and 
at the same time tell you some interesting facts. 


Sranparp Kip Manuracturinc Co., Boston, Mass. VODE KID—THE LEATHER 
Branches in New York, Philadelphia, Rochester, Cincinnati F O R Q U I Cc K S E 2 L I N G S H O E Ss 


Chicago, St. Louis, and Montreal 
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First We Set 
Our House 
In Order 


This advertisement appears 
in The Saturday Evening 
Post, next week. 


It tells the great reason why 
Nunn-Bush shoes are truly 
fine. 


Long before “Superfine 
Shoes” were known we took 
our workers into our confi- 






How Absence of Factory 
Discord Made a Better Product 


Superfine shoes cannot be produced in a factory 
of discordant elements. 


In the plant where Nunn-Bush Superfine Shoes 
hours and 


dence. We began the ‘‘Set- dl srg ol gqoastions 2 wraps hours 0 a 
; : e working conditions are deci y the = 
ting of nod mause po gurl by Committee, all the members of which are ben : 
getting the good will and co- workers. Its fairness is proved by the rarity Be 
operation of the actual mak- of appeal from its decisions. eve has it ime 
sf been necessary reso} e itration oe. 

ers of Nunn-Bush shoes. camuaiie te tenn, eo 
The added self-respect attained by these workers cee 

Now we are telling the world who dominate the labor policies of their organi- a 


and it is only fitting that the 
Shop Committee, emblematic 
of the confidence existing be- 
tween management and work- 
er, should occupy the place of 
honor, as the subject of the 
first advertisement of our sec- 
ond year series of Post Ads. 


If you have the class of trade 
that can appreciate Superfine 
Shoes—shoes that represent 
the finest of everything—you 
should see the Nunn-Bush 


line. 


Nunn, Bush 
and Weldon 
Shoe Co. 


. Milwaukee 


(zation is reflected in their handiwork. eir 
_appreciation of the square-deal policy is ex- 
pressed not in words but in deeds—in shoes 
that have made many friends, because they 
are superfine examples of 
organization harmony. 





Nunn-Bush Shoes are on display 
in the larger exclusive shops. 


' Nunn-Bush Style Book on request, 
NUNN, BUSH & WELDON 


SHOE Co. 
MILWAUKEE, WISCONSIN 
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J NUNN-BUSH)| 
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Travel With 
The Tide 


bass: is only one 
way to make money 
in the shoe business and 
that is to give people 
what they want. 


A shoe man who tries to 
sell what he thinks the 
public ought to wear is 
rowing against the tide 
and can’t get far. 


Now we all might as well 
accept the fact that from 
‘now on a woman is 
going to buy shoes 
which have some 
relation to the rest 
of her costume— 
both in cut and 


now they are the most 
prominent thing she 
wears. 


A few lines of staple 
blacks and browns won’t 
be enough. A style store 
must keep posted on the 
colors women are wearing 
and carry shoes to har- 
monize. It must render 
style service as well as 
shoe service. That is the 
way to win good will and 

increased prestige. 


It will help to have 
our swatches show- 
ing the new range 


of colors of F. B. 





color. When her 


shoes were hidden . 
she didn’t care, but 


& C. Kid. These 
swatches will be 
mailed on request. 


FINEST BLACKS AND COLORS 


Amalgamated Leather Companies, Inc. 
Formerly F. Blumenthal & Co. 


WILMINGTON, DEL. 
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IN HIN 


Co NS es 


Dull ; B oard aw! q : , he uede 








OOD shoes must, of course, look the 
part first of all. 


NAVONOD CALF will give your shoes 
the best possible surface appearance — plus 
an assurance of quality. 





No customer who picks up a shoe made 
of NAVONOD CALF can help feeling 
that he has a quality shoe in his hand. 


Moreover— 


“NAVONOD CALF is the Out- 
ward Evidence of Quality Within.” 


DONOVAN BROTHERS, INC. 


44-46 SOUTH STREET BOSTON 
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People Like To Be Fooled 


when they go to the Side Show in a Circus. 


P. T. Barnum was right when he worked on the principle that:—“The Public likes to be fooled,” 
and he made money out of exhibiting Fakes and Freaks. 


But his theory referred to his particular business. 


When They Buy Shoes 


aowever, the Public wants real values. 


Wearers of shoes today look at them pretty closely when buying, and note their durability very 
carefully when wearing. 


While the Public pays the price more or less cheerfully, It naturally, and inevitably, expects 
a generous return for Its money. 


There is no one way in which so much real value can be put into a shoe as by the use of a lining 
which combines superior wearing qualities with attractive appearance. It gratifies the eye 
when buying and satisfies the desire for money’s worth when wearing. 


DOUBIET WILL 


SHOE LINING 


WV. H.HOLBROOK 207 SOUTH ST. 
COMPANY BOSTON,MASS. 
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supplies just this combination of money’s worth. 


Stretching, twisting, rubbing, grinding influences are constantly working to destroy a shoe 
lining and it usually gives out long before the shoe is much worn. 


The balanced construction of “Doubletwill” gives it the rigidity necessary to eliminate bagginess. 
Its bulk resists frictional wear. Its strength supports its own burden, and mitigates the strain 


on the leather as well. 
It Satisfies the Eye 


of that critical buyer who wants to be sure of his or her money’s worth. It looks quality: and 
this obvious virtue, combined with its enduring though less spectacular qualities, must add to 
the stock of Good Will of the man who sells shoes so lined. 


If all parts of a shoe are proportionately as good as “Doubletwill” lining, the Public will never be 
fooled in its purchases of footwear. 


UNIDATA 


Jam - bem « bem « em hem « bno « mo hem om « uve ume eo hm «> - em» bo eo o> oo he 


*‘DOUBLETWILL”’ Shoe Lining Is Made In But One Quality. 
It Is Sold Only by W. H. HOLBROOK COMPANY 


jae + pte © ww jm © JOSE © amo > PD © jam » ame © am pase © jaw = PR o bam Ne © seal amt © ae Se) oe s+ al 9 a oa 0 ee «an © ee + ca” 
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Don't use Doubtful 
White Leather. 
Select a White Leather 
That's Right. 
Specify The Whitest White=LEVORS: 


CFs Bi SAL @) Sr ce © © lam favor 


TANNERS OF CABRETTAS 
NEW YORK CLOVERSVILLE, N.Y. 
BOSTON MILWAUKEE ST. LOUIS 
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Big Business and Good Profits \ 


Y 
That’s the idea in hundreds of good stores where Beals-Pratt Shoes are sold. V 
That’s what our customers are banking on as usual, and they won’t be dis- Yy 

appointed—they never have. 


Beals-Pratt Shoes will help accomplish for your store the things 
you want to do. Chief among these is big business with good 
profits on every sale. It is always a most satisfactory trans- 
action for both customer and store every time B-P 

Shoes are sold. 


And as to Quality and Value, depend upon it 
that we are giving the maximum of them 
at the minimum cost. Beals-Pratt Shoes 

are unequalled at their prices. 


Beals-Prait Shoe Mfg. Co. 


Milwaukee Watertown 
Wis. 








GLAZED KID 


Shoe Leather---At Its Best 


JN Kosmo Kid you find real leather beauty and 


service at its best. 


Such leather used in the shoes you sell cannot do 
otherwise than impress your customers with your 


desire to give value. 


Your manufacturer will no doubt be glad to use 
Kosmo Kid in your orders. He knows it for 


what it is. 





L.AGOOS &CO, Ine 


68-72 SOUTH ST BOSTON, MASSACHUSETTS 


Tanneries Lynn, Mass. 
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The shortage of cars has by no means been 


overcome. “Farm season’ has barely opened, 
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therefore heavy Fall deliveries will clog the 


\N\) 


wheels of transportation and make it difficult 


for merchants to get their last minute orders 
through on time. The merchant who has not 
placed his Fall orders, must $0 over his stock 


at a very early date if he expects to have mer- 
chandise for the consumer this Fall. 
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Our stock shoes are ready for immediate ship- 
Women's Norwegian Brogue Ox. 
ment. Wellsley Last. 10-8 Heel 


Our Stock Style Catalogue Will Interest You 


‘THOMPSON BROS..SHOE ( 
MENS FINE SHOEMAKERS 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 
Address all communications to Brockton (Campello), Mass. 
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More 
of the 






















3rd Prize Over 10,000 Class $25.00 . 5th Prize Over 10,000 Class $10.00 
Leonard Brunswick, Lightbody -Wingate Co., Clarke M. Ubler, Linn . Scruggs Co., 
14th & Tower Ave., Superior, Wisc. Cash Decatur, Ill. 





Prize 
Winning 
Windows 


ER! eee P } 












. 
in the ! 
4th Prize Over 10,000 Class $15.00 6th Prise, Over 10,000 Class $10.00 
A. L. Short, Smither Short Shoe Company, . A. Wipson, Herpoisheimer Company, 
Grand Rapids, Mich 





521 Broadway, Pittsburg, Kansas. 


DR. SCHOLL’S FOOT COMFORT WEEK 


Window Trimming Contest. Just a Few of the Thousands of Trims 












Made for 
This 
Greatest 
Annual 
Event 
in the Trade 


THE 


3rd Prize Under 10,000 Cla $25.00 5th Prize 


William R. Easton, Nels Peterson Dry Goods Co., 
Arlington, Wash. SCHO I ] 























Under 10,000 Class $10.00 
S. E. Trask, Klines, Corvallis, Ore. 
















Largest Makers of 
Foot Comfort Appliances 
in the World 







213 W. Schiller St. 
CHICAGO 


New York 
$15.00 London Paris 6th Prize Under 10,000 Class $10.00 





Toronto 


















4th Prize Under 10,000 Class 
Chas. Phil. Hexom, John C. Hexom & Son, J. A. Roberts, enone | Roberts Co., 
Decorah, Iowa Bradentown, Fla. 
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ATLAS KID) APOLLO KID 
ACHILLES KID 


ALL POPULAR UP-TO-THE MINUTE SHADES 


WE ARE THE LARGEST MANUFACTURERS OF SEMI 
CHROME LEATHER IN THE WORLD 
EBONY CAGRETTAS 


VIGORY BOARDED KIPS 
CAPITAL, and SURPLUS 
OVER °1,000,000 


AGENTS IN ALL 
PARTS OF THE WORLD 
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An up-to-date National Cash Register 
would tell if this clerk is worth the raise 


that he is asking for. 


ATIONAL Cash Register records would tell 
instantly whether this clerk had increased his 
sales enough to make him worth more money. 


Up-to-date National Cash Registers give complete 
daily records of how much each clerk is selling 
and the number of customers each clerk is wait- 
ing on. 

They show which clerks are the most valuable. 
They enable merchants to fix wages on actual 
selling records. 

They give the records needed for a profit sharing 
or bonus system. This makes the clerks directly 
interested in the success of the business. It puts 
them on their mettle and results in increased 
business. 





The National Cash Register Company, Dayton, Ohio 
Offices in all the principal cities of the world 
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“The (Gnverse “Big Nine” 


Sales that don’t depend on 
Class or Season 


ig YOU were one of last year’s disappointed dealers you know 
the embarrassment of having too few “Big Nines.” 


“Big Nines” have become so popular that increased demand 
over last year calls for spring orders earlier than ever. 


You can’t afford to run low on this big business getter. 


Sell “Big Nine” comfort and economy. 


Nine Big Points of Reap a rapid turnover and a substantial profit. 


“Big Nine” Supremacy 


(1) Leather ankle patch (originators). 
(2) Real Horsehide Trimming. CONVERSE RUBBER SHOE Co. 
(3) Double stitching. 
(4) Leather Lacings. Factory: Malden, Mass. 
(5) Cork innersole—cool in any Sevates Bvaachins 
(6) erg ssiinoanladit Rabid New York—142 Duane Street Chicago—618-626 W. Jackson Blvd. 
(7) Footform last. Philadelphia—20 N. Third Street 
(8) Big C sole of tempered rubber— 
and plenty of it. 
(9) Reinforced toe and foxings 
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MAY WE INTRODUCE THE MEN WHO 
SELL PENNINGTON QUALITY WELTS ? 


J. C. Antons, Michigan. 

Max Brumberg, Montana, Wash- 
ington and Oregon. 

"Edward L. Clark, Minnesota, Wis- 
consin. 

John C. Daly, California, Nevada. 

Percy Fusfeld, New York City and 
Vicinity. 

R. A. Gilbert, Oklahoma, Texas. 

. H. Gilmore, New York State. 

A. R. Goodwin, Arkansas, Louisiana. 


B. Hyams, Washington, Oregon. 

Charles Johnston, Kentucky. 

Richard Laird, Pittsburgh District 
and No. West Virginia. 

J. R. Mason, Jr., Alabama, Middle 
Tennessee. 

E. W. Kennedy, North Carolina. 

Cc. C. Ashmore, South Carolina. 

B. L. Hopper, Georgia. 

Martin McDonough, Pennsylvania. 

A. M. Peterson, Nebraska, W. Iowa. 


M. B. Robbins, Philadelphia and 
Vicinity. 

M. D. Siegel, Chicago. 

Geo. M. Tidwell, Mississippi, East- 
ern Tennessee. 

E. S. Van Patten, Kansas, Missouri 

C. Whyte, Connecticut, So. Eastern 
N. Y., New Jersey. 

W. M. Wilson, Indiana, Illinois. 

Ohio. 


These Men Are Now In Their Territories With the 


New Line for Spring 1921 


We have told you through our advertising how Pennington Welts are quality made—the invisible 
things that are carefully built into these shoes that make them better than the usual line—now these 
men will go our advertising one better and show you the points that we have tried to tell you about 
on paper. Incidentally you will find that the Pennington salesman’s enthusiasm over his line is gen- 
uine, for it is based on facts that are delivered in the shoes that reach the merchant’s store. 


As we have said before, it costs nothing to look this line over—your card to us will reach the salesman 


that covers your territory— 


“obey that impulse!” 


New Price List Effective August 2, 1920 


Golden Brown Kid 
Havana Brown Kid 


Black Kid 
Black Kid 
Mahogany Calf 
Lotus Calf 
Wine Calf 

Nut Brown Calf 








Nearly 100% of Our Orders 
Call for Goodyear Wing 
Foot Rubber Heels 










Mahogany Calf......... 







a er ee 5.85 
BEGMGBERT. 0.6.6 «00.0 sscvas 5.50 
ere. F 5.20 
MOGI 60 6.5.6 ch eccgaed 


| 





PENNINGTON-CROWELL SHOE CO. 


Specialty Manufacturers of Men’s Quality Welts 


MANCHESTER oe -€9 


NEW HAMPSHIRE 
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WAY NE BLACK CALF 
CY leather combinin 


the excellencies of calf 
and kid. 

lts sphere ts the higher 
grades of men’s and 
women’s ShOes. 


CARL E. SCHMIDT &CO,Inc 
TFarwv1es OF the Schitnat Calf Leathers 


DETROIT, MICHIGAN BOSTON, MASS. 


REPRESENTATIVES 
H. B. ALTENDERFER A.J. & J.R. COOK 
Philadelphia San Francisco 
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IN STOCK 


Be Prepared for the School Season 


A most complete range of styles comprising all 
leathers—both Welts and turns—in sizes 
from infants to growing girls 





Tan Vici Turn, 4 to 8 
Spring Heel, Button and Lace 


Plain Toe, closeedge. ............... $2.75 
; | =a RES 2.85 
Tip, extension sole.................. 3.00 
GEG eyes pny Res aea 2.25 


Black Vici Turn, 4 to 8 
Button and Lace 


age toe, close edge........+.62+-++5 $2.35 
ip, Close edge. ........---seeeeeres e 
Tip, extension sole............+-++- 2.60 


Ba pipes eased s-sceesedsssecue 2.00 


No heel 


LOWER PRICES 
NOW IN EFFECT 


WRITE FOR PRICE LIST 








OUR AGENCY 

PROPOSITION 

MEANS MONEY 
TO YOU 

















Tan Calf Welt 


553, 11}4 to 2, Pony cut, button ..... $5.10 
653, 114 to 2, Pony cut, lace ........ 5.10 
503, 84 to 11, Regular cut, button ... 4.35 
603, 814 to 11, Regular cut, lace...... 4.35 
803, 6-8, Regular cut, button,........ 4.00 
903, 6-8, Regular cut, lace........... 4.00 


Same in Havana Brown Kid 


19 


Children 








HYGRADE SHOE WoRKS 


108-110 DUANE STREET, NEW YORK 
Factory: 270 Willoughby Ave., Brooklyn, N. Y. 
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A good investment if you need dependable Shoes for Growing 
Girls, Misses and Children. Closing out this entire line perma- 
nently at prices that cannot be duplicated if quality is considered 


Growing Girls’, Misses’ and Children’s saareiid Sewed Shoes 


Black Vici Kid Lace avana Brown Kid Lace 
1002—Sizes 244-7, Fash Es checks scecessessssessae $5.50 1001—Sizes 234-7, English a nc tehenakddl Gees <i tks euceeasenaeced wr 
1305—Sizes 1114-2, English Toe bia ks Sckbaledeenieasee 1304—Sizes 1114-2, English Toe RR nie be Ak Sahu ee SE De 5.00 
1632—Sizes 84-11, Broad Toe, Spring I cons «<b. 4cieQinn ik a 4.50 1631—Sizes 834-11, Broad Toe, Spring Heel. .............-02.eseeeee+s 4.75 
Baboouny Side Leather Lace 

ee GT Ng et oo 0 5 8 605s 0,005 2s 0 mob wae dmdaed *. - 

1303—Sizes 1114-2 2 , English Toe a ee epee rte ee 

1630—Sizes 844- 11, Se ee ee : 35 

Gun Metal Lace 

I a IN IIS ang 6.6:6. 0.0 0:0 4:0 65:8 0b.0:5.0:0:0 0A.d own ied Vien’ $4.25 

ee OE POP Or ee ee 3.50 

1633—Sizes 834-11, Broad Toe, Spring Heel ...................0.00005 3.25 

The above numbers in C & D width 
Gun Metal Button, Solid Leather Heels and Innersoles Dongola Button, Solid Leather Heels and Innersoles 
1302—Sizes 1114-2, Broad Toe. : . $2.85 poem SE rarer rr ear er errr $2.85 
1629—Sizes 8}4-11, Broad Toe. . ho: ¥'eSarbap-naaive Saddle ustae eae Ni NIE TIMIEEOD soo; 555.00 .0.0icc0cacec'evececcsscesces S48 
1628—Sizes 5-8. PVECMEAS Ordemwelg Re Ree ee RI I res ee 1.85 
‘Patent Leather White Cloth Top Lace 
I oo és ccedenns0thcnses dibtcsendtdccd beeraeseekeas saa $3.00 
GNA i. 6.66 <b rbn ke escwcdinsasecusbks tates Bebe saoatens 2.75 
Patent Leather Black Cloth Top Button 
i, no oe. ck a cacecdédnbwebhuecctccesdteneane $2.75 
512—Sizes 84- 1l, "Broad Pe cticpdnnatwktndemads sash ates eene ame 2.25 
Gun Metal Hi Cut Lace Brown Side Leather Hi Cut Lace 
eae $2.85 S44—Sines 1136-2, Emgligh Toe... cess. cccsccsrscccccesccnces peer $3.50 
Brown Kip Hi Cut Lace, ganged Welt, Solid Leather Throughout 
re I ai ao gs occs cece sbdescnevecesens $4.00 
1726—Sizes 8 }4- 1l, Broad Toe, ES REE EE ee eo tin 3.15 
Black Kip Hi Cut Lace, Goodyear Welt, Solid Leather Throughout 
ae ee ha eh pcaghbicascencedion $4.00 
1727—Sizes 814-11, Broad Toe, Spring Heel........................445 3.15 


Henry Kleine & Co, - Chicago 


208-14 West Lake Street 
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Busier Than 
the Repair 


Thousands of people in the last few months have formed 
the acquaintance of the repair shop. At present high 
prices, your ultimate customer, the consumer, expects 
your shoes to stand re-soling. 


To meet this requirement is anything more essential 
than tough, strong welting of genuine tanned-in-the- 
hide quality? 


Fhe standard of excellence is 


Barbour Grooved Endless Welting 


SY INVITATION 
otmecr OF 


Manufactured by 


BROCKTON RAND CO. 


BROCKTON, MASS. 
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SIDE AND VEAL 
UPPER LEATHERS 


By specifying Monarch Upper 
Leathers you are assured tue 
right combination of STYLE, 
PLUS QUALITY. 


Consumers of shoes demand 
quality along with style for the 
prices they are paying today. 


MONARCH LEATHER CO. 


CHICAGO NEW YORK 
BOSTON 
U. Ss. A . 
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A Big Seller 


B515—English Cherry Calf Bal. Widths AA to D. 
Carlton. Specify on Orders Branded or Unbranded. 


CHARLES A. EATON COMPANY 


‘“‘The Sterling Shoemakers of New England” 


= DETROIT—461 Book!Building 
cca oh + ie ~ mn one B R OC K TO N 4 M ASS - ATLANTA—238 ace ener en 
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LucIUs BEEBE & SONS 


129 SOUTH ST. 


BOSTON, MASS. 





BLACK AND COLORED 


SHEEPSKINS 


CHROME. SOLE 
FINDINGS 
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PATENT 
COLT 








AYER TANNING CO. 
MANUFACTURERS OF 


RUSSIA CALF 


BOARDED AND SMOOTH 
BLACK AND COLORED SIDES 


CALF LININGS ELK SIDES 
SPLITS BAG LEATHER 
MAT CALF METAL CALF 


(AYER, 
Lonel TANNING] pemaserssns 


131 X NI y) BOSTON, 
SOUTH ST. MANY 


News? 
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‘THERE are ordinary shoe fabrics— 

and then there are CASKO 
FABRICS. The difference lies in the 
technicalities of making—matching 
the shades of leather you are using— 
filling your orders according to exact 
specifications. 


Whether you are in need of cotton— 
worsted—silk—or satin fabrics, see 


CASKO FABRICS before finally 


placing your order. 


—— 
=—_=- 
=-—_—_ 
ee 
—=———_— — 
eee 
_——- 
__—=—_— 
-_——_ = 
o=—ea——o 
—_—_-S- lc 
—_—_- — 
————_—— 
— 
—-  —_ 
=-r<- 
-_— 
—_—_——— 
| ee 
—_—— —— 
— 
1 ee eee 
= — — 
} 
——- 
ij —_~_——-__- 
—_— 
= 
| o-oo 
1h = 
—_—-e 
tl —_—-—» 
—- += 
—_—— a 
a 
—_\_—_—___~=~ 
_——_oe 
-—-—_— = 
= 
ee 
ce 
RENE erm 
-——_—__— 
————— 
il ———_-—-— 
it 2» 
| —_— ww 
————— 
—_———=_» 
a 
—_— ——— 
—_——_ 
aS —_ 
—_—_—— — 
—s nr 
-_—— = 
= 
_———___— 
-—_-- —> 
-_-_— 
_—— 
-_—- -—— 
-- — 
_—-—- 
-_——-—._ 
—_—_——_ 
oo = 
——_—____— 
—_——- — 
_-_——_—- 
ee 
ee 
ee 
—_—_——_—_— — 
—_—_—_——_—  — 
——__ 
if —_—-—___. 
} => — 
oo 
-——— 
— 
See 
Fe eee 
ee 
—— — 
-—— -- 
-_- —-- 
oj = -+-— —- 
._————— 
ad 
=_—_—_—— 
—— 
a? 
—_——-_e 
se 
oo» 
———s 
== 
=—__ == 
oo 
_- = 
—=—_—_—_—_— = 
——_—_—_—— 
meneame 
en 
emma 
_-_ --— 
——-—— 
+ — 
—_————o-. 
— +--+ = 
—_- —_— = 
—_—_— —_ 
ee 
—_— — = 
ee 
—_—_——_—__ - 
—-——_—_— — 
————— 
o——w—= 


Send us samples of the leathers you are 
using—and we will be glad to match 


them in CASKO FABRICS for you. 








CASKO FABRICS CORPORATION 


Manufacturers and Distributors 


PHILADELPHIA, U:S:A: 
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For Everyone, Every Time! 





HOES bearing the one and only stamp of the Boot 
& Shoe Workers’ Union alone are accepted by 
everyone every time. 


OT only do they appeal to Mr. Average Customer 
but they are the only shoes acceptable to the 
Union man and his family. 


HE retailer who fails to keep a complete stock of 
Union Made footwear is disregarding the demands 
of good business. 





Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 
246 SUMMER STREET -- -- BOSTON, MASS. 


COLLIS LOVELY, Gen’! Pres’t CHAS. L. BAINE, Gen’l Sec’y-Treas. 


COUT AU AO 
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WORKERS UNION c == Ee 
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Swift Turnover--Profitable, Permanent 
Business on Small Investment 


Vhy is the 10c store so successful? Why is the 
-ollar department of a haberdashery so profit- 
ble? Why can the grocer make more money 
n coffee at 2c a pound profit than on tea at 
0c a pound profit. 
SWIFT TURNOVER OF SMALL INVEST- 
NENT and low selling cost. ‘That is the 
- nswer. 
\Vhat collars are to ‘the haberdasher and what 
coffee is to the grocer, X-L Combination Last 
Shoes should be to the shoe merchant. 


The man who features Combination Last 


Shoes SPECIALIZES in FOOT COMFORT; 
he is acquiring a permanent following and 
building a substantial business. 


Little money starts you. You can size-in 
every week if necessary. Style changes won’t 
affect your volume. No end-of-season clear- 
ances to cut down your profit. 


Better write for folder describing the X-L 
line before some other retailer discovers the 
Combination Last Shoe sales possibilities that 
exist in your town. 


Sample orders solicited. 


THE KROHN-FECHHEIMER COMPANY 


X-L LINE DEPARTMENT 


CINCINNATI, OHIO 





. Easy 
X-L une Fi, 


(Combination &" festure IN STOCK 





| 
: 


No. 2712—‘Konsolation” Combi- 
nation Last, glazed kid, turn, 8- 
inch boot. % foxing, 12-8 straight 
heel, straight glazed tip. 

Price, $8.25 


No. 2711—“Fitzu” Combination 
Last, glazed colt, welt, 8-inch boot. 
% foxing, 12-8 straight heel, 
straight glazed colt tip. 

Price, $7.50 


No. 2710—“‘Happy-Foot” Combi- 
nation Last, glazed kid, welt, 8}4- 
inch boot. % foxing, 14-8 straight 
heel, imitation straight tip. 

Price, $9.25 


No. 2709—‘‘Comfy-Fit’”” Combina- 
tion Last, glazed kid, welt, 8-inch 
boot. 3% foxing, 14-8 straight heel, 
straight glazed tip. 

Price, $8.50 
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‘WOLFENSTEIN & SHANAHAN 


CANCUN PUNADGANEANOG UEEEAOEEDN COG TEUAEGSTAACOGEETUAAETUA ACO TUM EEEUTU AAO AUER ON ENE Mires 


SPARTAN CALF 


Color 3 2 This new medium 


Medium Brown warn eee 
(Smooth) havinga steadily 


increasing call 
from makers of the highest grade 
shoes. It is accepted as the new 
brown shade, and should be sampled 
in order to be appreciated. 


Tony Red Practically all 


our business on 
ee boarded leather 
is on the Tony Red color. Nothing 
seems to please our trade so well 
for a boarded stock. 


CRESCO 


Year by year we make more 
CRESCO for Winter Shoes. It 
seems to be an accepted trade fact 


that CRESCO is 


The Only Waterproof 
Leather That Takes 
a Polish 


CREESE &}KCOOK CO 


4 CREATORS OF NEW CALF LEATHERS 


TANNERIES 
DANVERSPORT 


39 SPRUCE STREET 
NEW YORK 





Nothing could be 
more remarkable 
than the con- 
tinued demand for 
this famous. color originated by us. 
Despite predictions to the contrary 
we are still having large and steady 
calls for Tony. 


J “ demand | 


or 


Color 33 


Tony Red 


(Smooth) 















leathers 
always 
shows 
which 
way 
the 
style 
winds 











SALES ROOMS 
95 SOUTH ST. BOSTON 


P.A.HENRY x CO. 
76 BROADWAY- 
LEATHER TRADES BUILDING 
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CINCLNNATLOL 
ST. LOUIS, Mc 
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McELWAIN 


TRADE MARK 





What’s in a namer 


In this name there 1s 

a pledge of Quality, 

Style, Workmanship 
and Service 





McELWAIN-BARTON 
SHOE COMPANY 


Direct Factory Distributors 











Kansas City Missouri 
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"THERE are all sorts of kid leathers just 


as there are all sorts of cord tires. 


But there is only one VICI KID just as 
there is only one “ROYAL CORD” 


Tire. 


Do not mistake VICI KID to be a general 


name for Kid leather. 


The only genuine VICI KID is manv- 
factured by Robert H. Foerderer, Inc.— 
and has been since 1890. 


Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
- Pennsylvania 


Philadelphia 
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Copyright 1920, by The Goodyear Tire & Rubber Co. 





WATERPROOF 


Trad: Mark Reg. U. S. Pat. Off. 





DURABLE 








Doctor Likes These Shoes— 
With Guaranteed NeOolin Soles 





For the tiny feet of 3- to 5-year-olds, the NeGlin service line 
includes healthful, comfortable, long wearing shoes with 
guaranteed NedOlin Soles. 


Doctors know these comfortable NeGlin Soles conform pliantly 
to growing feet, and waterproof Nedlin Soles safeguard their 
wearer’s health. Durable Nedlin Soles hold up under the 
rough-and-tumble use every child’s shoe gets. Non-scratching 
and silent Nedlin Soles protect the furniture and favor the 
ears of grown-up folk. 


More than 600 styles of well made, moderately priced shoes 
are now offered with guaranteed Nedlin Soles, for children, 
growing boys and girls, men and women. Goodyear will be 
glad to send yousthe names of the representative manufac- 
turers supplying them. 


Suggest these good and good-looking shoes to your public 

_ through a display window attractively trimmed with selected 
service shoes made with durable, waterproof, comfortable 
Ne3Glin Soles, Goodyear guaranteed. 


THE GoopyvEAR TIRE & RUBBER COMPANY 
Offices Throughout the World 


Goodyear Wingfoot Heels are the guaranteed walking mates of guaranteed 
Nedlin Soles. They’re so good that more than eighty per cent of all 
shoes made in this country with branded heels are fitted with them. 


Soles 


- COMFORTABLE 
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School Shoes for School Days 


MANY FACTORIES HAVE BEEN CLOSED DOWN THIS SUMMER, THEREFORE 
YOU WILL FIND OUR STOCK DEPARTMENT A HELP IN SIZING UP. 


STITCHDOWN BOOTS-ROMEOS-SCOUTS 


5-8 844-11 114-2 2%-6 6-11 


1256 —Black Elk Seout......... $2.15 
1256H—Black Elk Scout, heel.... $2.65 $3.25 $3.85 
1266 —Mahogany Elk Scout. 2.15 


eatin ~~ avd Elk Scout, 
2.65 3.25 3.85 











- AEE ere 
40 —Brown Kid Romeo, dbl. 
RS Pee 2.90 
2) 41 —Black Kid Romeo, dbl. 
Geb bicusascacsacsases 2.90 
320 —Tan Lotus Button....... $2.00 2.50 
© 320H—Tan Lotus Button, heel.. 3.00 
235 —Tan Lotus Blucher...... 2.00 2.50 
235H—Tan Lotus Blucher, heel.. 3.00 
sa 245 —Black Calf Blucher.. .... 2.00 2.50 
245H—Black Calf Blucher, heel.. 3.00 
N 285 -—Smoke Blucher.......... 2.00 2.50 
285H—Smoke Blucher, heel... .. 3.00 
385 —Smoke Button.......... 2.00 2.50 
385H—Smoke Button, heel...... 3.00 
300 —Black Kid Button.. 2.00 2.50 
300H—Black Kid Button, heel. . 3.00 
Z, 302 —Patent Button.......... 2.00 2.50 
302H—Patent Button, heel...... 3.00 
- 301 —Gun Metal Button....... 2.00 2.50 
301H—Gun Metal Button, heel.. 3.00 
265 —Mahogany Elk Blucher.. 2.00 2.50 
265H—Mahogany Elk Blu., heel 3.00 
2-5% 
GOD <i TGR, Tat Tammi os non sc cicccccccciocccvcscs $1.45 
0303 —Brown Kid, Kack Button................cccccccsces 1.65 
McKAY BOOTS 
5-8 844-11 114%-2 2}2-8 
311 —Gun Metal Button, wedge....... $2.00 $2.35 
311H—Gun Metal Button, heel......... $2.35 $2.75 — 
313 —Patent Button, wedge.......... 2.35 2.75 2 
313H—Patent Button, heel............ 2.75 3.15 
410 Ge eo Polish, Medium High 
“): nb ehihe sche thie gee ted 2.10 2.45 
4101—Gun "Metal -olish, Medium High NM 
RE cet decduaeteccehaee 2.45 2.85 
1410H—Gun Me tal Polish, Medium High vail 
Cut, heel, Englist BRM cise 2.85 $3.65 4 
412 —Patent Polish, Medium High ~ 
CO, WEIR. co cccs cccccsccs 2.45 2.85 
Cmte Polish, Medium High Cut, 
RCS IRE Le ar 2.85 3.25 '@ 
1412H—P atent Polish, Medium High Cut, 
heel, English toe............. 3.25 x 
Y 
414 — ou, Medium High Cut, ‘ 
ee | ‘ 
414H—Brown Polish, Medium High Cut, 
2.75 3.15 


1414H—Brown Polish, Medium High Cut, 


heel, English toe............. 3.15 3.95 


HAGERSTOWN SHOE & LEGGING COMPANY, INC. 
HAGERSTOWN, MARYLAND, U. S. A. 
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() Y —— Style 995 ; 
S| Be. Brown Calf . | 


MS a) % CHIPPENDALE DARK 
Mf | BROWN CALF 
LACE BOOT 


; 15/8 City Heel. Welt Sole 


Beverly Toe. Wing Tip 


0 
() 


Oa 


AAA 5-8 AA 4%-8 A 4-8 


B 3-8 C2%-8 


x ay Tl D2%-8 
x fl : - In Stock at Boston 
New York and 


M ; Chicago 
¥| Price $10.00 
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C gies FOUR PAGES are a significant showing of leading Fall Shoes In-Stock, 


selected from our big Catalog of nearly 200 styles, representing the largest 
stock of women’s shoes ever carried to render at-once service to the retail 
trade exclusively. We have anticipated your actual needs by providing the 
shoes that you want when you want them. @, In preparation for the great 
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y; . a Style 10266 Shoe-Soap Kid WN 
i] 5 SHOE-SOAP KID SIERRA ONE-STRAP PUMP (} 
: 19/8 Wd. Louis Covered Heel - 


Turn Sole. Dainty Toe 


AAA 4-8 AA 4-8 A 3%-8 B2%-8 


C 2-8 D2%-8 
In Stock at Boston, New York and Chicago 





Price $8.00 








@ / 
3 Style 2183 Service Kid 6 
BLACK SERVICE KID SEAM VAMP LACE 3 

RIALTO TOP SI 

RP) 

iS 15/8 Astor Heel. Welt Sole bh 

é Astor Toe. Imt. Tip 

AAA 4%-8 AA 4-8 A3%-8 B2%-8 & 

cas D2™%-8 b 

¥ In Stock at Boston, New York and Chicago - 
Price $8.50 
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increase in demand for our In-Stock Styles this season we have expanded our 
facilities to provide the latest styles and insure shipments from your nearest 
point (Boston, New York or Chicago) within 12 to 24 hours of the receipt 


of all orders. @, Thousands of agencies distributing QUEEN QUALITY shoes 
make it possible to anticipate to this enormous extent and so maintain our 
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Style 14055 Brown Calf 


CHIPPENDALE BROWN CALF RADIO LACE OXFORD 


10/8 Brae Burn Heel. Welt Sole. Brae Burn Toc 
Wing Tip 


AAA4%-8 AA4-8 A3%-8 B2%-% 
C2%-8 D2%-8 


In Stock at Boston, New York and Chicago 


Price $8.00 


Style 12182 Shoe-Soap Kid 


SHOE-SOAP KID WHOLE QUARTER 
LACE CORONADO TOP 


19/8 Wd. Louis Covered Heel 
Turn Sole. Tiffany Toe 


AAA 4%-8 AA 4-8 A3%-8 B2%-8 
C2%-8 D2%-8 
In Stock at Boston 


Price $11.50 
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standard of service to retail stores wherever located. Thus we assist merchants 
in increasing turnover on a minimum average investment, with larger sales 





insured by public confidence in the joint assurance of maker and merchant 
under the QUEEN QUALITY trade mark. @, The Agency franchise carries no 
irksome conditions, but is given with the full merchandising power of the 
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Style 10222 
Shoe-Soap Kid 


SHOE-SOAP KID OSTEND LACE 
OXFORD WHOLE OTR. 


15/8 Astor Heel. Welt Sole. Ritz Toe. Imt. Tip 
AAA 3%-8 AA3-8 A2%-8 B2%-8 C2-8 D2%-8 


| 
F| 
Bf 
| 
4 
| 
Py 


b Ys 
ts 
i 
i 
rH 
Hy 
x 
x 
' 
ES 
: 
} 


In Stock at Boston, New York and Chicago 


Price $7.25 


ee On oe Oe Oe Oe Oe OL es ee 


QUEEN QUALITY institution and a co-operative service of utmost value 
wherever these shoes are sold. 


THOMAS G. PLANT COMPANY 
BOSTON 20, MASS. 


BRANCHES —NEW YORK: 125 Duane Street CHICAGO: 208 So. Jefferson Street 
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Your Sales 
—and Ours 


To buy shoes from us, you must sell 
shoes. 

Therefore the more salability we put 
into our 3 W's LENOX line, the quicker 


and surer the results for us both. 
CHILDREN’S TURNS ON OUR 
POPULAR PEGGY LAST It has always been a fundamental prin- 


Patent Chrome, Dull Top, Plain Toe. ciple of our organization to make that 
Ne ee eee ae ee kind of footwear that would readily 


No. 7505—1 to 4. No Heel i d ld 
Patent Vamp, Dull Top, Button, sell—and Stay sold. 


ses rigs ae re ae First grade shoemaking coupled with 
No. 7505—1 to 5 ; careful material and style selection has 
built up the ‘reputation of 3 W's 

LENOX footwear to a point where the 

shoe merchant may absolutely rely on 


the selling qualities of the line. 


Are you stocked—ready for the after- 
vacation buying period? 


Weimer, Wright & Watkin Co. 


Manufacturers 


STOCK DEPARTMENT 
Philadelphia, Pa., 35 South Second Street 


New York, Bush Terminal Sales Building 
42nd and Broadway 





Genuine Fat Baby, Vici Pat. 
Tip, Button, Turn 
No. 7127—2 to 5. No Heel 
$2.20 


Tan Vici Pony, Tip, Lace, Lenox 
t, McKay 
No. 7800—1114 
No. 7801—8 to 11 
No. 7802—5 to 8 
Tan Side, Pony Cut, Tip, Lace, 
Lenox, McKay 
No. 7815—11% to 2 . 
No. 7816—8 % to 11 } 5 
No. 7817—5 to 8 z Ld 
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Makins 
strides with the 


DONLEY 


The Invincible Leader 


A few months ago a more or less skeptical deale: 

ple dozen Donley’s. He put a few pairs in th 
$10.00 They sold in a hurry. T 
several dozen. He pushed them 


vinced him that h was trul 


nmr re 
ni 


He now averages many pall 
a “See : ona eu 
shoe in one last, at one price 
is business will be 


when the fall season 


Amt 
2) 
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a — W.E.DONLEY SHOE COMPANY § 


DONEYS 


SHOE 


AL L LEATHER 


“ KENOSHA.WISCONSIN.US.A. — & 





All leather ~ Aristocratic 
Goodyear Weit Sho e 


Mahosany Bal ae 
at the 


Democratic 


$°7.50 Price 


Less Discount Order a Sample Dozen Pairs 
—TODAY— 


W. E. DONLEY SHOE CO. 
KENOSHA, WISCONSIN 


Sizes Stoll. AAto D Widths. In Stock 
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IT STANDS 
ALONE 

A product unique in its line, 

because of its wonderfully 

satisfactory combination of 


Comfort, Durability and 
Style, is the 


LUNDIN SHOE 


And when to this unusual com- 
bination is added the reasonable 
price asked for this fine Men’s 
Dress Welt, it is easy to under- 
stand why it is such a wonderful 
Trade-Builder. 


“The LUNDIN Shoe 
is right all through’’ 


LUND-MAULDIN Co, 


MANUFACTURERS 
Saint Louis, U..S. A. 
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VAUGHAN’S IVORY 











The Sole 


That 


Has Made are guided by your footwear counsel will 
White Shoes appreciate its recommendation on account 


Staple. 


OTHING more easily spoils the ap- 

pearance of a good pair of white shoes 
than to have the edges of the soles and heels 
crack and peel. 


VAUGHAN'S IVORY SOLE LEATHER be- 
ing white clear through, requires neither 
paint nor spray in finishing, and keeps its 
fresh, clean look as long as the shoes wear. 


When ordering white shoes be sure to specify 
VAUGHAN'S IVORY. Your customers who 


of the satisfaction they obtain from its 
use in their shoes. 


Distinctive in appearance—satisfactory to 
its wearers—genuine clear through— 


*VAUGHAN'S IVORY 


Costs No More Than Other Sole Leather 


GEORGE C. VAUGHAN 


TANNERIES AT PEABODY, MASS. 
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Just as the figures upon the ancient coats of arms have a 
distinct meaning and significance so the Castle upon the New 
Castle coat of arms expresses your reliance upon this brand 
as a sure “defense” against inferior grade and qualities of 


glazed kid. 


NEW CASTLE is the “stronghold” of all that is best in 
Kid making. Every skin judged good enough to bear this 
name will worthily uphold your reputation when made into 


shoes. 


Specify NEW CASTLE KID. 
BLACK WHITE COLORS 


New Castle Leather Company, Inc. 


NEW YORK 
BOSTON MONTREAL, CANADA CHICAGO 


and the Principal Leather and Shoe Centres Everywhere 


Factory: Wilmington, Del. 
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BROGUES—OH! BOY—SUCH BROGUES 


YOUR ORDER IN NOW MEANS YOUR ORDER 
OUT IN TIME FOR EARLY FALL BUSINESS 
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a pve Rawhide Sip a See ng Stock No. 679—Regent Last. Brown Cordovan 
Sole. Varsity Ox. Wing Tip. Sizes and Widths: AA, 7 to 11; 

® stock No. 693—Brown A, B, 6 to 11; C, D, 5 to 11. 

me Sercaran Ge Rami 

“@ Widths: AA, 7 to 11; A, 

B,6to11;C, D,5to 11. 
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Stock No. 524—Brogue Last. Gallun’s 4 Norwegian 
Brogue Bal. Rawhide Slip Sole. 

Stock No. 642—Brown Cordovan Brogue Bal. Raw- 
hide Slip Sole. Sizes and Widths: AA, 7 to 11; 
A, B, 6 to 11; C, D, § to 11. 





The Dalton Company, Inc. 


Men’s Fine Shoes 
BROCKTON, . MASSACHUSETTS 


s BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building Chicago: 1415 Great Northern Building 
BEREaEREBHBEHBEHBEHEHREHREEBEHREHREHREHREHREHEHREHEHREHEHREHEHEHREEES 









































A Popular 


- Dependable Qualities - l n- 
usual Merit 


Champagne Kid. Top 
- Helthy-ut Branded - Sole 
Patent Vamp and Fox, Champagne 
Kid Top, Pony Cut, Spring Heel, 


Turn. 
780 Child’s 4 to 8 

















Beaver Kid Top 
Helthy-F'ut Branded Sole 
Patent Vamp and Cuff, Beaver Kid 
Top, Spring: Heel. Milo Buttons, 


Turn. 
777 Child’s 4 to 8 


Brown Kid To 
Helthy-Fut Branded. Sole 
Patent’ Vamp, Fox ..and Cuff, 
Brown Kid ‘Top, Pony Cut Spring 

Heel,. Turn. 
797 Child's 4 to 8 


Gun Metal 
‘Hetthys Fut Branded ‘Sole 
Gun “Metal Vamp. and Fox,. Matt 


Top, Perforated Tip, Milnes pats, 


ton. {peting Heel, Turn. 


i 


Wi 
788. "Chil 4 to Bf... chante 


. Brown Kid: Top 
Helthy-Fut Branded Sole 
Black Kid Vamp and Fox, Brown 
“0 ecm Pony Cut, Spring Hee!, 


7a ‘Child’s 3 0 8 


Red Top, 
Helthy-Fut 


Patent Vamp,. Fox and Cuff 
widen nie Cui, Spring He cana 
796 Child’s 4 to if oo “ 











































sil elthy-Fut Shoes 











lar Hirst Walk 


n- High: t Standard of Shoe 
Craftsmanship 


7Irc1 Union Oak Bend 


Soles 


S .ooth Inside Finish 


Black Kid’ Top 
‘ Turn-Flexble 
Patent Vamp and Fox, Matt Kid 


Top. . 
AlO” Incl; half sizes 1 to 5 ., $1.35 
H1IOX same with heel ....... 1.45 





- Ivery Kid Top- 

Turn-Flexible 
Patent Vamp and Fox, Ivory Kid 
Top, White Milo Buttons, y 
A120. Incl. half siscg 1 to 5. $4.45 








F ‘Pearl Kid Top = © 

: ~-:Turn-Flexible 4 
Patent Vamp and Fox.’ Pear! -Kid 
Top, Buttons to match. «- Sate 

A102. Incl. half siges 1 to 5 ..$1,45 . 

H102X = same withcheels..... 1,55 - 




















Top, Buttons to matd 
AT “Incl. half siges1 
H7X* “same, with heet 
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EVERYWHERE 


you go you will find wearers 
of shoes made of 


ROVILLA KID 


Manufacturers and retailers thruout the 
**It does not scuff”’ 


country realize that shoes made of 
‘NOVILLA KID answer the call for all 
that a shoe should be—at the price the 


public is willing to pay. 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN.N.J. 
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BOAS 


JUSTIFIED UNDER 
| PRESENT PROBLEMS 


‘(| 135 STYLES IN STOCK 


E|| MORE THAN ANY OTHER HOUSE CARRIES IN OUR GRADES 





$8.35 


No. 441 


LLL ALLL 


with 
wine FOOT 
HEEL . 














WIL ASA 


COTTE TTT Te eT 








JUST ONE OF 
THE WIDE LINE 
OF MEN’S AND 
WOMEN’S AND 
BOYS’ MODELS 


No. 26 Gallun’s 
Mahogany Calf Bal. 
Frenchy Last 
Wing Foot Rubber Heel 
Widths: B, C, D 
Sizes: 6 to 10 





SOC CCC 





BEFORE FREIGHT GOES UP 


To help you avoid paying higher transporta- 


SAMPLES PREPAID 


ds gladly send oo ae edie ck of stock tion charges, we'll ship now and date the bill 
he eras nak aed a wo ig are inter- as Sept. 4. Buy enough to care for Fall 
i needs. 
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Satis. 


The big outstanding sty/dc 


The daintiest style for aftier 


_ HARTMAN HAS THEM- 


LACK satin “Theos” 
with both the Louis 
Heel and our new 14-8 
Cuban Heel—Turns and 











Fvscoseennnennnni ; McKays-—-made by Haver- 

Black Satin Theo Tie, Last No. 117, Leather Lined, 3 
16-8, 12 pas Sled iaiiinais Plate, B, Cc & D. hill S best workmen. A style 
No. 700 Turn that is popular because it is 


No. 715 McK: 
“ cKay graceful. These shoes rep- 


resent values that can not 
be duplicated at the price. 





MR. WHOLESALER, CAN 


Hartman! 


Haver ll. 

















Black Satin Theo Tie, No. 17 Last, Leather Lined, 
Aluminum Plate, B, C & D, on our New 14-8 Cuban 


Covered Heel. 
Lag hoafih Manufacturers for the |W 
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atins! 


filernoon and evening wear 


_-READY TO SHIP! [ 


HIS Popular Pump in 
both high and low heels— 
Turns and McKays---A style 
that is unsurpassed for eve- 


ning wear. Lends itself es- Satin Opera Pump, 16-8, 1-2 Louis Heel, No. 17 
Last, Leather Lined, Aluminum Plate, B, C & D. 


: In-Stock in Black, White, Pink and Blue. 
pecially to buckle orna- , botag sa 


mentation. A money maker No. 815 McKay 
because the value is there. 
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SEND YOU SAMPLES? 


Shoe Co. 


ll Mass TTT TTT 
> 
] Satin Opera Pump, No. 17 Last, Leather Lined, 


Aluminum Plate, B, C & D, on our New 14-8 
Cuban Covered Heel, In-Stock in Black and White. 


Wholesale Trade Only hang wine 


SLUGQCUEEEGUUGHOUUCOGQGCEEUSUREOCCUREOQQGUEROGUEOOERS 
Financnnncccccnccncnneccnsnssnggnccencnsccgsccuens 











NA BAYES — 3 <A) AY wv BED 
vat ‘p< 
@ 


NATIONAL 
ADVERTISING 


is the goose that lays the golden egg for 











you—and for us. 


“Onyx” @ Hosiery 


has been advertised from coast to coast till 


“ONYX” is a household word. 


Are you sharing in the golden eggs our 


advertising has laid? 


Emery 6 Beers Company, inc 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 





Boston Office: Chicago Office: Philadelphia Office: 
31 Bedford Street North American Bldg., State 1033 Chestnut Street 
and Monroe Sts. 





San Francisco Office: 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N Y. 
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CA 
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rrect Dodge- 


FOR ALL OCCASIONS 
IN STOCK 


Stock No. X305—Glazed Kid Plaza, 
t Beaded Tongue, 2% inch Full Louis 
eel, 36 Last, AAA to C. Price... .$8.35 


Stock No. X306—Same in Duil 
$10.50 


Stock No. X312—Same in Bronze 
with Bronze Beads. Price 3 


ERE are some smart 
slippers for imme- 
diate use. 


PHOT IPO TPT DPF TEP TIWOTD POT IPT INO, DOOTIVOT PPT POT IVP PHOT VOTIVE TI VERT THE TENT 


X217—Imported Silver 
Cloth Opera, 2% inch Full Louis Heel, 
31 Last, AAAtoC. Price $7.50 






Stock No. X331—Paten: 
Olive, 13-inch Medium Luuis Heel, 
New,34 Last, AAA to C. 


Stock No. X350—Glazed Kid Louise, 
t Beaded, 2% inch Full Louis Heel, 
ew 36 Last. Ready to ship September 
15. AAAtoC. Price $9.00 





Stock No. X322—Dull 
Button, 2% inch Full Louis Heei, 25 
Last with Medium Pointed Toe, fA‘ 

7 


Stock No. X323—Same in =~ a 


Stock No. X332—Same in Brown Kid 
Vamp and Heel with Brown Satin 
Quarter to Match. Price $5 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 
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Stock No. X341—Dark Blue Satin 
Theo Button, 1% inch Medium Louis 
Heel, New 34 Last, Widths A 25 
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BARA 


Stock No. X336—Same in Barnett’s 
Color No. 33 Tan Calf, Widths AAA to 
Cy, BOO) 60 sic dc ctwcessusiescess $6.00 
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ya for catalog 
to be issued 


September 1. 
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Stock No. X345—Dull Calf Theda, 





ORS 





1% inch Medium Louis Heel, New >: 
Last. Price. sicccessscvccess $6.75 ~~ 
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Stock No. X351—Dull Kid Elsa, Jet 
Beaded, 2% inch Full Louis Heel, New 
37 Last with Medium Pointed Toe, 
Widths AAA to C, Ready to Ship = 
September 1. Price............. $8.50 rH 
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BOOT AND SHOE RECORDER Aug. 21, 1920 























Reducing the Retail Shoe 
Business to a Science 


The science of retailing shoes is the 
knowledge of proven methods. 


It 1s known that the greater the turn- 
over, the larger the net profit. 


It 1s known that the more compact 
the stock, the greater is the op- 
portunity for turnover. 


It ts known that branded merchandise 
(implying the maker’s guarantee) 
outsells plain, unknown merchandise. 
It is known that the amount of 
capital necessary to maintain a stock 
of branded shoes is comparatively 
small. 


It is known that stock shoes made to 
fulfill all the requirements as to 
workmanship, materials and style 
demanded by an educated public 
are the safest and most profitable 
shoes for the retailer. 


Rice & Hutchins, Inc. 


10 High Street, Boston, U. S. A. 








It is known that the boots and shoes 
made in great variety by Rice & 
Hutchins for men, women and chil- 
dren conform to every requirement 
exacted by both consumer and re- 
tailer. 


It is known that the merchandising 
policy of Rice & Hutchins in main- 
taining centrally located distributing 
houses minimizes transportation dif- 
ficulties. 


It is known that thousands of suc- 
cessful retailers recognize these basic 
truths underlying the science of re- 
tailing shoes and apply them. 


It is known that the magnitude of 
Rice & Hutchins’ business is the 
direct result of years of co-operation 
with satisfied shoe retailers. 

















